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City National Building & Loan Ass’n. prospective home-builder. These men 
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Holland Furnace Co. the progress and prosperity of the i 
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vania, . Cole County Bank beauty, permanence, economy and se- 
idress —_—_——- curity of investment and financing. 
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ER Capital City Water Company 
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2.780 Ft. Long 


A High Pressure, Positive 


PNEUMATIC CONVEYOR 


In operation for 
over sixteen years 


We design, manufacture and install reliable equip- 
ment, and have done so for forty-three years. 
Positive long distance conveyor systems. 

Wood-fuel furnace stokers. 

Dust-collecting systems. 

Storage vaults and unloaders. 


All for shavings, sawdust, hogged wood chips and 
similar materials. 


THE ALLINGTON & CURTIS 
Organized MEG. co. Incorporated 


1886 1888 


Factories and Offices: Saginaw, Mich. Boston, Mass. 
Offices: Chicago, Ill. New York, N. Y. 
»— —> 
This system handles 20,000 Ibs. of shavings and sawdust per hour. (100 tons 
per day) from a lumber mill to a cotton mill power house, a distance of 
over half a mile. 
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Put ‘Zriple 


Insulaire 
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in the next house 
you build 


One installation of Triple Insulaire will lead to 
a rapid succession of others. Maximum insul- 
ating efficiency at minimum cost. Easy to 
handle, easy to install. Between 2000 and 
3000 square feet completely insulates an aver- 
age house. Small investment with big returns. 


White for full details and facis. 


Triple Insulaire ‘fits 


in” tight 
studs. 
with knife or saw. No 
nailing or stripping 


_ 
| 


between 
May be cut 


THE TRIPLE iNSULAIRE CO. 


6144-6148 Plankinton Bldg., 123 Wisconsin Ave. 
MILWAUKEE - WISCONSIN 
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WANTED 


Additional high grade experienced 
lumber salesmen 


to sell products of following plants on a commission basis. 
Men only wanted who will take our account for all plants for 
small areas calling upon, at intervals of two weeks or less, 
every dealer in, and industrial user of, products made from 
logs. Each man will be our exclusive representative, but may 
represent, also, shippers from other regions. If interested ad- 
dress, giving references: 


E.B. HAZEN LUMBER CO. 


Merchandisers for Manufacturers 
Spalding Bldg., Portland, Oregon 


PLANT “B”: Mixed cars Fir 
Uppers & Commons for re- 
tail yards; Hemlock Dimen- 
sion, Spruce Shop, Pack- 
aged Fir & Hemlock Panels. 
Fir Car Siding & Decking. 
Cedar Siding & Shingles. 


PLANT “C”: Select & No. 1 
Com. Timbers to 24”x24” to 


PLANT “H”: Old Growth Yel- 
low Fir Structural Timbers, 
Plank, Dimension. + a 
Shop, Horizontal Sheathing 
and Dimension K. D. 

PLANT “I”; Fir Plywood 
Panels with Fir, Larch, 
Hemlock, Alder Faces. Same 
Shaped, Sanded, Bored, Cut- 


, ‘ out, etc. Packaged Panels. 
60’. Ss, ° od . 

$0 a mat g Sills. Decking: pLaNT «i Cut to size Ply- 
Sheathing. All Fir. wood from Plant “I” in con- 


junction with Fir, Larch, 
Hemlock, lumber, cut to size. 
All above worked into any 
and all finished articles 


PLANT “D”: K. D. Long Di- 
mension 22 to 28" Small 
Timbers, Plank and Large 


Timbers to 12x12-28’. Above which can be made of wood. 
No. 1 Com. Fir. White Fir Also a line of standard 
2x4” to 6” K. D ready made furniture and 

’ novelties and built-ins all 

PLANT “F”: Fir House & unpainted. 

Garage Doors, inside door PLANT “L”: Alder and Maple 
frames, Mouldings, Finish, clear Dimension stock for 
Casing, Base, Stepping, furniture and toys. Also 
Hand Rail. 


Alder Coat Hangers. 
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There’s Virtue in Adversity When It Stirs to Intelligent Effort 


MONG the favorite proverbs of 
Americans are many that ex- 
press in words the determi- 

nation that is considered typically 
American. They convey the idea 
that intelligent effort overcomes 
every obstacle and makes certain the 
success of every undertaking. Per- 
haps there is no better test of the 
courage and resourcefulness of a 
business man than a long continued 
business depression. If he is gloomy 
and depressed there is little likeli- 
hood of his increasing his efforts to 
get business. But if he accepts the 
challenge of adversity and girds him- 
self for a fight for business, he is apt 
to find that there is virtue in adver- 
sity that arouses the energies and 
stimulates to further effort. 

Apropos of the present situation 
and its effect upon lumbermen, Roy 
A. Dailey, manager of the north 
coast district of the National-Ameri- 
can Wholesale Lumber Association, 
Inc., recently said: 

“The truth of the old adage, ‘Ne- 
cessity is the mother of invention,’ 
has never been so well demonstrated 
to us as during the last six months 


in our visits around the district. Evi- 
dently it takes some form of real ad- 
versity to make us think more con- 
structively, develop more resource- 
fulness and actually put new ideas 
to work. 

“If we were in a position to ‘tat- 
tle’ a part of the confidential infor- 
mation which has been imparted to 
us recently by men who are now 
‘kicking’ themselves for polishing the 
old ruts so long, we believe it would 
give members a real thrill to know 
how some wholesalers and manufac- 
turers have shifted their operations 
from the old and unprofitable to new 
and profitable lines of endeavor. 

“And apparently, from the many 
new business-building ideas heard 
lately from firms who have been 
‘jolted’ into thinking about some- 
thing else than manufacturing and 
selling ‘2x4’s’, the field of different 
and profitable allied lines that can be 
worked successfully by wholesalers 
and manufacturers working closely 
together, has just been lightly 
scratched. 

“Obviously, quite a number of lum- 
bermen have just recently begun to 


appreciate what that prominent jp. 
dustrial leader meant when he stated: 
‘Competition, according to modern 
business, is between products. This 
is true only superficially. The reg} 
competition is between ideas.’ ” 

In times of difficulty it appears ty 
be natural to wish to draw the fires 
reef the sails and anchor the busines 
ship. This argues a belief that ip 
some inexplicable manner effort has 
become useless and that all the laws 
of action that formerly were effee. 
tive have suddenly become null and 
void; the only recourse is to lie by 
and wait for business of its own voli- 
tion to become active again. But this 
is not the policy of the enterprising, 
energetic and confident business man, 
He does not wait for business to im- 
prove; he sets about improving busi- 
ness, as is hinted at by Mr. Dailey, 
and there never has been a time so 
dull nor a depression so deep that men 
of this type could not “get the busi- 
ness.” But they do not “polish the 
old rut’; on the contrary they strike 
out new paths in new fields, using 
new methods and new ideas in push- 
ing sales of their products. 





Making Quality the Basis of a Lumber Merchandising Program 


HERE never has been a time in 
the history of the lumber busi- 
ness when wood in some of its 

completely manufactured forms has 
not been marketed at prices that bore 
no relation at all to the cost of the 
raw material. Wood is susceptible 
to the utmost refinement and it pos- 
sesses other qualities that adapt it to 
the fabrication of the most beautiful 
and ornamental objects. Intrinsic- 
ally, therefore, wood possesses values 
that are not inferior to materials 
that are much more highly prized in 
the crude state. 

Variability with species, with the 
individual tree and even with parts 
of the tree is the despair of graders, 
at the same time that it is the delight 
of the wood connoisseur. It is often 
said that the grading of lumber is 
not an exact science, as if it were nec- 
essary to apologize for the individ- 
uality of the product. Nevertheless, 
it is practicable by a process of selec- 
tion to secure something closely ap- 
proaching perfection in lumber. Dis- 
criminating and appreciative users 
of wood always have selected species 
and specimens solely for their beauty 
and susceptibility to refinements in 
manufacture and finish, while pro- 


ducers of lumber generally have 
rather treated their own product 
with indifference if not contempt. 

At the same time that lumbermen 
have decried the alleged fact that 
“lumber is just lumber” users have 
acted on the theory that wood is the 
most distinctive of materials. Fortu- 
nately, lumbermen are beginning to 
show a greater appreciation of the 
excellences of wood and they are be- 
ginning to capitalize as merits what 
formerly they have termed defects. 
Knots are defects in lumber grading 
rules, but they are beautifully dis- 
tinctive in paneled interiors. 

It is a long step from the policy 
that relegated the product of the saw- 
mill to a rough pile in a weed patch 
open to sun, wind and weather, to 
the policy that demands that the 
product of the log shall be carefully 
sawed, dried to a specified moisture 
content, meticulously selected for its 
freedom from blemish and wrapped 
for protection from injury or disfig- 
urement in handling. That is the 
step, nevertheless, that is contem- 
plated by the Southern Pine Associ- 
ation in its plan to market “quality” 
lumber. 

It hardly need be said that the pro- 


ducer himself must think well of his 
product before he can hope to per- 
suade others to think well of it; and 
it may be added that care in the man- 
ufacture and subsequent handling of 
the product is the best possible evi- 
dence of appreciation of it. The fact 
often has been observed that the 
same goods, attractively displayed in 
a neatly kept store, will sell for more 
money than if heaped upon a coun- 
ter in a dark and disordered shop. 
The lumber industry is beginning to 
take advantage of this fact in the 
preparation and merchandising of 
lumber. 

The time may come soon when in 
some of its aspects the theory of 
grading will be changed. Knots and 
crossgrain may be deemed, not de- 
fects that lessen the value of a piece, 
but ornaments that add to its value. 
Indeed, the word defect may be 
largely eliminated from the vocabu- 
lary of graders selecting for certain 
uses. At any rate, leaving extrava- 
gant predictions aside, the time al- 
ready is here when lumbermen find 
profit in bringing out the intrinsic 
merits of wood and in giving them 
the prominence they deserve in mer- 
chandising. 
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In the Lumber World 


Backing Up the Industry’s 
Product—When the Ohio high- 
way department became skeptical 
regarding the identity of grades 
of lumber ordered and that de- 
livered, it called upon the National 
Lumber Manufacturers’ Associa- 
tion and regional associations for 
guidance. The help given in the 
form of official inspection of ship- 
ments received, together with in- 
struction given to its inspectors, 
enabled the department to protect 
itself from substitutions. Trade- 
marking, grade-marking and as- 


sociation inspection certificates 
were factors in safeguarding 
purchases. Pages 30-31 


. & 


Lumber Retailing in the Mak- 
ing—As lumber is manufactured 
in all of the southern States the 
retailing of lumber has been late 
in developing. Dealers still have 
to compete in some measure with 
“coffee pot” mills that cut up the 
timber on woodlots and other 
scattered patches. Nevertheless, 
retailing practices in the South do 
not suffer in comparison with 
those in other regions that have 
had fewer obstacles to overcome. 

Pages 38, 39, 40 


¢ £ # 
Court Holds That Iron Roof 


Burns—In a Mississippi case the 
supreme court sustained a lower 
court in its decision that sparks 
from a locomotive set a corru- 
gated iron roof on fire. The im- 
plications and complications of 
railroading in that State in view 
of this decision are humorously 
discussed by the general counsel 
of the railroad concerned in the 
case. Page 32 


447 
Treated Door Withstands Hot 


Fire—Tests of wood and steel 
jacketed doors subjected to like 
temperatures showed that the 
treated wood was superior to the 
Underwriters’ Class C door. The 
wood door remained relatively 
cool to the touch long after the 


other was too hot to be touched 
at all. The wood door also kept 
fire and smoke out of the observa- 
tion room after heat and smoke 
had driven observers from the 
steel door’s observation room. 

Page 35 

4 


Reduction of Coast-to-Coast 
Cargo Rate—To meet the price of 
independent steamship lines, car- 


‘riers in the conference have an- 


nounced for August a rate of $8, 
which is a cut of $3 from the 
present rate. The new rate will 
not for the present disturb the 
September rate of $11, though 
further action may be taken later. 
The coast-to-coast rate has long 
been a potent and at times a dis- 
turbing factor in the marketing of 
West Coast lumber on the At- 
lantic Coast. Page 49 
a ae 


Demonstrations Promote Mod- 
ernizing—In a western city ex- 
perience showed that demonstrat- 
ing the possibilities of remodeling 
inspired owners to modernize 
their homes in many ways. The 
demonstrations were fostered by 
the local chamber of commerce, 
but the financing was made pos- 
sible by a sort of co-operative 
arrangement among owners, con- 
tractors and material men. It was 
found that already at least 75 pro- 
jects are under way or have been 
completed during the present sea- 
son. The chamber gives counsel 
to remodeling prospects. 

Page 48 


S Fe 


Russian Pulpwood Denied En- 
try—Convincing evidence of the 
use of convict labor in the produc- 
tion of Russian pulpwood des- 
tined to the United States induced 
treasury officials to deny it ad- 
mission. The action thus taken 
with pulpwood is looked upon as 
a precedent for like action in the 
case of cargoes of Russian lum- 
ber now en route to the United 
States. Two such cargoes were 
recently admitted owing to lack 
of evidence of use of prison labor. 


Federal law prohibits importation 

of manufactures produced in 

whole or in part by enforced 

labor. Page 33 
a ae 


Retail Co-operative Reserve 
Supply—In several of the larger 
cities of the country lumber and 
building material concerns have 
improved their service at the same 
time they have lowered their costs 
by establishing central ware- 
houses to carry reserve supplies 
of slow moving and bulky com- 
modities. The latest organization 
of this character has been formed 
in Philadelphia. Thirty-four con- 
cerns have joined in the venture. 
All must be members of the local 


association. Additional members 

may be admitted. Page 41 
44 7 

Hot Spell Melts “Rubber” 


Roofs—An amusing roofing prob- 
lem with some serious aspects has 
developed as a result of the recent 
very hot spell covering a large 
part of the United States. It ap- 
pears that the extreme heat has 
caused some composition. or “rub- 
ber” roofs to melt and run into the 
gutters, thus obstructing them. A 
commissioner of a southern city 
advised house owners to sprinkle 
such roofs with water to prevent 
their escape. Incidentally, the 
safety and insulating qualities of 
treated wood shingles are pointed 
out. Page 33 
ee 


Pro and Con of Cut-to-Length 
Proposal—When it was proposed 
that southern pine sawmills sup- 
ply retailers with certain cut-to- 
length lumber in house bills few 
dealers recognized any advan- 
tages in the proposal. This pro- 
posal did not comprehend an 
entire “ready-cut” house built 
from plans supplied by the saw- 
mill. Rather, it provided for com- 
plete house bills for such plans, 
with only certain parts cut to 
length and square-butted. The 
aim was to help the dealer provide 
a ‘special service and meet a cer- 
tain kind of competition. Page 36 
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Real Values Survive Test of Time 


From careful study of your across country 
items of this and that—your friends and 
business associates are all on the griddle of 
trying to point to the keen plans of other 
merchandise than lumber as a cause for 
slowing production, distribution and use of 
wood. 

Here in this State, building and loan asso- 
ciations, loan companies and finance cor- 
porations are studying also the errors of 
past ten years, whereby for the past two 
years foreclosures and repossessions show up 
the so called high prosperity peak years as 
periods of false premises as to values of 
labor, commodities and land. 

Just measure speculation by the test of 
time. Tell your lumber friends to leave 
prophecy to prophets, live one day at a time, 
and drink their daily fluids seasoned with 
Cc. S. methods, worked out, proven good, and 
found to be modern—if they are sensible to 
the common good.—Samuel B. Taylor, Mort- 
gage Investment Co., Indianapolis, Ind. 


Lumber Equivalent of 1,000 Shingles 


I shoould like to know the number of shingles 
that are equivalent to 1,000 board feet of lum- 
ber.—INQuIRY No. 2,498. 


[This inquiry is made by the Chicago office 
of a western wholesale concern. An investiga- 
tion of this question made some years ago 
brought a diversity of opinion. However, there 
appears to be a rather general agreement that 
1,000 board feet of lumber is equivalent to 10,- 
000 shingles; a shingle in this case, of course, 
being the standard unit, 4 inches wide and 16 
inches long. Inasmuch as it is likely that there 
is later and perhaps more definite information 
on this question than that made in connection 
with the investigation already referred to, manu- 
facturers of shingles and other lumbermen are 
invited to give any figures they may have.— 
Eprror. | 


Tariff on Canadian Lumber 


The article on the lumber features of the 
new tariff as published in your issue of June 
21, is not entirely clear to us. We are not 
interested in lumber coming from any foreign 
country except Canada. It is our under- 
standing that all softwood lumber either 
rough sawn or not further manufactured than 
DiS comes into this country from Canada 
duty free. It is not clear, however, what the 
amount of duty is on lumber further worked 
than D1S, 1. e., flooring, D4S etc. Some lum- 
bermen here believe the duty is $1 a thou- 
sand, but the customs office here advises that 
its understanding is that such lumber takes 
the same rate of duty as that assessed by 
Canada on lumber similarly worked. This 
we understand is 25 percent ad valorem. 

The paragraph in the law regarding beech, 
birch and maple is not clear, principally be- 
cause of the punctuation. It seems to us that 
this paragraph is intended to apply only to 
flooring manufactured from beech, birch and 
maple, and that the duty on this (except Jap- 
anese) is 8 percent ad valorem. We under- 
stand there is no duty on rough sawn beech, 
birch or maple lumber, imported from Can- 
ada into this country. 

If you can clear up the above it would be 
doing quite a favor to many lumbermen.— 
Inquiry No. 2,496. 


[There is always some risk involved in inter- 
preting a tariff law. However, it is under- 
stood that the only duty now imposed on lum- 
ber from Canada is $1 a thousand on that de- 
scribed in paragraph 401, and that would not 
be imposed but that Canada levies a duty of 
$1 a thousand on such lumber. 

Maple, birch and beech flooring is subject 
to a duty of 8 percent as provided in paragraph 
402. 
There is a provision in the free list of the 
law that, after investigation and effort and 


failure to induce a country levying a duty on 
United States lumber “planed on one or more 
sides and tongued and grooved” to remove it, 
the President may proclaim a corresponding 
duty on lumber from such country. Canada 
imposes a duty of 25 percent on lumber dressed 
on one or more sides and tongued and grooved. 
But as no investigation or proclamation has 
been made by the United States in accordance 
with the law, the United States does not im- 
pose a duty under that provision—Eb1Tor.] 


Figuring Contents to Even Board Feet 

It has just occurred to the writer that prob- 
ably the lumber business was so good in 1872 
that they did not take particular pains in check- 
ing invoices. 

I notice on the one in the AMERICAN LUMBER- 
MAN of July 14 on page 41 that the last item 
shows a footage total of 4,400 board feet on 
400 pieces of 2x4-16, which, we believe, should 
be 4,267 board feet.—INQuiry No. 2,497. 

[The foregoing comment, which is made by 
a wholesale concern, has reference to an invoice 
of Oct. 29, 1872, issued by D. D. Meriam & 
Son of Quincy, Ill. The correspondent is right 
in saying that, according to the modern method 
of figuring, the board feet contents of 400 pieces 
of 2x4-16 amount to 4,267. When that invoice 
was made, however, a different method of fig- 
uring was used. At that time, it was the cus- 
tom to figure the contents of each piece to the 
nearest foot. That is, figured exactly, a 2x4-16 
contains 1024 board feet; but in the old method 
of figuring each piece would be called 11 feet. 
Therefore, 400 pieces would be computed as 
400 times 11 feet, or 4,400 board feet, as in the 
invoice. 

Nowadays, that method of figuring seems 
odd; but it differs little from the present cus- 
tom of figuring a board 25/32-inch thick as a 
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full inch, one 1114 inches wide as a foot wide, 
and a piece of those two dimensions as a board 
foot. A similar custom prevails in scaling logs: 
the contents in board feet shown by the scale 
rarely being the actual number of board feet jp 
the log. 

Customs of the kind described have prevailed 
to a greater or less extent in many of the older 
industries. Possibly, the long ton and the 
baker’s dozen are examples. When established 
and understood they are recognized in lay, 
Certainly, when they are understood by both 
buyer and seller, as they are in the lumber jp. 
dustry, nobody feels wronged in their use— 
Ep1tor. | 


Edge Piling Reduces Crooks 


Referring to an article that appeared in the 
AMERICAN LUMBERMAN recently regarding pil. 
ing dimension on edge, wish to advise that 
when we were running one of our plants in 
Louisiana and piled our lumber in the open, 
we piled 2x4s and 2x6s on edge and had no 
trouble with the stock getting crooked. 

We would pile a layer of 2x4s or 2x6s on 
edge and then bind the layers with 3 pieces 
of 2x4s making the piles square. 

In a retail yard these 2x4s and 2xé6s should 
be piled on the edge with a lath to hold them 
together at each place where there is a foun- 
dation. If this is done there will be no com- 
plaint about this stock getting crooked. 

The expense of piling would be no more 
than if the stock was laid flat. I know of 
several retail yards that handle their stock 
this way.—INQUIRY No. 2,491-D. 


[This information is supplied by the Chicago 
sales representative of a Louisiana pine and 
hardwood manufacturing concern. The refer- 
ence to the use of this method of piling by re- 
tailers is especially welcome, because the orig- 
inal inquiry was made by a retailer.—Eprtor.] 
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We learn that the sawmill 
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operatives of Fort Madison, 
Iowa, are on a strike against 
11 hours’ work in the mills and 
not only refuse to work them- 
selves, but declare their inten- 
tion to prevent the mills being 
operated by a new set of hands 
on the 11-hour vlan. 


eee 
At the Sydney, New South 
Wales, exposition, there was 


shown a house built and fur- 
nished throughout with paper. 
The structure was one story 
high, with a skeleton of wood. 
The exterior was molded in car- 
ton pierre, while the interior 
was covered with the same ma- 
terial, plain on the floor, form- 
ing splendid arabesques on the 
walls, and molded in imitation 
of plaster on the ceilings. The 
doors, cupboards and shelves 
were of the same material, 
while all the furniture, includ- 
ing chandeliers and a stove in 
which a fire could be lighted, 
was made of papier mache. The 
carpets and curtains were of 
paper and there was a bedroom 
in which not only a lounge-bed 
was made of papier mache, but 
blankets, sheets, quilts and fe- 





bonnets in the latest style, com- 
posed solely of carton-pate. A 
series of banquets was given in 
this building in which all the 
plates, dishes, knives, forks and 
goblets were made of paper. 

* * * 

A recent addition to the 
steam power of the Chicago 
River is in the shape of as trim 
and neat a tug as ever floated 
our waters, and one which in 
the single week since she made 
her appearance has demon- 
strated that she will prove no 
disgrace to the name of the 
popular lumberman after whom 
she is called—A. A. Carpen- 
ter. The tug is 66 feet over 
all, with 15 feet beam and 8% 
feet depth of hold, and regis- 
ters 38.41 tons. 

* * # 

Thomas D. Stimson has just 
completed a new logging rail- 
way, a portion of which is laid 
with iron track and the balance 
with maple rails. Mr. Stimson 
is also putting in another road 
of the same kind leading to the 
Wilcox tract in Osceola County, 
Michigan, which is estimated 
to cut 80,000,000 feet. 





spondent writes: “We have been 
visited with a terrible flood 
and freshet. From the one 
night’s storm last Saturday, 10 
inches of water fell in eight 
hours; every brook was a river 
and every river a foaming tor- 
rent. The water rose here 9 
feet and 4 inches by Sunday 
morning. Everybody that had 
an interest in a saw log was 
on the alert as it was momen- 
tarily expected that every log 
in the booms would be swept 
away, which in a community of 
this kind means everybody and 
every thing they have got. Well, 
it is past, and we suffered but 
a trifle. There were about 
1,500,000 feet that broke away 
and went over the falls. The 
railroad track from here to 
Jenny is a wreck and it will 
take several days if not weeks 
to rebuild. The Wisconsin in 
its wildly rushing glory was 
truly a grand sight to see, as 
it rushed over Big Bull Falls, 
terrible in its force, powerful 
in its might of destruction. 
Such sights are not soon for- 
gotten. We all feel thankful 
that we have escaped as well 
as we have.” 
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Southern Pine Inquiry Promises Increase in Sales 


Southern pine sales made a fairly good showing in rela- 
tion to production during the week ended July 26, for they 
were only 3 percent under. Production of identical mills 
for the previous week, however, was 12 percent below that 
of the corresponding week last year. The effecting of this 
balance between sales and production is putting a better 
tone in prices. They are still rather uncertain, but it can 
be said that in some markets a few items have reacted from 
recent low points. That the slight gain will be held is in- 
dicated by improvement in the inquiry, for large crops in 
the Southwest, South and middle West will result in con- 
siderable farm buying, irrespective of the fact that crop 
prices are low, for prices of lumber are also quite low. Dur- 
ing the last week or so, trade in the middle West and South 
has been hampered by extremely hot weather, but eastern 
demand for shed stock has been improving. A good sign 
is that buyers nowadays almost invariably insist on rush 
shipment, because they have allowed their stocks to reach 
the minimum with which business can be done. 


Prices of the Western Pines Are a Little Softer 


Sales of Inland Empire pines made a rather poor show- 
ing in the week ended July 26, having amounted to only 74 
percent of the production, compared with 81 percent the 
preceding week. Reports from some market centers indi- 
cate that buying is light and prices uncertain, and it may 
be that some distributers and industrial users are holding 
off until the outlook becomes clearer. The mills are under 
some pressure because of the fact that order files are low 
and stocks are showing accumulation. Sales reports for 
the period ended July 30 show that prices of practically all 
items of Idaho and Pondosa pines were lower than in the 
preceding week, Pondosa selects being considerably off. 
The steady softening in prices is almost certain to bring 
about some curtailment, despite the fact that sales may be 
expected to show improvement in the next month or so. 

Sales of California pines made 82 percent of the output 
during the week ended July 26, compared with 63 percent 
the preceding week. The gain may be in part the result of 
a softening in prices, for the sales report for the week ended 
July 22 shows most white and sugar pine prices lower, 
though they are not off seriously. 


Coast Curtailment Makes Production Balance Sales 


The West Coast report for the week ended July 26 shows 
production to be down to practically 50 percent of capacity, 
with orders equal to the cut. A survey of the situation has 
shown the determination of individual mills to maintain 
a balance between production and sales, and it is believed 
highly improbable that production will exceed 50 to 55 per- 
cent of capacity during July and August. Because of re- 
cent curtailment, the July 5 stocks of 115 mills had been 
reduced 5.26 percent below the total of May 31, but were 
28.27 percent larger than those of the corresponding date 
of last year. It is pointed out that the present surplus is 
no longer a menace to the price structure, as it is the 
equivalent of only about three or four weeks sales at the 
average volume for this year. 

une prices in all but the California market made further 
declines from May, comparisons being: Rail, 110 items, 
$17.61 to $16.93; California cargo, 28 items, $9.55 to $9.63 ; 
Atlantic coast, 24 items, $13.01 to $12.08. All cargo markets 
are unsettled by the break in the freight rate structure and 
the possibility of further weakening. 

uring the week ended July 26, distribution to various 


Lumber Statistics Appear on Pages 46, 47 and 48; Market Prices and Reports on Pages 65 to 68 






divisions of the market was in about the same proportions 
as in the previous week, but total business, as shown by 
reports of identical mills, was off, 183 mills having booked 
10 percent less than in the week ended July 19. 


Receipts in California are lower, and stocks have been 
reduced there. In the East, buyers seek a price based on 
the lowest steamship rates reported. In rail territory, trade 
is draggy, but the mills are said to be taking a firmer atti- 
tude on prices. The export market is quiet. 


Carolina Pine and Roofers Are a Little Stronger 


Production of North Carolina pine during the week ended 
July 19, as reported by identical mills, was down to 64 per- 
cent of the 1929 figure, though the average for the first 29 
weeks of this year was 83 percent of last. Part of this 
heavy curtailment resulted from rains, but there is no 
doubt that an increasing number of mills are voluntarily 
reducing their cut. The larger mills so far this year have 
shipped 96 percent of their output, so that their stocks are 
not large, while it is believed that the small mills have been 
able to dispose of all their products except framing. A 
number of the most popular items are becoming scarce, 
though demand from both retail yards and industrial users 
of low grades has been draggy. There is reason to believe, 
however, that there will be an early improvement in the 
market, partly because buyers’ stocks have been much re- 
duced as a result of continued hand-to-mouth ordering, and 
partly because the mills are taking a firmer attitude on 
prices. Several items have stiffened a little, and the mills 
expect to realize better prices on their fall sales. 


Though Georgia roofer production is down to about 25 
percent normal at the larger mills, unsold stocks are a bear- 
ish influence, because of continued slowness in demand. 
But sales are increasing, one railroad serving producing 
territory having reported the best movement in several 
months, and wholesalers are showing an inclination to pro- 
vide for fall. Prices are already about 50 cents above their 
recent low point. A strong effort is to be made to secure 
lower rail rates, for recent declines in water rates from the 
West Coast have placed Southeast mills at considerable 
disadvantage in competition with Douglas fir. 


Some Hardwood Buyers Believe Market Now at Bottom 


Trade in hardwoods during the week ended. July 26 was 
at about the same level as in the preceding week, and book- 
ings of both southern and northern mills ran considerably 
behind the production. “In some quarters, however, there 
are signs of improvement. Furniture plants are buying 
larger amounts since their shows were held, and radio cabi- 
net plants are also taking some hardwood. Both groups 
are buying quite conservatively, their orders for the most 
part being for small lots for current needs. Automobile 
manufacturers are taking extremely little, but as some of 
those that have been closed down are scheduled to resume 
operations soon, more buying may be expected from this 
industry. Demand from the building trades lines is dis- 
appointing, for both flooring and millwork are moving into 
consumption slowly. The unsettlement of ocean rates is 
still holding down the placement of overseas business. The 
hardwood manufacturers have been heartened by the place- 
ment of some large orders by domestic consumers, and 
while it may be suspected that these were booked at un- 
profitable prices, they indicate that buyers foresee larger 
needs for raw material and feel that prices are now as low 
as they are likely to go. Prices are undoubtedly a little un- 
certain, however, because of the keenness of com petition. 
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Protection Against Grade Substitution 


Ohio State Highway Department Takes Constructive Action to Assure Delivery of Lumber 
as Specified — Engineers Highly Pleased With Association Co-operation 


CoLuMBus, Ou10, July 28.—Highway engineers as well as lumbermen 
in whatever arm of the industry they are serving, will be interested to 
learn of the activities of the engineers in the Ohio highway department 
as to their discovery of substitutions of grades which had been taking 
place in the delivery of lumber to this department, and of the methods 
they have followed in protecting themselves against further substitutions 
of grades. 

About one year ago the engineers, both in the construction and main- 
tenance bureaus, of the Ohio highway department, realizing that substi- 
tutions of grades for their lumber, more especially with regard to 3x10 
sizes used for guard rails, were being practiced, determined that they 
should find some way to get the proper kind of lumber they desired and 
should protect themselves against substitutions. Thereupon, they called 
upon the National Lumber Manufacturers’ Association and the various 
regionals, among them the Southern Pine Association, New Orleans, La., 
for information with regard to the proper grades to be used for such 
guard rail timber. The Southern Pine Association suggested the use of 
No. 1 Common 90 percent heart, but the highway engineers finally deter- 
mined that they would use a Structural Square Edge and Sound, Dense; 
there is a difference between Structural Square Edge and Sound and 
Square Edge and Sound, Dense; this difference, however, was not at 
once recognized and because the Ohio State highway engineers wanted 
to get a strong material and at the same time get one which would have 
longevity as guard rails, they specified the latter material—Square Edge 
and Sound, Dense southern pine. 

Substitutions for this particular grade were suspected by the inspectors 
and engineers of the Ohio highway department, whereupon they called 
upon the Southern Pine Association for inspection on practically fifty 
cars of material which was moving in, in the early part of 1930, for use 
along the highways. The official reports which were made by the inspec- 
tion department of the Southern Pine Association showed that a large 
amount of the timbers had been ordered from the mills in the South 
by a grade lower than the grade which was required by the Ohio high- 
way department, and in this respect the engineers of the department were 
vindicated in their ideas of substitution. 

Robert N. Waid, director of the Ohio highway department, in confer- 
ence with H. P. Chapman, in charge of the construction bureau and 
Clyde C. Hadden, and his assistant, D. O. Stone, of the maintenance 
bureau, decided that they would use steps which would procure the exact 
grades which they desired inasmuch as the 
Southern Pine Association trade promotion de- 
partment, whom they had voluntarily called 
into the conference, showed them that Select 
Structural grade could be definitely specified 
and could be obtained from a large number of 
the Southern Pine subscriber mills. 

Thereupon, the Ohio highway department as- 
sumed the attitude of a definite protection to 
itself by specifying that all timbers of whatever 
species might be ordered, should be officially 
grade-marked by the association under whose 
grade rules the lumber was being manufactured, 
or that the official association certificate of in- 
spection should accompany each shipment. This 
has had a salutary effect upon the quality of 
lumber which is being delivered to the Ohio 
highway department—and just herein lies the 
story which seems of great value to highway 
engineers throughout the country. There is so 
much of lumber which seems to be a mystery, 
but no mystery seems to rest in the minds of 
the Ohio highway engineers—they removed the 
mystery by deciding absolutely that they would 
follow the rules of the associations which man- 
ufacture lumber, both in terminology and in description of grades, and 
then would require that the official grade-mark should be placed on 
each stick of such timber or that the official association certificate of 
inspection should accompany each carload shipment. That removes-the 
mystery from lumber entirely. 

While the engineers of the Ohio highway department have recognized 
American Lumber Standards as a Basic principle, there are many high- 
way engineers in the country who are assuming that American Lumber 





D. O. STONE, 
Assistant Engineer 
Maintenance 3ureau 


. ally for your association placing the service of 


Standards are actual grades. This is the point where practical lumber- 
men are congratulating the engineers of Ohio, for they did not take the 
attitude, as is assumed by so many, that American Lumber Standards 
are grades—they took American Lumber Standards as basic provisions, 
and, realizing that. the leading associations of 
lumber manufacturers have written their grade 
rules to conform to American Lumber Stand- 
ards basic provisions, they, in turn, took cogni- 
zance of these association grade rules and 
thereby assured themselves of protection. 


That various officials connected with the Ohio 
State highway department are well pleased both 
with the splendid co-operation extended by the 
Southern Pine Association and the results that 
have been obtained is indicated in letters to the 
association, copies of which were made available 
to a representative of the AMERICAN LUMBER- 
MAN. These letters tell a story of their own 
and, practically in full, are as follows: 





Co_tuMBus, OHIo., June 4, 1930. 


It was my privilege to be selected as the 
representative of the highway department to 
accompany your Mr. L. D. O’Harrow during 
his recent stay in Ohio, and I wish to take 
this opportunity of expressing the appreciation 
not only of the department but myself person- 


H. P. CHAPMAN, 


Chief Engineer 
Construction Bureau 


a man of the type of Mr. O’Harrow at our 
disposal. 

Upon his arrival in Ohio we had forty cars of southern yellow pine 
on track and en route for guard rail construction work, which were 
questionable as to grade. This material was scattered over the entire 
State requiring approximately 5,000 miles of traveling to inspect all the 
material. We now have S. P. A. certificates in our possession showing 
the exact grade of every piece of timber contained in these cars and are 
in position to make just and accurate settlements for this material. 

We were very much pleased with the enthusiastic manner in which 
Mr. O’Harrow took hold of this problem and the untiring energy de- 
voted to it to speedily inspect all the questionable material and give us 
the necessary papers to complete settlements with the shippers. 


Aside from the actual inspection work and certificates furnished, we 
consider one of the largest benefits derived from Mr. O’Harrow’s stay 
with us to be the educational value of his work with our men. We 
arranged to have our local representatives present at nearly all of the 
inspections and Mr. O’Harrow would point out the defects and reasons 
for rejections, while the inspections were in progress. In this manner 
he came in personal contact with and instructed perhaps fifty of our 
employees in widely scattered points over the entire State. On May 21 
Mr. O’Harrow also addressed a regular business meeting of State high- 
way engineers in Columbus, on the subject of lumber grading and in- 
spection. 

Again we wish to thank you for sending Mr. O‘Harrow to Ohio, as 
we feel that the time he spent here was well worth while not only for the 
cash saving to the State on its lumber purchases, but we also feel that 
as a result of his work we know more about southern yellow pine and 
its proper uses and grading.—D. O. Stone, Assistant Engineer, Bureau 
of Maintenance. 





Co_uMsus, OHIO0, July 8, 1930. 


Several years ago the director of highways placed two general inspec- 
tors in the field. Among other things they found that the State was 
being badly “gyped” on the grade of lumber that was being delivered. 
Several shipments were rejected but it was found when we attempted to 
cull the lumber that our specifications were not definite enough to give 
the results which we sought. 


We next revised our specifications to conform to a recognized grade of 
lumber with certain limitations as to knots and wane. We also obtained 
a representative of the National Lumber Manufacturers’ Association who 
attended our mspectors’ schools and gave lectures on grading and nomen- 
clature of lumber. These things helped greatly in bringing about a better 
understanding, but even then there was much to be desired. Our inspec- 











as Uo As tw wh OH 


as 





, 1930 





AN, 


er 
ireau 


pine 
were 
entire 
1 the 
wing 
1 are 


vhich 
r de- 
re us 


stay 


| the 
isons 
nner 

our 
y 21 
igh- 
1 in- 


0, as 
r the 
that 
and 
reau 


spec- 
was 
ered. 
d to 
give 


le of 
ined 
who 
nen- 
etter 
pec- 








August 2, 1930 


AMERICAN LUMBERMAN 31 





pcr EE 
tors were probably good enough men when it came to inspecting sand, 
gravel or brick but when they were confronted with a lumber contro- 
versy they were hopelessly at sea. 

We could have drifted along in. this manner and the general public 
would not have known the difference and, in fact, this would have been 
the easiest course to follow; but we were satisfied in our own minds that 
we were not yet getting all that we were paying for and one does not 
enjoy the knowledge that something is being put over on him. 


This year we tightened up our specifications to the extent that all 
lumber which is delivered to the State highway department or which is 
used in any of its permanent construction must bear the official grade- 
mark of a recognized regional association of lumber manufacturers or 
must be accompanied by a regional association certificate of inspection. 


Our guard rail program this year has been the largest in our history 
and certain lumber dealers seemed to think that our specifications were 
something which were printed merely for publicity. We were even told 
by some that the regional associations had no inspectors and issued no 
certificates. We stood our ground, however, and finally arrived at the 
place where we had several hundred thousand feet of lumber for which 
we would not approve payment. 

At this stage of the game we had to call for help. Due to our geo- 
graphic location, the Southern Pine Association was the logical one to 
turn to and I must say that it responded nobly. It immediately fur- 
nished us with an expert inspector whose integrity and judgment could 
not be questioned. This inspector, together with Mr. Stone of our depart- 
ment, inspected all of the questionable lumber which we had on hand and 
their reports were sad to behold. Rejections ran as high as 60 percent 
on some of the cars; while others were rejected as a whole. A few of 
the shipments were found to be up to grade. 


Next came the inevitable eruption which is bound to follow any such 
step, but Mr. Stone and the others associated with him did not yield. 

Since the smoke has cleared away we find that our lumber difficulties 
are practically solved. The contact which we have had with the South- 
ern Pine Association has been of untold benefit and we now feel as free 
to consult with it and rely on its judgment as we would the engineers 
of our own department. 

The following are the rules which experience has taught us to follow: 

Select and specify a definite, known grade of lumber. 

Use the language of the grading rule book. 

Demand grade-marked lumber or a regional association certificate of 
inspection. 

In case of trouble fall back on the regional association—H. P. CHap- 
MAN, Chief Engineer, Bureau of Construction. 





CotumMsus, OuI0, July 11, 1930. 

The Ohio highway department is a large purchaser of lumber, espe- 
cially the 3”x10”x16'-0” sizes for guard rail plank and although our 
specifications are definite and we use a standard grade recognized by 
your association, the State in the past has been sadly imposed upon and 
a majority of the material received has been of an inferior grade. As we 
insist upon and receive a high standard of quality for all other materials 
entering into our construction work, we determined that our lumber should 
also measure up to this same high standard and although it has not been 
a particularly easy task, we are satisfied that the State is now receiving 
the grades called for by our specifications. 


We found two principal causes for our receiving inferior grades of 
lumber. The first of these was the failure of our exact requirements 
reaching the mill that cut and shipped the material. The contractor 
requiring lumber would advise his dealer the correct sizes required and 
possibly specify the purpose for which it was to be used but fail to men- 
tion in his order the particular grade called for in our specifications. The 
dealer would then order what he thought would serve the purpose. The 
second cause for our receiving inferior grades was the deliberate attempt 
upon the part of a contractor or lumber dealer to profit by ordering a 
lower grade than specified and if any question was raised at the destina- 
tion, to depend upon their “high powered” salesmen or some friendly 
politician to put the deal over for them. It is hard for some people to 
realize that the Ohio highway department is operated by engineers who 
are not primarily interested in politics but are conscientiously trying to 
see that the State gets the best roads that can be secured for the funds 
expended. 

We realized that we could not secure the quality of lumber we desired 
simply by writing certain grades into our specifications. The three prin- 
cipal factors that have enabled us to secure the lumber we desired are 
to require grade- and trade-marked lumber or a regional association 
certificate, strengthening our local inspection at destination and availing 
ourselves of the co-operation and services of the various lumber asso- 
Ciations, 


Our orders and contracts specifying lumber now require that each 


piece of material be either grade- and trade-marked in an official and 
acceptable manner or that a certificate issued by a regional lumber asso- 
ciation accompany the shipment. We appreciate that we are paying 
slightly more per thousand for our lumber by requiring inspection cer- 
tificates but feel that it is money well spent, as it very materially helps 
maintain a uniform and high standard and greatly reduces our inspection 
difficulties at destination. 


We have a very interesting collection of certificates issued by various 
inspectors and inspection bureaus but are accepting only regional associa- 
tion certificates issued by the association whose rules govern the particu- 
lar species of lumber involved as your rules govern southern yellow pine. 

We are strengthening and making uniform as much as possible inspec- 
tion by our local men. This is accomplished by means of grading rules 
and instructions sent out from our central office, calling our local repre- 
sentatives together to attend instruction schools (during the winter 
months) and having our men come in contact with association inspectors 
while they are making official inspections. 

The various lumber associations through their home offices and field 
men have rendered a real service and helped us to secure the grades we 
specify. We know that your own Southern Pine Association has pre- 
vented under-grade material reaching our work by advising all your sub- 
scriber members of our exact requirements for delivery at certain points 
in Ohio and cautioning them about accepting orders for the same quan- 
tities of inferior grades destined for these points. Another example of 
your association’s co-operation and assistance which was very much 
appreciated was last May when we had a number of cars of lumber on 
hand which were questionable as to grade and we requested the services 
of one of your official inspectors. L. D. O’Harrow was placed at our 
disposal and spent four weeks making inspections for the State and 
gave us certificates showing the number of pieces of the various grades 
found in each shipment, which enabled us to make accurate and just 
settlements for all the material involved. During his stay with us Mr. 
O’Harrow also came in contact with a large number of our field men 
and gave valuable instruction as to the proper grading of lumber. 


While it is no doubt true that we are now obtaining lumber more 
nearly complying with our specifications than ever before in the history 
of the department and have largely eliminated the problem of grade sub- 
stitution, we realize that it will be necessary to continually be on our 
guard to maintain our present standards. We appreciate the whole 
hearted co-operation and help which your association has given Ohio in 
connection with our lumber purchases and trust that we may continue 


“to receive your excellent support—D. O. Stone, Assistant Engineer, 


Bureau of Maintenance. 





CotumBus, Ou10, July 15, 1930. 

The State highway department of Ohio through legislative action, 
effective Jan. 1, 1928, was made responsible for the erection of guard 
rail protection on steep embankments, winding grades, bridge approaches 
etc. While the department had for some years accepted a moral respon- 
sibility for guard rail protection, especially at dangerous places and upon 
all new construction work, the new responsi- 
bility resulted in the adoption of a program 
to give all highways on the State system am- 
ple guard rail protection. 

The type of guard rail adopted by the de- 
partment included the use of a 3”x10” hub 
rail. The experience of the department in 
1928 and 1929 resulted in a considerable change 
in the quality of lumber and inspection service. 

The quality of lumber now specified for this 
purpose was adopted with two ends in view; 
first, to specify a quality of lumber economically 


to specify a standard grade of lumber recog- 
nized by the lumber trade. 

The department then approached the problem 
of the inspection of material furnished on con- 
tracts and on department orders and solved this 
by requiring with each shipment an official in- 
spection certificate by the regional association 
under whose rules the lumber was being fur- 
nished, or that each piece of lumber should be 
officially grade-marked and trade-marked by 
said regional association. 4 

The highway department received the whole-hearted co-operation of 
the Southern Pine Association, both in preparing specifications and in 
perfecting the inspection of lumber, and as a result of this co-operation 
and the help of various lumber companies we believe that we now have 
established a good businesslike policy for getting lumber that complies 
with our specifications —CLype C. Happen, Chief Engineer, Bureau of 
Maintenance. 











CLYDE C. HADDEN, 


Chief Engineer 
Maintenance Bureau 
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(Van Sparks Ignite a Corru- 
sated Iron Roof? 


The average individual firmly be- 
lieves that corrugated iron is a non-in- 
flammable product, but it has remained 
for a Mississippi court to determine 
otherwise, the decision of the lower 
court being sustained by the supreme 
court of Mississippi. A small. store 
building situated near the tracks of 
the Mississippi Southern Railroad Co. 
was destroyed by fire, together with 
its contents, and a claim was set up 
that the fire was caused by sparks 
from a locomotive of that railroad. 
The plaintiff was awarded damages in 
the sum of $2,500, the case was ap- 
pealed, and the supreme court af- 
firmed the decision. This remarkable 
story of how a corrugated iron roof 
was ignited from sparks from a loco- 
motive and the building totally de- 
stroyed, and some of the consequences 
that may result therefrom, is told in a 
picturesque letter ‘written by William 
S. Bennet, vice president and general 
counsel of the Mississippi Southern 
Railroad Co., to J. O. Porter, assistant 
traffic manager. This letter, written 
from the general office in Chicago, 
dated July 25, should be of interest to 
every lumberman in the country. A 
copy of the letter, made available to the 
AMERICAN LUMBERMAN, follows: 


As the supreme court affirmed Mississippi 
Southern Railroad Co. vs. Shaw without opin- 
ion, I felt it my duty as general counsel for the 
railroad, to go to the office of the Supreme 
Court in Jackson, and read the records, so that, 
as vice president in charge of operations, as 
well as general counsel, I might know what it 
war that the supreme court had upheld, so that, 
in both of my capacities, I might advise the 
railroad intelligently. 


Blanket Insurance One Recourse 


What the supreme court had in the record 
before it and approved by affirming the judg- 
ment below based on the verdict of the jury, 
became, by the decision of the supreme court, 
the law of Mississippi on these subjects. We 
must govern ourselves thereby. Accordingly I 
advise that you take up with our insurance ad- 
visers the question of obtaining a fire insurance 
policy covering the property of all owners other 
than ourselves, within.a quarter of a mile of our 
line on either side from Hines Junction to Kiln. 
The policy should be a blanket policy, and, as 
our neighbors in Pearl River, Lamar and Han- 
cock counties are, in the vast maiority of cases, 
good neighbors and well disposed, the amount 
of the policy need not exceed $5,000. 

A law of the State of Mississippi passed in 
1912 and now found in Section 7.905 Heming- 
way’s 1927 Code. gives us this insurable inter- 
est in other peoples’ property. True, the stat- 
ute limits it to a “railroad corporation.” We 
had not thought our common law or Massachu- 
setts trust, using. the title “Mississippi South- 
ern Railroad” as a trade name was a “railroad 
corporation.” but the supreme court savs it is 
and has upheld a statutory liability against us 
because we are a railroad corporation, and, in 
common speech, what the supreme court says 





goes. Incidentally, the plaintiff described us as 
follows in his declaration: 

_ “That the Mississippi Southern Railroad Co. 
is a common law trust duly organized and au- 
thorized to do business under the laws of the 
State of Mississippi; that the office of the said 
Mississippi Southern Railroad Co. is in Chi- 
cago, Ill., and that the members of the board 
of directors thereof are as follows: Edward 
Hines, whose post office address is 100 W. Mon- 
roe Street, Chicago, Ill.; F. W. Pettibone, 
whose post office address is Lumberton, Miss., 
and M. P. Smith, whose post office address is 
Lumberton, Miss.” 

As this is an unusual way to describe a cor- 
poration, please ask the insurance company to 
insert in its policy an admission that the Mis- 
sissippi Southern Railroad Co. is a corporation, 
and an express waiver of the defense that it is 
not. 


Corrugated Iron Roof Makes Quick Fire 


A few practical questions demand inquiry, in- 
vestigation, thought and possibly action. The 
plaintiff's only witness on this subject testified 
that he heard the sparks from our locomotive 
raining on the corrugated iron roof of the store 
and, as this was the only testimony as to the 
cause of the fire, and as the sides of the build- 


—— 


Mississippi Courts Say Yes. 
Railroad Official Thinks an In. 
teresting Discovery in Natural 
Science May Be Pending 


two buildings were unknowingly erected over 
a gas weli similar to the seven or eight that 
are doing so much for the hotel business in 
Jackson just now, This, if true, would account 
not only for the rapidity of the conflagration, 
but might help us get back the $2,500 or there- 
abouts, that this fire cost us. Suppose you look 
into this too. 

The coal we burn ought also to be investj- 
gated. A spark that can come through our 
standard modern spark arresters, drift 60 feet 
across, to say nothing of its flight up and its 
drop down, and then set fire to a corrugated 
iron roof, may have qualities of special inter- 
est to the coal business. 


Blowing Sparks Higher May Help 


This brings me, as the vice president in 
charge of operations, to the interesting question 
of the future treatment of sparks. The jury 
found with Mr. Shaw that sparks came out of 
the stack of our locomotive laboring up the 
heavy grade, despite the protection afforded 
by the fine meshed spark arrester in the stack, 
rained down on the corrugated iron roof and 
almost instantly the corner of the building near- 
est the railroad was a mass of flames. 

This verdict of the jury was binding on the 
supreme court and expensive for us. If the 





are the best. 


Is it not the best? 





IF you buy any securities, you buy what you think 


Is there anything that adds more to the security of 
the man or the nation than his Home? 








ing were thick No. 1 common boards standing 
on end and which would not ignite from a loco- 
motive spark and, as the same witness testified 
that the ground around the burned building was 
clean, we are driven, inescapably, to the conclu- 
sion that the corrugated iron roof caught fire. 
Not only did it catch ‘fire. but it burned with 
extraordinary rapidity. |The uncontradicted tes- 
timony of Mr. Ladner, a direct and candid wit- 
ness not connected in any way with either us 
or Mr. Shaw, and apparently friendly to both, 
is that from the time our train passed the Shaw 
store until the “store was on fire all over. did 
not exceed seven minutes and that before he 
could run 100 feet, start his car and drive the 
quarter mile between his place and the burning 
building, the roof had fallen in and the store 
and its $1,200 contents had been totally con- 
summed. 

Please find out what kind of corrugated iron 
roofing burns so rapidly. We may be on the 
heels of some most interesting discovery in 
natural science. 


Natural Gas May Be at Bottom of Mystery 


Other possibilities appear from the record. 
It is stated, casually, that this is the second 
building on this site to catch fire and be de- 
stroyed. In these days of scientific wonders 
it is worth while investigating whether some 
property in the soil has not caused these two 
fires. More pleasing is the thought that these 


best spark arrester we can buy permits this, 
why use them? I suggest an alternative for 
full and careful study. Why not take out the 
spark arresters, attach a blower in the stack 
and blow all the sparks so high that they will 
be completely consumed before they come down! 
We must think up something to protect these 
inflammable corrugated iron roofs. 


(‘SEE A2222ES 


Increased Interest in Safety 


The current bulletin of the woodworking 
and lumber manufacturing section of the Na- 
tional Safety Council indicates that there have 
been some recent important additions to the 
membership of that section. Concerns who 
are listed as new members are as follows: 

E. S. Adkins & Co. (Inc.), Salisbury, Md.; 
Bell Lumber & Pole Co., Minneapolis, Minn.; 
M. L. Bruce Co., New Brighton, Minn.; De- 
troit Casket Co., Detroit, Mich.; Dwight Lum- 
ber Co., River Rouge, Mich.; Gate City Sash 
& Door Co., Fort Lauderdale, Fla.; General 
Box Co., St. Bernard, Ohio; Harriman Co., 
Harriman, Tenn.; the MacGillis & Gibbs Co., 
Milwaukee, Wis.; Naugle Pole & Tie Co. 
Chicago, Ill.; Nordiska Kompaniet, Stock- 
holm, Sweden; P. J. Prince, c/o Brown Cor- 
poration, Quebec City, Canada; Scott Pole & 
Treating Co., Minneapolis, Minn.; Anchor Box 
& Lumber Co., Millvale, Pa.; Puget Sound 
Pulp & Timber Co., Everett, Wash., and 
Shartle Bros. Machine Co., Middletown, Ohio. 
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Protecting and Advancing Lumber Interests 


Laying Basis in Facts for Exclusion of Russian Lumber Produced by Prison Labor— 
Superiority of Wood Shingles Shown—Advertising W ood Homes 


CONSIDER RUSSIAN IMPORTS 


Conclusive Evidence Sought to Prove Rus- 
sian Lumber is Prison Product 





WasuincTon, D. C., July 28—The action 
of Assistant Secretary of the Treasury Lowman 
in placing a virtual embargo on imports of 
pulpwood into the United States from the Rus- 
sian White Sea district, on the ground that 
prison labor was employed in its production, 
is expected to be the forerunner of further em- 
bargoes against the importation of lumber 
shipped here by Soviet Russia. 

Early this month Mr. Lowman, following a 
series of conferences, ruled that two cargoes 
of Russian lumber then in port, and four at 
sea en route to the United States, could be 
landed, he not having been satisfied that it had 
been conclusively shown that this lumber was 
produced in whole or in part by prison labor. 


Russian Lumber a Prison Product 


Immediately thereafter Wilson Compton, sec- 
retary and manager of the National Lumber 
Manufacturers’ Association, filed a vigorous 
brief, sharply calling Mr. Lowman’s attention 
to documentary evidence in his own department 
which seemed to make it perfectly clear that 
prisoners are employed in cutting timber and in 
sawmills in the White Sea region. 

Mr. Lowman’s action in the pulpwood case 
was due in part to the fact that representatives 
of the National Lumber Manufacturers’ Asso- 
ciation called his attention to statements made 
by members of the crew of a foreign flag-ship 
that a cargo of pulpwood landed at Portland, 
Me., had been loaded entirely by prison labor 
at Archangel. The vessel had left Portland for 
Norfolk, and Mr. Lowman sent customs inspec- 
tors aboard her at the latter port to verify the 
published statements. These men circulated 
among the crew, and got full details in regard 
to the prison labor employed in loading the 
pulpwood. They did not care to sign affidavits, 
lest they make trouble for the vessel and its 
owners, but confirmed the reports. 


Treasury Will Investigate Further 


The pulpwood was intended for the Interna- 
tional Paper Co., whose representatives, at 
the conference early this month, contended that 
if their Russian supplies were cut off, the 
company would be gravely embarrassed. Ar- 
rangements for these imports by the Interna- 
tional company were made with the Amtorg 
Trading Co., of New York, a Russian commer- 
cial concern with headquarters in New York 
City, whose representatives likewise denied that 
prison labor was used in the production of 
lumber and forest products. 

Mr. Lowman indicated Friday that he was 
continuing his investigation of the Russian 
prison labor situation, and indicated that he 
would send special agents into Soviet Russia 
for this purpose, despite the fact that Secretary 
of State Stimson has refused to sanction this 
course. Mr. Lowman obviously is working on 
the theory that where there is so much smoke 
there must be some fire, and he seems deter- 
mined to establish the facts. 

The great indignation expressed in dispatches 
from Moscow has served only to confirm the 
belief of certain officials here that reports of 
the wide use of prison and forced labor in 
the Russian lumber and other industries are 
correct. 

_ Incidentally, since much of the pulpwood con- 
sists of limbs and branches and trimmings from 
logs that are later turned into lumber, it is 
considered quite likely that the Treasury De- 
partment will find it necessary to change its rul- 


ing on lumber, certainly if the embargo on 
pulpwood is permitted to stand. 

The administration has still another weapon 
to use against Russia or any other country that 
may engage in unfair competition in trade with 
this country. In this class of cases, however, 
the Tariff Commission must make an investi- 
gation and a finding of facts before the Presi- 
dent is authorized to act on behalf of the Amer- 
ican industries concerned. Several industries 
already have indicated that they propose to 
seek protection from unfair Russian competi- 
tion under this procedure. 

That portion of Section 307 of the new Tariff 
Act relating to forced or indentured labor 
does not become effective until Jan. 1, 1932, 
but this does not apply to instances where prison 
or convict labor is used, this protection to 
American industry having been on the statute 
books for a quarter of a century. 


Urges Importer Should Furnish Proof 


In a letter made public Sunday night, Sen- 
ator Reed, of Pennsylvania, strongly urges Sec- 
retary of the Treasury Mellon to take prompt 
action to prohibit the entry of Russian com- 
modities produced in whole or in part by prison 
labor. Senator Reed makes particular refer- 
ence to a brief filed with the Treasury Depart- 
ment by M. J. Flynn and Matthew Woll, of 
the American Workers’ Protective League, and 
also quotes Chairman Brossard, of the Tariff 
Commission, on the subject of “unfair competi- 
tion” in connection with Russian products. 

The least the American Government can do, 
the Pennsylvania senator contends, is to place 
the burden of proof upon the American im- 
porter of Russian lumber, anthracite coal and 
other products that are suspected of being pro- 
duced in whole or in part by prison, forced or 
indentured labor. sail cag 


Only Shingles Endure the Heat 


Mempuis, TENN., July 28:—Like other cities, 
Memphis has been experiencing hot weather of 
late. As a consequence, building owners are 
giving thought to the advantages of roof cover- 
ings that will not melt and run away. 

Commissioner Sam Jackson, during a tour of 
the city, found many tar and rubber roofs drip- 
ping into the gutters and obstructing drainage. 
He advises Memphis residents to sprinkle the 
melting roofs if they desire to keep them in 
place. 

The commissioner has received from the Na- 
tional Lumber Manufacturers’ Association a 
copy of a letter written by Mrs. W. S. Morrow, 
a resident of Birmingham, Ala., who investi- 
gated various roof materials in the hope of ob- 
taining durability, fireproof qualities, economy 
and insulation. Mrs. Morrow says: 

I find that a good grade of wood shingle 
will last at least four times as long as even 
the best composition roof. When treated with 
a fireproof paint, the wood shingle is as near 
fireproof as the composition roofing, espe- 
cially after the composition roofing has been 
on for some months and has been exposed 
to our warm sun. 

We find here in the South that the heat 
usually causes the coating of gravel to loosen 
and run off, leaving a dry paper, very in- 
flammable. 

It costs more to lay a composition roof 
than a wood shingle roof because of the 
necessity of double-decking. And the cost 
of a good grade of wood shingle is much 
less than that of the composition shingle 
which is placed upon the market as a reason- 
ably good material. Actual experience has 
demonstrated that even the best composition 
roof will not last more than one-fourth as 
long as the wood shingle roof. 


PROMOTES HOME BUILDING 


Community Paper Makes Effective Use of 
“Mat” Service 


Wasuincton, D. C., July 31—An 8-page 
newspaper, distributed weekly to every one of 
the 2,800 homes in Gainesville, Tex., is the 
medium used in that community to promote 
home building and improvement and keep down 
unemployment. 

A copy of the paper—“Community Builders” 
—has been received by the National Lumber 
Manufacturers’ Association from A. E. Herr- 
mann, one of the publishers of the Gainesville 
Signal. In sending along the copy of the news- 
paper, Mr. Herrmann called attention to the 
use made of the free “mat” service furnished 
by the N. L. M. A., showing attractive frame 
homes, as one of the features of the issue. 

“Community Builders” carries a full comple- 
ment of news and feature material, and about 
one-half of its forty-two columns are taken up 
with the promotional advertising of local mer- 
chants. 

One 3-column advertisement, three-fourths of 
a column deep, represents the joint advertising 
work of the Hesperian Building & Savings As- 
sociation and co-operating lumber dealers. De- 
claring that this is the time to build, the fol- 
lowing reasons are given: 

“Lots are down at pre-war prices, building 
materials of all kinds are cheaper now than 
for many years, and today, while there is so 
much unemployment, your building or remodel- 
ing would give employment to idle men.” 

Appearing next to this advertisement is a 
feature illustration and text describing “A Small 
Entrance Garden Cottage,” one of the “mats” 
which the N. L. M. A. is distributing to inter- 
ested newspapers throughout the country. 

In addition to the series of “mats” showing 
attractive homes of wood, the National asso- 
ciation is furnishing advertising copy “mats” 
suitable for local use by lumber dealers. The 
former are being furnished real estate and home 
building page editors, and the latter to advertis- 
ing managers on request to headquarters here. 
Likewise, an effort is being made to interest 
local lumber dealers in these mats, and it is 
being suggested to them that they make use 
of the advertising copy in paid space in their 
home-town papers. 4 P 


Tariff Hardly Affects Prices 


Wasuinocron, D. C., July 28.—Wilson Comp- 
ton, secretary and manager of the National 
Lumber Manufacturers’ Association, does not 
expect the $1 per thousand feet duty on rough 
softwood lumber to have any effect on the 
cost of lumber to consumers in the United 
States. At the same time he feels that the tariff 
duty may increase somewhat the consumption 
of domestic lumber, as distinguished from the 
imported product. 

Dr. Compton expressed this view when his 
attention was called to a speech recently made 
by Rep. Harry C. Canfield, of Indiana, to the 
effect that the duty would add $50,000,000 to the 
cost of lumber annually consumed in the United 
States. Dr. Compton described this assertion of 
the Hoosier representative as fantastic, an ex- 
aggeration and wholly unwarranted by the facts. 
Continuing, he said: 

Log Bate Cut Offsets Lumber Increase 

It has been generally overlooked, in discus- 
sions of the tariff act, that the lumber sec- 
tions, as enacted, leave on the free list all 
softwood lumber imported from Canada 
which is rough or not further manufactured 
than dressed on one side. According to the 


































































ee 











84 


AMERICAN LUMBERMAN 


August 2, 1939 





import statistics, this means that about 60 
percent of the softwood lumber’ imported 
from Canada, the source of over 90 percent 
of our lumber imports, will continue to come 
in free of duty. Average annual importa- 
tions from Canada have been about 1,500,000,- 
000 feet, including hardwoods. Of this, there- 
fore, less than 600,000,000 feet will be duti- 


able. As the domestic production of soft- 
wood lumber of all kinds is ordinarily about 
28,000,000,000 feet, and is disposed of in a 


market for which are competing thousands 
of American manufacturers themselves capa- 
ble readily of producing annually billions of 
feet more of lumber than the entire consump- 
tion requirements in the United States, it is 
obvious that the Canadian manufacturers or 
distributers themselves will generally absorb 
the duty. This is true of the woods princi- 
pally used in construction. In certain prized 
specialty woods, of which Canada is the larg- 
est source of supply, the tariff on surfaced 
lumber will probably be added to the ulti- 
mate price. But this affects not more than 
100,000,000 feet, the duty on which would 
aggregate $100,000 a year. Practically all 
of this, moreover, goes into industrial and 
specialty uses, not into construction, and its 
effect on domestic prices to the consumer 
will be no more than infinitesimal. 

Even if the tariff were imposed on all im- 
ported lumber, and the tariff were fully re- 
flected in domestic prices, the so called added 
tax on “the humble home” would be lIess 
than $10—as only 8,000 to 10,000 feet of lum- 
ber is used in building such residences. But 
a large part of the lumber in such houses 
is free of duty. The added cost of a house 
attributable to the present lumber tariff is 
literally negligible, if in fact any at all. The 
small duty on northern hardwood flooring 
and certain tropical cabinet woods is negli- 
gible from the standpoint of the ordinary 
home builder. 

Much more likely to be effective, so far as 
the home-builder is concerned, is the fact 
that the new tariff act purports to place on 
the free list the imported softwood logs which 
previously were dutiable. This fact is ig- 
nored by Representative Canfield and by 
other commentators. 





* * * 
ORGANIZES LATH BUREAU 


It Will Tell Merits of Wood Lath to Live 
Building Prospects 


WasuinctTon, D. C., July 28—A bureau to 
exploit the advantages of wood lath in all sec- 
tions of the country, but more particularly in 
the Northeast, has been organized in New York 
City under the direction of Frederick J. Bruce, 
well known lumber wholesaler, who has long 
made a specialty of wood lath. 

The Wood Lath Bureau work will be devoted 
principally to a direct mail advertising cam- 
paign telling the merits of wood lath. This 
advertising will be directed to actual builders, 
and to prime building prospects. The bureau 
is being supported by voluntary contributions 
from a number of lumber manufacturers. 

The organization of the new bureau by Mr. 
Bruce comes at a time when wood lath are fac- 
ing stiff competition from substitutes. It is 
based on the theory that substitutes are being 
sold on propaganda, and that, if builders can 
be made to consider the real advantages wood 
lath offer, they are not likely to discard their 
use now or in the future. 

A list of 10,000 dealers in the Northeast 
and Canada will be selected to assist in carry- 
ing on the campaign. Four booklets are to 
be prepared and furnished co-operating deal- 
ers and others helping in the wood lath cam- 
paign. The idea is to distribute these book- 
lets, through dealers, to a limited number of 
customers, these to be chosen on the basis of 
their being “best customers” or prime building 
prospects. 

. F. Shaw, trade extension manager of the 
N. L. M. A., and F. H. Alcott, in charge of 
the New York office, went over the organ- 
ization plans in detail with Mr. Bruce, and 
the T X department of the National associa- 
tion will co-operate in every way possible to 
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Some Observations By the Way | 
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A man well and prominently known in the 
lumber industry, returning recently from a 
trip to the Pacific coast, said to the 

AMERICAN LUMBERMAN: 


Heads up, __“! have never been in a group 

Ride Out of lumbermen who were any 

The S more depressed than those | 
e Storm 


saw out on the Coast.” Con- 
tinuing, he said: “Inasmuch as 
the lumber industry is more than holding 
its own in competition with other materials, 
I see nothing for the industry to do under 
present conditions except to ride out this 
storm and keep constantly after the job of 
building for better and wider markets to 
come.” That's good, sound advice. And it 
is rather comforting to know that the lum- 
ber business is at least holding its own with 
its competitors. Courage and foresight are 
needed now as never before, and, though 
they may feel blue, the AMERICAN LUM- 
BERMAN believes that the lumbermen are 
going to keep their heads up and fight this 
thing through to a glorious victory. 


* * * 


“The salesman who is going to build 
business for his firm, and for himself above 
all, must sell merchandising ideas along with 

the goods he lists on the order 

Sell Ideas blank. Failure to do that is 
With the “ye as bad as selling a man 
is first car, without teaching 

Merchandise him to drive. The fact that 
you get an order does not 

necessarily spell success. If all you left be- 
hind is a duplicate order blank, the sale has 
not been so successful after all.” The writer 
who penned those lines probably was not 
thinking of the lumber business at all— in 
fact, very likely had never seen a sawmill, 
but is there not a valuable thought there 
for the lumber salesman? Has the time not 
come when the salesman must be much 
more than an order taker? Should he not 
be prepared not only to intelligently discuss 
the merits and the proper uses of the prod- 
uct he sells, but be in position to give the 
dealer helpful ideas on how to move the 
product out of his yard or warehouse? Not 
officiously, for the average dealer may know 
more about merchandising than the average 
salesman, but in a kindly, friendly and diplo- 
matic way give the dealer the benefit of the 
good ideas he may have. The big thing is 
to be sure that you have some good ideas. 


e* es 


A recognized agricultural authority re- 
cently made the interesting statement that 
“in the next three months there will come 

out of the ground over $4,- 


Here’s a 500,000,000 of new money in 

the shape of maturing crops. 
Hopeful This wealth did not exist be- 
Prospect fore and is brand new money. 


This enormous amount of new 
wealth will do more to start all business on 
the up grade than any other single agency.” 
This four and a half billion dollars repre- 
sents only growing crops and does not in- 
clude money to be received from live stock 
and animal products. According to official 
figures of former years, the latter will pro- 
duce more money than will be received from 
the crops. While agricultural prices are low, 


so are prices on all other commodities, and 
on that basis the farmers may get for what 
they produce this year about as much as jn 
any previous year. Does not the promise 
of all this new wealth lend encouragement 
to the lumber industry, of whose product 
the farmers are the largest users? 
x * * 

The AMERICAN LUMBERMAN some time 
ago suggested that the organized lumber in- 
dustry could do no more effective work than 

to employ one or more men to 

Talk to the visit industrial plants where 
~ arge numbers of people are 
employed, hold meetings of 
About Homesemployees and talk to them 
about the advantages of home 
That others have been thinking 
along the same line is indicated in a recent 
report that one of the mail order companies 
sold executives of a big industrial concern 
on the idea that home owning makes better 
and more contented workers and secured a 
list of employees who earned over a certain 
amount. These employees were circularized 
and many homes were sold. If these results 
can be obtained by mail, think how much 


more could be accomplished by direct con- 
tact. 


owning. 


x * * 


It is interesting to note that a Department 
of Commerce survey has developed the fact 
that the highest percentage of total business 

done for cash in the United 
Lumbermen States is in the footwear trade, 
The Most o the greatest amount of 
usiness sold on open credit 
Trustful is in the retail lumber and 

building trade. Boot and shoe 
dealers get cash over the counter for 89.5 
percent of their total business, while lumber 
and building material dealers sell 90 percent 
of their business on credit. Is it surprising 
that in every convention of lumber dealers 
the subject of greatest interest is that of 
“Credits and Collections’? Is it not even 
more surprising that such a comparatively 
few dealers have failed to cure the open ac- 
count evil by demanding notes, or trade ac- 
ceptances or some form of agreement that 
fixes definite terms of payment? 

* * «© 

A young man connected with a lumber 
yard in Kansas City has been awarded first 
prize in a contest conducted by a national 

journal devoted to the build- 


Applied ing trade, for the best con- 
Talents tribution on “How to Meet 

= the New Competition.” Sec- 
Win Prize retary E. E. Woods, of the 


Southwestern Lumbermen’s 
Association, commenting on this award, said 
he had observed this young man who, in 
addition to efficiently performing his regular 
duties, “has studied a lot nights and _holi- 
days, completing a course in architecture 
and doing some drafting work for lumber 
firms.”” Mr. Woods adds: “He deserves to 
win because he has an alert mind and has 
applied his talents.” A splendid encomium. 
What a fine thing it is for a young man to 
apply himself and develop his talents, rather 
than stunt them by following the primrose 
path. At that, this young man probably gets 
as much real pleasure out of life as does the 
average young fellow. 
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make the wood lath campaign a success. Re- 
cently an attractive booklet on wood lath and 
its advantages was issued by the N. L. M. A. 
Field men have been boosting wood lath since 
the inauguration of the T X campaign by the 
National association, but the importance of 
having a separate and independent bureau en- 
gaged actively in this work is quite obvious. 


*-_ * * 


Fires Probable; Pefers Wood 


New York City, July 29.—One of the great 
chemical companies is planning to use heavy 
timber construction exclusively in all future 
construction of manufacturing plants. 

On account of the nature of its products, fires 
are considered as normal probabilities, and that, 
strange as it may seem, is the reason why the 
company is turning to wood construction. 

The cost of rebuilding or replacing a socalled 
fireproof building is so great that the com- 
pany prefers to take the chance that a hot 
fire may result in complete destruction of a 
lumber structure. Fires that are severe enough 
to melt steel members and cause disintegration 
of concrete, may not last long enough to de- 
stroy heavy timber members. 

Because of the resistance of wood to extreme 
heat where the actual combustion may be neg- 
ligible, engineers are now suggesting that the 
principal structural members of timber con- 
struction, such as posts and beams, be covered 
with 1- or 2-inch boards. These boards will 
protect the members from charring and burning 


Treated Wood 


New York, N. Y., July 28.—Identical tests 
made here last Saturday, of a fire retardant 
treated door and an Underwriters’ door Class C, 
demonstrated the superiority of the wood treated 
door as a means of preventing the spread of 
fire through room openings. 

A test was made with a furnace constructed 
of re-enforced concrete about 3 feet above the 
ground, and having two chimneys. Each of 
the doors being tested separated the furnace 
from an observation room on each side which 
could be entered. Thus the action of the fire 
upon the doors could be viewed through the 
entrance to the observation rooms as well as 
through steel casement windows in those rooms. 
Bundles of wood strips and logs were lighted 
at 2:39 p. m. and inspection was immediately 
made of the furnace. 

The “Flaimpruf” door tested was made of 
birch with walnut veneer, having a thickness 
of 2 inches, and was 3 feet by 7 feet. The 
other door was Underwriters’ door Class C, and 
was made by the Triangle Fireproof Door Co., 
Brooklyn, N. Y. Both doors had the same 
hardware, with the hinges and butts on the 
unexposed sides. The fire was fed at inter- 
vals in order to keep a rising temperature, and 
the temperature was read by pyrometers directly 
above the doors. No temperatures were read 
on the unexposed surfaces of the doors. 


Metal-Clad Door Aflame in Thirty Minutes 


Within two minutes after exposure to the 
fire, the Underwriters’ door showed warping 
at both top and bottom. After four minutes, the 
panel in the door bulged and allowed smoke 
to pass through along the jambs. The door 
also was too hot to be touched for more than 
a very short time, and the heat and smoke in 
the room became so great that it was impossi- 
ble to remain in the room for observation. 
However, at this time the wood door was not 
only cool to the touch, but it allowed neither 
smoke nor heat to be transmitted through it. 
After nine minutes had elapsed from the start- 
ing of the fire, flames began to issue between 
the metal clad door and brick and the room 
was filled with smoke. Also, flames were 
noticeable along the edges of the panel after 
nineteen minutes of exposure, and flames were 


for as much as half an hour of intense fire, 

thereby making refinishing easy, and perhaps 

avoiding any necessity for replacing the im- 

portant heavy timber members after the fire. 
e23s 


Field Man for North Coast 


WasuincTon, D. C., July 29.—The National 
Lumber Manufacturers’ Association in the not 
distant future will appoint a Trade Extension 
representative for field work in the North Pa- 
cific Coast region. When appointed, this man 
will be available for field work in the interest 
of the West Coast Lumbermen’s Association, 
the Western Pine Manufacturers’ Association 
and the Red Cedar Shingle Bureau, making 
his headquarters in the offices of the West 
Coast association in Portland, Ore. 


Takes Over Tree Felling Machine 


Fitcusurc, Mass., July 28.—Announcement 
has been made that the Chain Saw Corporation, 
which manufactures the Bens portable power 
saw for felling trees, now is under the manage- 
ment of the Simonds Saw & Steel Co., of 
Fitchburg. For the last eighteen months, sev- 
eral of these machines have been in successful 
operation in the camps of Eastman, Gardiner 
& Co., Laurel, Miss., doing all of the tree fell- 
ing for that company. 

Samuel J. Bens, who invented and perfected 
the machine, is thoroughly familiar with lum- 
bering operations and the problems confronting 


the men in the woods. The Bens tree felling 
machine is entirely self contained and easily 
portable. One of its chief advantages is its 
ability to cut an extremely low stump, so that 
it not only decidedly decreases the cost of 
skidding, but also steps up the grade of lum- 
ber, and so increases the quantity that an extra 
2,000 to 3,000 feet of lumber may be saved, or 
produced in addition to what would ordinarily 
be obtained in felling trees, for each 100,000 
feet of lumber. 


Dance Pavilion Built Quickly 


Burrato, N. Y., July 29.—An example of 
rapid construction work is afforded by the new 
dance pavilion which was completed at Celoron, 
on Lake Chautauqua, during the last week. 
The building, which succeeds one recently de- 
stroyed by fire, was completed in twenty-one 
days. The materials were all supplied by the 
United Lumber & Supply Corporation, James- 
town, N. Y. Less than an hour after thé 
order for stock was placed, a truck of this 
company delivered lumber there from the yard. 
All the building material was furnished out of 
the yard, with the exception of some maple 
flooring, which was rushed from Wisconsin. 
The list of lumber and other supplies used was 
as follows: 72,000 feet of sheathing and di- 
mension lumber; 17,000 feet of flooring; 5,000 
feet of ceiling; 12,800 feet of roofing; 4,000 
Ibs. of nails; 7,500 square feet of stucco base; 
7,000 feet of Insulite; 18,000 square feet of 
Sisalkraft; 900 square feet of Cello glass. 





Retards Fire Better Than Steel 


bursting forth along the edges and around the 
butts. At the end of thirty minutes, flames 


were present in considerable amount on the 
It was quite evident 


entire metal clad door. 
























































that the core of that door was burning rapidly. 
During the entire period, neither smoke nor 
heat had been allowed to pass through the 





-—-Temperature—, 


No. 1 No. 2: 
Elapsed Steel Treated 

Hour Time Clad Wood 
2:39 0 80 80 
42 3 980 980 
45 6 1110 1130 
48 9 1240 1230 
52 13 1260 1250 
55 16 1260 1380 
58 19 1310 1340 
3:02 23 1420 1400 
06 27 1480 1460 
12 33 1580 1500 
16 37 1600 1440 
20 41 1530 1320 
23 44 1600 1420 
26 47 1610 1420 
30 51 1620 1500 
33 54 1630 1480 
37 58 1740 1650 
39 60 1710 1580 


wood door. At the end of twenty-six minutes, 
however, there were a few puffs of smoke 
around the keyhole of the wood door. The 
first noticeable heat occurred at the thirty min- 
ute period, and the wood door become hot after 
fifty minutes. 


Treated Door Smoke-Tight at End Hour 


By the end of the one-hour test, the smoke 
and flames were issuing forth with great force 
from the metal clad door, while the wood door 
had become very warm but had not allowed 
smoke to pass into the observation room. 
Throughout the test, it was possible to ex- 
amine the wood door from the room, while 
after four minutes of fire exposure it was im- 
possible to remain in the room to observe the 
metal-clad door. 

The test of the “Flaimpruf” wood was made 
by Henry Klein & Co., at 40 West 23rd Street, 
New York City, and it was witnessed by Mr. 
Klein; Fulton Lanning, of the National Lum- 
ber Manufacturers’ Association; C. J. White, 
an architect, of Bottomley, Wagner & White; 
C. F. Nurgaard, architect and hospital consult- 
ant; J. F. Dunn and E. L. Downs, of the Elec- 
tric Bond & Share Co., and Dr. V. Grade, in 
charge of the test. 


Wood Door Has Wide Range of Usefulness 


It was the conclusion of those who witnessed 
the test that “Flaimpruf” wood doors are espe- 
cially adaptable for vertical shafts as well as 
hall or inter-communicating doors in fireproof 
buildings. Mr. Klein explained the difficulties 
experienced in obtaining proper treatment of 
the doors. At present the wood is air dried 
and kiln dried before treatment to obtain a 
uniform moisture content. Then the wood is 
impregnated with a water solution of non- 
hydroscopic salts under high pressure. After 
treatment the wood is slowly air dried and kiln 
dried to a moisture content of 7 percent. In- 
cidentally, the weight of the wood is increased 
about 15 to 20 percent. This process adds about 
$4 to the cost of each door. The accompanying 
cut shows the construction of the furnace and 
the placing of the doors in the test. The ac- 
companying table shows the temperatures on the 
exposed sides of the doors at different periods. 
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The Cut-to-Length House Bill Plan 


Analyzed— 


E. E. Woods Presents His Views 


Recently the Southern Pine As- 
sociation sent out a question- 
naire endeavoring to find out 
whether dealers would be inter- 
ested in the southern pine mills 
manufacturing special ready-cut 
house patterns for distribution 
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through retail lumber dealers. 
The trade press has given con- 
siderable publicity to the subject. 


In the proposal, it is suggested 
that special designs be prepared 
and mailed to the dealers per- 
haps at the rate of two a month. 


Let’s see just how this would 
probably work out if actually at- 
tempted. The prints are sent out; 
a dealer orders a few house pat- 
terns. He sells a few. He or- 
ders more. New designs are is- 
sued perhaps more popular than 
the preceding types. A large 
number of designs are stocked. 
Additional room must be pro- 
vided to store them in. They are 
special patterns and can not be 
laid in regulation bins like stand- 
ard stock. A complete stock of 
lumber must still be maintained. 
Consequently, the plant invest- 
ment and stock investment are 
increased. 

You all remember the silo 
craze of a few years ago, when 
dealers became laden with stave 
silos and kept them year after 
year, until they almost ceased to 
list them at inventory time, and 
in many instances, sold them at 
any price they could get in order 
to dispose of them. An unsalable 
ready-cut house is worse than a 
never-to-be-called-for silo; ex- 
cept for the purpose for which it 
is intended, it is a little better 
than so much junk. 

A representative of the South- 
ern Pine Association states that 
the plan does not contemplate a 
dealer’s stocking the special pat- 
terns, he will only order them 


[In the June 28 issue of AmertcaNn LUMBERMAN, pages 53 and 54, was 
printed a detailed explanation of a suggested plan of supplying to deal- 
ers house bills cut to length, the subject having been discussed at a 


meeting of the Louisiana retailers. 


This explanation was given by 


J. F. Carter, trade promotion manager of the Southern Pine Associ- 
ation, which had sent out a questionnaire on the subject through 


various retail lumber associations. 


In a bulletin to his members E. E. 


Woods, secretary of Southwestern Lumbermen’s Association, has given 
his views in opposition to the plan. Mr. Carter, in turn, has further 
elucidated the subject, in answer to the objections presented by Mr. 
Woods and to letters from retailers in various sections. In view of the 
general interest in this proposition, AmericAN LuMmMBERMAN herewith 
presents to its readers the letters of Mr. Woods and Mr. Carter.] 





out as he succeeds in getting or- 
ders from his customers. Is that 
the function of the retail lumber 
dealer? Do we merely want to 
be order takers for the sawmills? 
No, if this is the proper method 
of supplying lumber for resi- 
dence construction, let’s continue 
to render real service, as we have 
done in the past, and keep an 
ample supply of these patterns 
on hand, even though the invest- 
ments be increased. 


Why Consider the Proposal? 


But why consider the proposal 
at all? Is there any evidence, 
whatsoever, of the saving in 
labor and material except the 
extravagant CLAIMS of the mail 
order firms? Any experienced 
lumberman knows that good me- 
chanics cut out a house frame 
economically, and they further 
know that with good workman- 
ship, the actual waste of mate- 
rial on an average house is al- 
most negligible. This being true, 
it would seem very weak on the 
part of dealers to enter into this 
kind of a plan and recommend 
it to their customers. It would 
be worse than weak; it would 
be reprehensible, because it 
would be insincere. Let us at 
least be honest. If there is a 
real saving to the home owner 
in a ready-cut house, we should 
either stock them or concede the 
business to the mail-order peo- 
ple who are now equipped to 
supply them. If the ready-cut 
method is the proper way to sell 
homes, we have certainly been a 
long time finding it out. 

Every day’s carpenter labor 
that can be paid out in your 
town, means just that much 
more toward building up your 
community, and you are more in- 
terested in that than you are in 
larger payrolls at the mills in 
Louisiana or Mississippi. 

Furthermore, we do not want 
standard homes; we want indi- 
viduality in homes. Instead of 
rows of uniform houses, like so 
many box cars, we want homes 
reflecting the individuality of the 
people who live in them. 

Every proposal to help people 
acquire homes, and increase the 
efficiency of the distributers of 
building materials, should re- 
ceive full and fair consideration. 
This plan does not have merit, 
and the sooner it is thrown 
aside, the better it will be for 
the industry. 


J. F. Carter Elucidates 


E. E. Woods, secretary of The 
Southwestern Lumbermen’s As- 
sociation, has replied to the gen- 
eral proposal which has been 
made with regard to cut-to- 
length houses, and having read 
this reply of Mr. Woods’ quite 
carefully I wish to clarify the 
atmosphere in the hope that a 
larger number of retailers will be 
awakened to the plan which has 
been offered, and will offer their 
suggestions, pro and con, and 
will give the necessary argu- 
ments for or against. 


In the first place, be it under- 
stood, the Southern Pine Asso- 
ciation did not foster this plan. 
Instead, a group of retailers lo- 
cated in St. Louis Mo., called 
upon the Southern Pine Associa- 
tion for quotations on house- 
bills cut-to-length, and the staff 
of the Southern Pine Association 
caused copies of these house bills 
to be sent to our various sub- 
scriber mills. There was a wide 
divergence of opinion on the part 
of the mills, whereupon it was 
thought wisest to learn as early 
as possible what the retailers in 
our consuming territory thought 
of the idea. In order to carry 
this out, we wrote a brief sketch 
of the plan and sent copies to 
each of the secretaries of retail 
lumber dealers in southern pine 
consuming territory, with the re- 
quest that they, in turn, send 
copies to their members. To this 
time we have received about 
three hundred replies, most of 
these replies from retailers be- 
ing opposed to the idea. 


All Lumber Not Cut to Length 


In reading the replies from re- 
tailers, and in reading Mr. 
Woods’ reply to the proposal, 
and, without prejudice one way 
or the other, I am led to believe 
that I made an error in drawing 
up the first sheet and did not 
give enough detail. 

Mr. Woods refers to the idea 
of mailing out special designs at 
the rate of two a month—but 
you will notice that in the vari- 
ous publications of this plan, 
which I spoke of in Alexandria, 
La., before the Louisiana retail 
lumbermen as being fundamental, 
it was not intended that these 
two plans per month should be 
strictly cut-to-length. It was 
proposed, on the other hand, that 
the lumber dealer would have 


Retail Secretary Opposes; Manufacturers’ 
Association Representative Explains 


two different bills of materia] 
from each plan from which to 
draw—one of them being cut-to- 
length and square at the ends, 
and the other being the regular 
random length lumber. The re. 
tailer could take his choice in 
determining his bill. This is a 
broadening of the idea, and is 
merely an effort to establish a 
fundamental set of merchandis- 
ing efforts which retailers could 
use, whether they were in favor 
of the cut-to-length house-bill 
plan or whether they were op- 
posed. 


Original Draft Lacked Details 


It is because of my having 
failed to put enough detail into 
the original draft which I sent 
to various secretaries that Mr. 
Woods, and he is not alone be- 
cause practically 250 retailers 
took the same view, thinks special 
lumber would be necessary in 
stock for each of the designs. 
This is not the plan. For any 
particular territory stud lengths, 
joist lengths, and a great many 
of the rafter lengths will be 
practically the same without re- 
gard to the type of house or the 
number of rooms it may have. 
These would be carried in stock 
and would be standard material 
just the same as a 16-foot or a 
14-foot joist or stud would be. 
The idea is not to cut pieces 
which will fit into one house and 
not fit into another. This, as 
may be readily seen, will remove 
a great deal of the carpenter’s 
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labor from him, and such is not 
the plan as I see it. 

Some of the retailers, in fact 
most of them, have called atten- 
tion to the tremendous loss of 
time and labor in picking out 
numbered pieces which are sup- 
posed to fit into one place, when 
they could just as well be cut- 








a tnt O28 oe 


~ an ee ot oe 2 oe 





930 


rial 
to 
-to- 
nds, 
ular 
re- 

> in 
is a 


ha 
dis- 
ould 
avor 
-bill 

op- 


ving 
into 
sent 


be- 
ilers 
cial 


ens, 
any 
rths, 
any 

be 
. re- 
the 
ave. 
tock 
srial 
ra 

be. 
eces 
and 
, as 
nove 
ter’s 








3 not 


fact 
tten- 
ss of 
out 
sup- 
when 
cut- 


August 2, 1930 


AMERICAN LUMBERMAN 


87 





ting a piece of random length 
lumber to fit that place. Again, 
I call attention to the fact that 
this is not in the original plan 
as I understand it. No pieces 
would be numbered, if a broad 
plan is earried out, although I 
notice that the house-bill sent 
out by the group of retailers in 
St. Louis does intend to mark 
each of the pieces. 


Carpenters Don’t Object 


Because some of our. sub- 
scriber mills, in reading over 
this plan, bethought themselves 
of the attitude which carpenters 
might take, we caused the mat- 
ter to be taken up with the or- 
ganized carpenters and learned 
that the national organization 
does not attempt to pass upon 
such things, but, instead, com- 
plete autonomy in such matters 
rests with the various district 
councils. Immediately, we took 
up the matter with the group of 
retailers in St. Louis, and we 
were informed that the St. Louis 
councils of carpenters will find 
no particular fault if lumber is 
cut to exact length and squared 
at the ends—but they will find 
fault, and it would seem quite 
properly so, if notches, angle- 
cuts, borings and other such 
workings were made with various 
pieces of wood going into con- 
struction. Moreover, as I per- 
sonally view the matter, looking 
at it from both the retailers’ 
point of view and from the prac- 
tical manufacturers’ point of 
view, such complete working of 
a house-bill would be out of the 


seem, therefore, that the matter 
is narrowing itself down to three 
or four. items which go into 
house bills—such things as joists, 
studs, sills, the location of 
foundations, and the lengths of 
rafters. If one will give careful 
attention to a half-dozen differ- 
ent house plans he will notice 
that. these items can be standard- 
ized—and, therefore, can be cut 
to exact length and square at the 
ends. But, considerable confu- 
sion will be caused if the work- 
ing continues any further than 
the items I have mentioned, or, 
possibly, one or two other items 
about which I have not given 
thought at the moment. 


Does Not Mean Direct Selling 


Quite a few of the three hun- 
dried retailers who have_ so 
kindly written to their secre- 
taries concerning this plan, and 
who have given thought to the 
idea based upon the sheet which 
we had sent out, are of the opin- 
ion that if such a cut-to-length 
house-bill idea were worked out 
and any of the mills, whether 
Southern Pine subscriber mills or 
others, were to work on this 
idea, the mills might sell direct 
to realtors, or sub-dividers, or 
direct to contractors, thus leav- 
ing the retailer out of the pic- 
ture entirely. This, may I call 
your attention, was very defi- 
nitely argued against in the 
original sheet which was mailed 
to all secretaries, for Southern 
Pine subscriber mills recognize 
the retailer as the legitimate 
and only distributer for lumber 


Mr. Sheppard’s Proposal 


This givés me the opportunity 
of calling attention to all readers 
of this journal, more especially 
to retail secretaries and their 
members of various retail lumber 
dealers organizations, to the 
wonderful co-operative effort 
which President C. C. Sheppard, 
of the Southern Pine Association, 
proposed at the recent mid-sum- 
mer meeting of the Southern 
Pine Association at Memphis. 
Copies of this tremendously ad- 
vanced proposal have been sent 
to 12,500 retail lumber dealers 
in southern pine consuming ter- 
ritory, and to secretaries of all 
retail lumber dealer associa- 
tions. The effort which Mr. 
Sheppard has suggested will be- 
come one of the most advanced 
movements on the part of any 
trade association in the country, 
without regard to the material 
in which it deals. It takes cog- 
nizance, first, of the actual posi- 
tion of the retail lumberman as 
the sole distributer of construc- 
tion lumber. Following this, it 
takes the position that, without 
regard to the many hundred of 
thousands of dollars which the 
Southern Pine Association has 
expended in the last fifteen years 
in an effort to aid the merchan- 
dising of lumber through the re- 
tailer, a more definite, a more 
profitable and a more _ specific 
effort at co-operation with indi- 
vidual and group retailers will 
be made by the Southern Pine 
Association. However,— 

Attention might be called to 
the fact that President Sheppard 


tion are not quite large enough 
to offer this co-operation to the 
retailers of lumber unless the 
retailers, themselves, are willing 
to offer suggestions and ideas 
and are willing to accept the 
broad - minded, lumber - imbued 
idea of the manufacturers in the 
South. It is our hope that re- 
tailers throughout the _ entire 
eastern half of the United States 
will carefully read the material 
which has been sent to them, and, 
in recognition of the fact that 
they are the legitimate distribu- 
ters for lumber for construction 
purposes, although they do not 
actually join the Southern Pine 
Association in its endeavor, will 
at least offer suggestions, com- 
ments and ideas of things which 
can best be done by the Southern 
Pine Association to bring about 
the greatest possible helpfulness 
to the retailers in their proper 
merchandising of that’ one item 
about which they think the most, 
lumber. 


Comments Wanted for Guidance 


Attention is called to the fact 
that no attempt has been made 
herein, nor have we ever made 
any attempt, to argue for or 
against this cut-to-length house- 
bill plan. We are merely trying 
to place the facts, as nearly as 
we can, before the retailers, and 
expect they will make their com- 
ments in order to guide future 
activities on the part of the 
Southern Pine Association. One 
may be certain that a group of 
manufacturers will not attempt 
to manufacture anything which 
cannot be sold through and by 








pale of good logic. It would 


for construction purposes. 


and the Southern Pine Associa- 


the retailer. 


Resumes Production of End-Matched Items 


ELrop, ALA., July 28.—Following the fire 
which occurred in the plant of the Pioneer 
Lumber Co. here, about a year ago, the com- 
pany delayed installing end-matching equipment 
to take the place of that destroyed in the fire. 
So insistent has become the demand, however, 
from dealers all over the country who had be- 
come familiar with the advantages of stocking 
and selling end-matched lumber, that the com- 
pany has found it desirable to install new equip- 
ment and, as indicated in a letter recently sent 
out by W. M. Nichols, manager, to all the 
salesmen, the Pioneer Lumber Co. now is pre- 
pared to supply the needs of its customers for 
end-matched lumber. In his letter to the sales- 
men, Mr. Nichols says: 


Enclosed herewith find price list on end- 
matched lumber. To us it is a big piece of 
news to be able to tell you that we are re- 
installing this equipment. We have decided 
to do this because of the fact that even 
though we have been without it for a year, 
some of our customers continue to ask us to 
furnish end-matched items to them. The 
price list explains how this stock is bundled. 
In putting out this list, we have been gov- 
erned by our previous experience with end- 
matched lumber, which includes the expe- 
rience of our retail customers and in turn 
their customers. 

You will note flooring, ceiling and drop 
siding are being put out in 2- to 8-foot 
lengths nested in 7- and 8-foot bundles com- 
pactly and securely tied with wire. Aside 
from the convenience in manufacturing in 
these lengths, the governing factor in put- 
ting out this length bracket is the fact that 
it is a bigger money maker for the retailer 
as a rule than the longer lengths. This is 
on account of price, of course. At the same 
time it averages about 5-feet in length. 

The common items, you will note, we are 
pricing on 2- to 12-foot lengths bracket with 
shorter lengths nested double bundle. This 
makes the handling cheaper for the dealer 


and for the contractor. We have put 12-foot 
as a maximum because our experience has 
taught us that up to and including this 
length carpenters can handle and nail it 
singly, but that longer than this takes two 
men and consequently slows up the contrac- 
tor’s work. 


Advantages of End-Matched Lumber 


Whether for open work—such as floors, 
ceilings, outside walls; or hidden work— 
such as subfloors, wall and roof sheathing, 
the same advantages of end-matched lumber 
over plain-end will apply. Briefly, a few 
of these advantages are as follows: It re- 
quires less lumber to cover a given surface 
in end-matched than plain-end, this saving 
being about 8 percent in 8-inch common to 
about 15 percent in 3-inch flooring. The car- 
penters need have no waste whatsoever; they 
can nail the end-matched lumber much faster 
than plain-end, as they do not have to stop 
and square the ends or meet end joints on 
bearings. It saves nails, because-the double 
nailing at end joints is eliminated; there is 
very little nailing close to the ends in using 
end-matched lumber, with a consequent sav- 
ings in splits, and it therefore makes a 
stronger wall or flooring; subflooring, wall 
or roof sheathing. If center-matched or 
shiplap, end-matched can be exposed to rains 
without subsequent warping or cupping; in 
fact a center-matched end-matched roof 
sheathing if laid up close is almost water- 
proof. Walls can be sheathed diagonally 
with end-matched lumber at less cost than 
horizontal sheathing with plain-end lumber. 


The more you think about the matter, the. 


more advantages you will see in using end- 
matched lumber. 


With the exception of common lumber, a 
large percent of end-matched lumber is pur- 
chased in mixed cars, and you have an extra 
opportunity, or one more feature to help you 
in your business. With our four years expe- 
rience with this stock, and having purchased 
the very best end-matching equipment made, 
we expect to furnish you and your customers 


with strictly high grade stock in every par- 
ticular. 
High Quality of Common Offered 

One more reference to common lumber. You 
will note, the list shows four grades of com- 
mon. The No. 1 common is an extra high 
grade of No. 1 and better and can be used 
for any purposes for which No. 1 common 
is ordinarily used. The select No. 2 common 
is put up. primarily to be used as high-grade 
concrete form work. There will be no holes 
of any kind in this grade, and no unsound 
knots. This grade is also intended for the 
small-town dealer in certain districts requir- 
ing an exceptionally high grade of common 
lumber, and will compete with No. 2 Pon- 
dosa, No. 2 and better larch ete. While the 
number of dealers who buy this type of 
common lumber is comparatively small, 
nevertheless there are some, particularly in 
Illinois and Indiana, who do, and we are 
therefore giving you an item that will get 
you business. 

The No. 2 common is a regular No. 2 yellow 
pine, and will of course contain larger knots, 
both sound and unsound, than the select No. 
2. The No. 3 common. is of course the regu- 


lar No. 3, with knot holes eliminated,.except- 


an occasional small knot hole. 

We submit this to you with the request 
that you give it careful consideration and 
keep it in mind in selling lumber. It is an 
order getter. Not only is it of benefit to the 
dealers and to their customers, but it is also 
an interesting subject to discuss with the 
dealers. 


To Furnish Laboratory Woodwork 


ALBUQUERQUE, N. M., July 28>—A contract 
exceeding $100,000 gives an Albuquerque builder 
the erection of the first unit of the Rockefeller 
Foundation Anthropology Laboratory in Santa 
Fe, N. M. The Newlander Mill & Lumber Co. 
will furnish the woodwork which is to be used 
generously in the building according to the 
plans. ; 
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Northward Through the Land of Cotton 


A Retail Association Looks at Taxing Problems—Lumber Retailing in the South 








a Rather New Industry—Materials for the Complete House 


The Carolina Retail Lumber & Building 
Material Dealers’ Association seems to be a 
husky young member of the family of lum- 
ber associations. 

In includes both the Carolinas and has its 
office in Charlotte. When the Realm called 
around, Secretary V. W. Wheeler was out 
laboring among his constituents, but a charm- 
ing young lady was in charge and gave us 
some information about organization work 
and suggested that we attend the mid-sum- 
mer meeting to be held in Charleston. This 
invitation had to be declined regretfully, for 
_this department never knows that far in 
advance where, if anywhere, it will be. 


Menace of the Sales Tax 


One of the troubles that Mr. Wheeler is 
preparing to struggle with is a proposed sales 
tax in North Carolina. This bill has been 
defeated once in the legislature, but it shows 
signs of coming back for more. In Mr. 
Wheeler’s opinion the bill in its present 
form would ruin at least some lumbermen 
and wouldn’t make any of the others feel 
good. 

The sales tax in one form or other seems 
to be in favor among southern legislators. 
In one or two States the official flivver has 
filled up on gas that carried a tax of 7 cents 
a gallon. South Carolina taxes gas to the 
tune of 6 cents a gallon, adds a cent to a 
nickel soft drink, and puts an acquisitive 
hand on the sale of cigarettes, cigars and 
smoking tobacco. It’s only a step from these 
beginnings in the so-called “nuisance tax” 
field to a general tax on all sales. 

Most tax systems in the United States 
seem to be kin to the game of “bull pen” 
which President Hoover is said to play with 
his exercising companions. A medicine ball 
is thrown about a circle, and if a player is 
caught with the ball in his possession, he is 
“ . 

Taxes are usually laid upon real property; 
for this stuff can’t be concealed, and. laying 
tribute on it is rather easy to do. Naturally 
local and State governments have to have 
money; but nobody enjoys paying it. Farm- 
ers have complained, doubtless with justice, 
that they have been paying a large share of 
governing costs; and they’d like to throw the 
ball elsewhere before the publicans touch 
them. Agricultural returns are not so robust 
in these days, and the old progress of in- 
creasing land values has slowed up. Land 
is worth what it will produce, and a person 
sympathizes with farmers in their complaints 
over the sums collected to keep the wheels of 
government running. 


A Time for Fiscal Reforms 


The time can’t be postponed much longer 
when local taxing systems must be reformed. 
But it ought to be a real reform and not a 
bull-pen scramble to be empty handed when 


the assessor runs up. Arranging this reform 
is not the easy thing the cracker-barrel phi- 
losopher seems to think. Business men as 
a rule are willing to bear their fair share; 
but they want it to be fair and not just a 
hasty shot at something that looks easy to 
hit. Some State or other, we hope, will 
lead off pretty soon with a careful and sci- 
entific inquiry into the real basis of taxation. 
Farmers and merchants and _ economists 
ought to pool their knowledge and experience 
and work the matter out scientifically. One 
of the real values of such a solution, as a 
business man sees it, would be the stabiliza- 














An outdoor settee, built of wood and painted a 
spotless white, adds to the comfort and con- 
venience of this very charming setting 


tion that would follow. This constant threat 
of hasty and ill considered change adds heav- 
ily to the hazards of trade. So this associa- 
tion, believing that the proposed sales tax is 
just another wild pitch and not a careful or 
comprehensive reform of taxation on a sci- 
entific basis, is getting ready to take as much 
of a hand in the game as is legal and proper. 
A 5 percent tax on sales looks big. 

Mr. Wheeler has been making inquiries 
among his members about available money 
for building loans. The answers he has re- 
ceived tally with those picked up all over 
the South by this department, to the effect 
that money is scarce and hard to catch. The 
era of easy loans, big enough to build the 
house with enough left to buy a car with 
which to get away from it, seems to have 
passed. It’s hard enough to get 40 percent 
on a close appraisal. This over-caution will 
probably not last long, for there’s money in 
the country, and the small capitalists who 


have educated themselves away from mort- 
gages and into the stock market are ready 

to back away from the Lady of Wall Street. 

It will take a little time to redirect the flow ' 
of investments to construction, but already < 
the process is beginning. 


Gun-Shy of Deferred Payments 


Most of the southern dealers are gun shy 
of monthly payments. They doubtless know 
best what their clients are capable of doing. 
This use of credit, if it is to be used safely 
and constructively, needs a lot of care and 
experience and organization. Doubtless a 
good many southern lumbermen associate 
deferred payments with chain-store methods 
and with lines of alien goods that divert at- 
tention from the basic needs of shelter. One 
can agree readily that monthly payments 
don’t seem to fit the earning capacities of 
cotton farmers or of any other people whose 
income arrives but once or twice a year and 
at irregular times. Deferred payments of 
course don’t have to be by the month. An 
observer needs to remember, too, that the 
necessary experience and education involved 
in a proper use of deferred payments is not 
solely the possession of the seller. The 
buyer must have an ingrained realization of 
what is involved. No credit risk, regardless 
of his earning power, is a good credit risk if 
he assumes that once he’s got the goods the 
seller must do all the worrying. 

A person needs to remember also that in 
a real sense modern lumber merchandising 
in the South is a rather recent development. 
Plenty of companies have been in business a 
generation or more, but in a forested coun- 
try like this the bulk of lumber sales have 
either been made by sawmill men or under 
the shadow of sawmills. These sawmill men j 
have been largely concerned with the process 
of manufacture rather than of marketing. 
They haven’t known too much about costs, 
and merchandising has consisted, as they 
have seen it, in getting the boards moved 
out of the yard. Proper use and sales meth- 
ods to fit the exact needs and earning power 
of buyers have been rather dim and unim- 
portant factors. This is something the south- 





ern dealer has long had to struggle against, 
and only in recent years has he been making 
progress in merchandising. It’s been too 
easy for the customer to walk 2round him to 
a coffee-mill plant on the edge of the woods. 
Under such circumstances it’s a hard job at 
best to get the public to appreciate the value 
of a real merchandising service. But with 
substantial efforts being made to standardize 
the product of the little mills will come more 
knowledge of the place of the retail dealer 
in the scheme of things. We may look for 
a rapid advance in the experience of mer- 
chandising and as the customer learns to 
appreciate these things it is certain that he 
will appreciate modern financing, too. But 
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for the present the best bet seems to be the 
stable old building and loan association. 


Encouraging Non-Competitive Sales 


H. H. Baxter, of the Central Lumber Co., 
Charlotte, mentioned in an earlier article, is 
first vice president of the association. He 
has been urging upon his fellow members the 
value of developing non-competitive business 
py working more carefully and in fuller co- 
operation with contractors. In this way it 
is possible to aid contractors in making con- 
tacts with customers and in supplying a 
more exact material service. This helps 
pridge the weak spot in the chain where the 
contractor, expecting nothing from the dealer 
except lumber at a price, gets the bright idea 
of whip-sawing one dealer against another. 
This process usually destroys more value 
than it saves, but the destroyed value can 
be saved only through a real co-operative 
effort. Mr. Baxter calls attention to the fact 
that while mail-order houses have long made 
a feature of low prices they never cut a price, 
once it is made. Price cutting in the South 
has been the same disastrous thing it is in 
the North. It’s a bad thing for public edu- 
cation, for it soon gets the customer to think- 
ing the only way he can benefit himself is 
by holding out for a lower quotation. 

B. B. Benson, of 
the Carolina Build- 
ers Corporation, Ra- 
leigh, N. C., is a di- 
rector of the associ- 
ation. Despite the 
implication of the 
name this company 
deals wholly in lum- 
ber and building ma- 
terials and does no 
contracting. Mr. Ben- 
son mentioned the 
increased popularity 
of masonry finish for 
homes; something 
that seems to be the 
practice through 
much of the South. 
One or two houses a 
year finished with 


of the houses. In any event Raleigh seems 
to be faced with a potential house shortage 
this fall. Then, too, the city is an educa- 
tional and governing center rather than a 
full-blown industrial point, and people don’t 
take so many chances on an excess of houses 
in the expectation that a growing industrial 
population will speedily fill them up. 

The Realm was unlucky in finding most of 
the other Raleigh dealers away from their 
yards. A. H. Byrum was out of the city. A. 
S. Byrum said that for the time the house 
trade was a little slow but was showing signs 
of vigor for the late summer. Difficult loans 
were checking some projects temporarily. 
This is a shortleaf market, as most North 
Carolina points seem to be. Dimension 
comes in from near-by mills. The book- 
keeper at the plant of Oldham & Worth (Inc.) 
told about the same story. The Makepeace 
Lumber Co. is located in the western part of 
the city not far from the State college of 
agriculture. 


A Complete Building-Material Plant 


F. O. Strailman, of the Petersburg Builders 
Supply Co., Petersburg, Va., entered the lum- 
ber business as a young fellow from behind a 
hardware counter. At a time when the idea 
was new and not considered worth much, 


Mr. Strailman has already acquired a big 
yard area and is gradually adding toit. Part 
he purchased from a railroad. As yet he has 
not found it necessary to put a railroad siding 
through the main part of the yard, for all 
the dimension and many of the boards han- 
dled are trucked in from neighboring saw- 
mills. This stock is of very good quality and 
indicates that small mill production is being 
steadily improved. The yard carries quite a 
stock of redwood, sawn from logs brought 
around from the West Coast to Bogalusa. 


The offices of the company are in the rear 
of a large store, where paints, hardware, elec- 
tric fixtures and the like are displayed and 
sold. In the same building are ware rooms 
for sash and doors, a glazing room and so 
on. Mr. Strailman takes pride in his big 
display of unfinished doors that are swung 
on arack. There must be two or three dozen 
of them, and they illustrate the whole door 
stock, 

Petersburg it seems is a tobacco center, 
specializing in export trade. It is also a 
peanut center; a crop of considerable impor- 
tance to Virginia industry and especially to 
Virginia farmers. All of us have heard of 
the famous Virginia peanut hams, and the 
Realm saw many of these displayed for sale 
in various shops; redolent with hickory 

smoke and suggest- 








ing raisin sauce and 
good living. 

Mr. Strailman 
pointed out some 
rather hysterical 
business optimism in 
a current newspaper 
and said he doubted 
if that sort of thing 
was useful to busi- 
ness. He is of the 
opinion that telling 
the exact truth with 
courage and even 
some bluntness would 
be of greater con- 
structive value. Prop- 
aganda which obvi- 
ously hits to one side 
of the facts soon gets 





wood siding are 
about all he expects, 
and shingled side 
walls seem to be 
quite rare. Mr. Benson says he held off from 
handling brick for quite a while but finally 
came to it. He mentioned one rather inter- 
esting fact that illustrates the power of cus- 
tomer habit. He says it is possible to charge 
a fair amount for delivering brick to the 
job, while an effort to charge for delivering 
lumber would be met with a horse laugh and 
if persisted in would stop the sale. The de- 
livery charge for lumber has to be included 
in the price, if it is included at all. Suppose 
you tell us why buyers make that distinction 
between two building materials. 


End of the Loaning Debauch 


Mr. Benson also spoke of the earlier ex- 
cessive loans; enough to build the house and 
to leave sometimes as much as $2,000 to be 
spent foolishly. It seems odd that with so 
many over-liberal loans there has not been 
an excess of building. Evidently the specu- 
lators didn’t have the imagination to grasp 
their chance. But this period of liberal loans 
didn’t last long enough to educate these spec- 
ulators in the ways of sin, or else the buyers 
hai too much information about the real cost 


General view of the uptown store 
sectioned off into four beautifully finished and furnished display rooms 


Mr. Strailman became convinced that house 
building needed the merchandising of all its 
material by a single merchant. He made a 
start toward this goal by buying a planing 
mill, carrying a stock of lumber and gradu- 
ally working into the handling of all the 
things needed in house building. At present 
his big plant in Petersburg is said by some 
people whose knowledge of the country is 
large to be the best and most complete build- 
ing material concern south of Washington, 
D. C. This department hasn’t seen them all, 
but we are ready to testify that the Peters- 
burg Builders Supply Co. is a big and well 
equipped plant. 

At present this company is prepared to 
supply all house building materials, includ- 
ing furnaces. The planing mill is used to 
supply special work. The men were working 
on stair rails, special arched windows and 
the like. There was a big order of cypress 
screen frames being gotten out. The mill 
makes all window and door frames sold by 
the company, for there is so much special 
work to be done in this line that it is easy 
and economical to get out the whole line. 


of the Central Lumber Co., Charlotte, N. C., which has been 


business men to 
doubting all reports; 
and they hedge and 
contract their trade 
and fail to see the turn upward when it does 
come. The big producers are not fooled by 
over-hopeful reports, but sometimes they try 
to use these reports to unload their excess 
stocks upon retailers. Mr. Strailman told of 
several instances where he has had a plain 
understanding with manufacturers. When 
these men wanted to move excessive stocks 
to stop heavy insurance charges, he has 
agreed with them to place a large order with 
the understanding that he was to get a credit 
memorandum on the unsold part of the stock 
if the wholesale price was reduced. It might 
seem fair that such an.agreement should 
carry a clause calling for additional payment 
if the price went up instead of down. But 
in that case Mr. Strailman would reply that 
he’d buy only enough to carry his trade for 
short periods and would take his chances on 
the price. The manufacturer didn’t have to 
sell on the Strailman terms, and if he chose 
to do so it was to clear his warehouses and 
stop insurance overhead. This policy hasn’t 
been extensively employed and is not sug- 
gested as a general practice for all times 
and seasons. But it has been used a few 
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times to the advantage of all concerned. 
Petersburg does not have a large number 
of yards. The Dixie Supply Co. specializes 
in building materials such as hardware and 
plumbing and depends upon a yard in the 
neighboring town of Hopewell. R. C. Powell, 
of the Powell Manufacturing Co., was out of 
the city when we called. The Hobbs Lumber 
Co. operates in the southern part of the city, 
and the Petersburg Wood Working Co. gives 
much of its attention to planing mill work. 
“You can study wild life with the camera.” 
“T know. On the beach.” 


A Warning to Lumbermen 


New Or-eans, La., July 28.—The Southern 
Pine Association has sent out to all of the 
subscribers to that organization a bulletin ad- 
vising that a man representing himself to be 
Mr. Wilson, of the Wilson Bros. Lumber Co., 
Pittsburgh, Pa., had called at the office of the 
W. M. Carney Mill Co., Atmore, Ala., sup- 
posedly interested in the purchase of 8,000,000 
feet of southern pine. The bulletin continues 
as follows: 


Before the interview ended he explained he 





had left his bags at Mobile, and askeq 
whether the W. M. Carney Mill Co. woulq 
do him the courtesy of cashing a check. 
This it refused to do, but, becoming sgys.- 
picious, wired the Wilson Bros. Lumber Co, 
and learned that the latter had no represen. 
tative in the South at the present time. The 
man in question is of medium height, about 
sixty years of age, and was dressed at the 
time in a blue suit, with a blue bow necktie, 
According to the report we received, he ig 
a very convincing talker. It is uncertain jn 
which direction he is going, but this notice 
is being with the thought that all 
mills should be on the lookout for him. 


issued 























Exterior and interior views of new office and store building of Logan Lumber Co., Tarentum, Pa. 


New Lumber Stores Are “Tip-toppers” 


TARENTUM, Pa., July 28.—Recently the Lo- 
gan Lumber Co. has completed and opened new 
offce and store buildings, with complete dis- 
play room facilities, both at Tarentum and 
New Kensington, Pa., the first named point 
being the headquarters office of the company. 


These modern lumber stores, which are 
shown in accompanying photographs, are 
planned and built along the most approved 


lines for the proper display and sale of wood- 
work, paint, builders’ hardware and building 
materials and specialties. “It is our belief,” 
remarked J. Edgar Scheid, of the company, 
“that the successful lumber dealer of the next 
decade will be the one who is able to satisfac- 
torily and effectively display his wares and 
provide helpful service to the prospective home 
builder, in both a financial and advisory ca- 
pacity.” 

of which E. C. 


The Logan Lumber Co., 


West is general manager, has been well and 
Allegheny 


favorably known throughout the 


Valley for a period of over fifty years. The 
company operates three yards, the main office 
being at Tarentum, at which point there is 
also operated a large and thoroughly modern 
planing mill, of latest design and newly 
equipped throughout, due to the fact that the 
mill previously operated by the company at 
New Kensington was destroyed by fire in 1929. 
The company’s third yard is located at Spring- 
daie. 

The Logan Lumber Co. handles and features 
the Curtis line of quality woodwork, and holds 
membership in the Associated Leaders of Lum- 
ber & Fuel Dealers of America. 

As will be observed from the photographs, 
the Colonial motif has been used in the de- 
sign of these lumber stores, which are fea- 
tured by large windows, affording excellent 
facilities for attractively displaying many of the 
lines of goods handled. Inside the stores are 
found displays of Curtis woodwork, roofing, 
oak flooring, paint supplies, fireplaces etc. 








“We naturally are very proud of our new 
lumber stores,” said Mr. Scheid, “and feel that 
with the display space we now have available 
we are enabled to exhibit the latest innovations 
in woodwork and building materials to best 
advantage, and in position to keep the prospec- 
tive home builder and the public in general well 
informed as to the present day trend in build- 
ing.” 

These fine stores are the result of much 
study and effort on the part of Mr. West, the 
general manager. 

“In this connection,” remarked Mr. Scheid, 
“many of the features incorporated are the 
result of information found in the AMERICAN 
LUMRERMAN, which is consistently read by our 
entire organization.” 

The company holds several “contractor meet- 
ings” each year, these usually taking the form 
of a banquet with addresses, and a general get- 
together affair. It also advertises by direct 
mail continuously and extensively. 



































Branch office and store of Logan Lumber Co. at 





New Kensington, Pa., with “close-up” view of the window display at right 
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Retailers’ Idea Exchange 




















ADOPT RESERVE SUPPLY PLAN 





Retailers Form Co-operative Warehouse 
Company to Reduce Overhead 


PHILADELPHIA, Pa., July 28.—A co-operative 
warehouse plan inaugurated by a group of 
members of the Pennsylvania Lumbermen’s As- 
sociation will be known as the Philadelphia 
Reserve Supply Co. The officers of the com- 
pany are as follows: 


President—H. B. Wilgus, H. B. Wilgus 


Lumber Co. 

Vice President—F. T. Jones, Hall Bros. & 
Wood. 

Treasurer—H. P. Robinson, Miller Robin- 
son Co. 


Secretary—J. L. Buckley. 

The Board of Directors is composed of 
B. H. Beatty, Beatty Lumber & Millwork 
Co.; W. C. Coles, C. B. Coies & Sons Co.; 
Jos. Etris, Wister-Heberton Co.; F. T. Jones, 
Hall Bros. & Wood; A. Y. Lesher, Lumber & 
Millwork Co. of Philadelphia; J. K. McLean, 
Stacy G. Glauser & Son; J. W. Roberts, 
Grater-Bodey Co.; C. E. Stoneback, Pierce & 
Williams; J. E. Tague, jr., J. E. Tague & 
Sons. 

President Horace B. Wilgus has also been 
president of the Lumbermen’s Exchange of 
Philadelphia and is treasurer of the Pennsyl- 
vania Lumbermen’s Association. 

The warehouse will be located at 23rd and 
Cherry streets, along the Schuylkill River. 
There is about thirty thousand feet of storage 
space in this warehouse, which has excellent 
handling facilities and is on the siding of the 
Reading and the Baltimore & Ohio railroads. 
Within four miles of this site there are sixty- 
eight lumber yards. 

President Wilgus explained that the Philadel- 
phia Reserve Supply Co. will operate on iden- 
tically the same plan as that of the Minneapo- 


lis company, which has proven very successful. 
It is to begin with a fairly large original mem- 
bership, which will be enlarged from time to 
time as the board of directors approve. The 
qualifications for membership are that a retail 
lumber firm must be a member of the Penn- 
sylvania Lumbermen’s Association, acceptable 
to the majority of the stockholders, approved by 
the board of directors. “The main thought for 
the first year’s operation,” Mr. Wilgus said, “is 
to keep the overhead cut to the bone, and with 
the very satisfactory arrangements so far made 
we hope to be able to keep it low.” 

The thirty-four yards which have banded to- 
gether to form the Philadelphia Reserve Supply 
Co. are as follows: 

Shull Lumber Co., Wister-Heberton Co., 
Stacy G. Glauser & Son (Inc.), North Phila- 
delphia Lumber & Coal Co. Frank C. 
Snedaker & Co. (Inc.), Ralph W. Gerbron, 
William M. Frost & Co., Rufus C. Hoopes 
Estate, Mehl & Latta, J. Gibson MclIlvain 
Co., Frank C. Andrews & Co., Willow Grove 
Lumber & Coal Co., Miller-Robinson Co., C. B. 
Coles & Sons, S. S. Keely & Sons Co., Colling- 
dale Millwork Co., Beatty Lumber Co., Hall 
Bros. & Wood, Grater-Bodey Co., James E. 
Tague & Co., Terry-Gerbron Co., J. E. Smith 
& Sons, Lumber & Millwork Co., H. B. Rosen- 
berger, Pierce & Williams, Mitchell Lumber 
& Coal Co., Henry Palmer Co., Watson Malone 
& Sons, I. F. March’s Sons, Robinson Lumber 
Co., Harry Foster, Gotshal & Morgan, J. S. 
Collins & Sons Co., and Brown-Borhek Co. 


The materials which will be handled by the 
Philadelphia Reserve Supply Co. are wallboards, 
gypsum boards, insulating boards, stained 
shingles, asbestos shingles, asphalt shingles, roll 
roofing, cedar closet lining and stock garage 
doors. 

This list may be supplemented by other spe- 
cialties, but no lumber, millwork or flooring 
can be handled without full consent of all the 
stockholders. 





change of display. 





This Week’s 


Makes Display in Vacant Store Window 


A traveling representative of the AMERICAN LUMBERMAN recently 
noticed in the window of a downtown store in Geneva, IIl., a display of 
stained shingles, over which appeared the name of the Geneva Lumber 
Co. As this looked like an interesting merchandising idea, the editor 
of this department asked Mr. N. Brown, of the Geneva Lumber Co., for 
further particulars, which he has kindly supplied, as follows: 


There was a vacant store downtown and we thought it would be a 
good idea to use the windows for our display of stained shingles. The 
Weatherbest company furnished the display material, including a small 
model of a house before exterior modernizing with shingles, and another 
model showing the same house after modernizing. We mailed circulars 
to a selected list, and invited the people to observe our display. We also 
had a window showing various kinds of asphalt and asbestos shingles, 
the display material being furnished by the manufacturer of those prod- 
ucts. We consider that the publicity was well worth while, as it seems 
as though about everyone stopped and looked at the window. We have 
been able to trace some sales direct to this source. In short, direct and 
indirect results have been so satisfactory that we plan to continue with a 


Timely Tip 








Where Locate Lumber Store? 


Should the lumber store be located at’ the 
yard, or at a separate location on the main 
business street? There is something to be said 
on both sides of the question, assuming of 
course that the lumber yard location is rea- 
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The Dumberman’s 
+4 Mother Goose ”’ 


CHAPTER XXXI 
Jack and Jill 
Went up the hill 
To buy a joist and a rafter. 
But the dealer slipped 


When his service ripped, 
And the sale came tumbling after. 











sonably convenient and accessible to the public. 
Otherwise, there is no point to locating a store 
there, as the prime requisite for a successful 
venture of this sort is people. Unless enough 
people can be induced to visit the store to 
make it worth while to maintain a display of 
this sort, the situation may call for some other 
form of publicity rather than elaborate dis- 
plays which relatively few people will see. 

On the other hand, by establishing a store 
and display room on a business street the lum- 
ber dealer may, if he performs his part, be 
reasonably sure of attracting his share of the 
attention and trade of the public. 

About nine months ago, the Central Lumber 
Co., of Charlotte, N. C., opened a main street 
store, which despite unfavorable business con- 
ditions arising at about that time and continu- 
ing ever since, has nevertheless fully justified 
itself, even on the basis of profits earned, and 
much more so in the form of favorable publicity, 
according to a letter received this week from 
H. H. Baxter, president of the company, who 
emphatically adds: 

“Our advice to dealers contemplating opening 
a store of this sort is to be sure that it is lo- 
cated on the main street, and not down at the 
lumber yard.” 

Mr. Baxter advises that sales have increased 
to an extent requiring the services of an extra 
man, and also adding a delivery truck for the 
paints, hardware and other small items sold. 
It has been found advisable to add a small 
line of unpainted furniture, to attract the 
“lady of the house.” 

“This line,’ says Mr Baxter, “together with 
our increased paint sales and a line of hard- 
ware, is really making the store worth while. 
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At 
Regardless of what financial success we have in some sales for material for suitable houses is the sort of thing most people will want to 
had with the store, a retail lumber dealer has and other equipment. buy. For instance, we stock over at the ware- 
to spend some money for advertising and pub- At Mr. Ayres’ feet, in the picture, is seen house the nationally advertised Balsam-Woo] | 
licity anyway, and we feel that maintaining the head of a young spaniel, the raising of this and Vento steel sash, and Celotex. There are bo 
this store is the best form of general pub- popular breed of dogs being his other sideline. others, too, that we are glad to stock because re 
licity we have undertaken thus far. We have He has raised several litters of pups,and dis- they are advertised. You know, we don’t have lez 
tried other forms, but this is the first that has posed of them at good prices without a cent of to bear all the burden of making the customer re! 
really given us concrete results and orders. So expense for “sales promotion,” as the people gr 
much money is wasted in advertising that we of the community and motorists going by are 
hope our experience may be a guide to other glad to get them at prices which have meant a ow 
dealers in spending their money.” nice profit. f 
The store of the Central Lumber Co. is situ- et ee a 
ated-on the main street of Charlotte, less than Value of a Central Warehouse pe 
three blocks from the “Square,” and is sur- Granp Raps, MicH., July 28—A dozen be 
rounded by ‘we « the —* leading retail retail tumbermen of this city are finding the tr 
establishments. See illustration on page 39. solution to their problems of maintaining ex- Wi 
ee eee tf pensive complete stocks of special items, such as in 
A Lumber Retailer’s Sideline shingles, sash, and garage doors, in a central F 
Here is a retail lumberman with a couple warehouse similar to the one used with such C 
of real sidelines, or perhaps hobbies is a better Success in Minneapolis, Minn, With eight re- 5 
word to describe these “extra” activities of  tailers irom outside the city they operate the bs 
S. M. Ayres, manager of the Coal City Lum- Grand Rapids Reserve Supply Co. (Inc.) at pa 
ber Co., Coal City, Ill, from which he derives 111! Logan Street, S. W., and find it a profitable ¥ 
, =e corporation as well as a convenience to the re- si 
— tail companies using its services. a 
The organization was incorporated last Jan- of 
uary and started operation in February. Such p! 
a plan had been considered for months, but the 
closing of the H. M. Reynolds Co.’s shingle Ce 
plant here “forced the issue,” and soon the pos- p 
sibility was a reality. Prominent in the activi- r 
Na badd crear Reema a This snapshot taken in the yard of the Gallant al 
Noorthoek, sec 7-treas < ; 2 —e* . 7 . : ) 
a representative of the AMERICAN LUMBERMAN Lumber & Coal Co., Toledo, Ohio, shows how “ 
of some of the ways in which the central ware- that concern saves valuable time of motor and ‘“ 
house had proved of value in the Riverside river, by the use of trailers. In the picture, p 
company’s merchandising of lumber and build- an order is being loaded on a trailer while the ti 
ing materials. vey motor is out delivering another load with a 
lhe warehouse carries a stock of hiteen or similar trailer 
twenty items in each line, which of course gives 
each of the retail yards the advantage of a 
stock much larger than it could afford to carry know what value he is getting. When he gets 
in its own sheds. This is especially conven- advertised products from us he sort of knows 
ient in the case of shingles, Mr. Noorthoek said, just about what he is getting, and feels already i 
for the products of two different companies are acquainted with it. We can get what we u 
kept in stock. The stock does not consist of | want quickly, too, because the manufacturers 0 
just a few designs, but there is a varied as- realize that we are big enough to make it worth t 
sortment, and the retailer knows that he can while to give us really good service, and we | 
sell his customer exactly the type of roofing do get good service.” é 
that is desired, in color and design and ma- In the stocking of a large supply of sash ] 
terials, and that he can furnish it at once be- the central warehouse is convenient, too, for d 
cause his roofing is right here in Grand Rap- then the customer can secure just exactly what f 
ids waiting for him, instead of at a factory or he wants, from the retailer with whom he likes j 
factory branch somewhere. The warehouse’ to do business. This holds especially true of ( 
carries a stock of ten cars of roofing. Naturally such large and individually expensive items as l 
this gives the corporation a strong buying overhead doors, too. The central warehouse 
power arid advantageous prices can be secured, keeps a stock of overhead garage doors, and ' 
which gives the stockholders of the warehouse the cost per car is no deterrent because of the , 
a neat profit. size of the buying organization. 
Mr. Ayres holding a pair of “turkens.” Note “It doesn’t matter particularly what line you “If we were located in another sort of city,” 
head of spaniel at his feet sell,” Mr. Noorthoek said, “so long as it is a Mr. Noorthoek said, “our warehouse would 


considerable pleasure and one of which, at 
least, produces a very satisfactory profit. 

In the accompanying photograph Mr. Ayres 
is seen holding in each hand a “turken” chick. 
Being of a dark color, the head of the one 
held in his right hand is plainly discernible, but 
his light colored brother, or sister, as the case 
may be, held in the other hand, will have to 
be accepted “on faith.” 

It should be explained that raising “turkens” 
is a hobby in which Mr. Ayres is quite inter- 
ested. This breed of fowl is a hybrid, resulting 
from a liaison between a hen and a turkey, 
or vice versa, exact information on that point 
being lacking. These “turkens,’ Mr. Ayres 
says, grow to a weight of 17 pounds. On ac- 
count of their novelty, at least in that com- 
munity, these fowls have aroused a good deal 
of interest, largely stimulated by the fact that 
Mr. Ayres equipped one of his display win- 
dows with a home-made brooder house, and 
the young “turkens” were kept therein on cold 
and rainy days last spring, this unusual display 


quality product and is nationally advertised. 
Others may be just as good, but if you want 
volume sales you must rely upon some product 
that is kept before the public eye, because that 


probably carry a generous stock of plywood, 
too, but here in Grand Rapids it is not necessary 
for there is always a large amount of all kinds 
of plywood available at the furniture factories.” 


























It is a far cry from the old-time country lumber yard shown in the above photograph to the 


attracting a great deal of attention. 

While as stated, this is a hobby with Mr. 
Ayers, there nevertheless is, as the poet says, 
“method in his madness,” as he believes that 
if he is successful in introducing this new type 
of fowl into the community others will naturally 
take up the raising of them, which will result 


presidency of one of the great line-yard companies of the Southwest. That is the record of 

Charles A. Antrim, now president of the Antrim Lumber Co., of St. Louis, Mo., operating re- 

tail yards and stores in Missouri, Oklahoma and Texas. On July 28, Mr. Antrim celebrated the 

50th anniversary of his entry into the lumber business. It was not until 1887, however, that he 
acquired the yard pictured above, located at Greely Center, Neb 
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Wood Canopy Serves Double Use 


Rambling through Chicago’s Loop with note- 
book and camera an AMERICAN LUMBERMAN 
representative Came upon what looked like at 
least the germ of an idea that might help city 
retailers to sell more lumber. Here is the back- 
ground—and the picture: 

When in a city a new building is being 
erected, or an old building is being remodeled, 
it is the custom for the builder ‘to construct 
some sort of wooden canopy to protect passing 
pedestrians. from falling boards or playful I- 
beams which might happen to get beyond con- 
trol. As a rule these canopies appear as wooden 
walls and nothing more—most decidedly noth- 
ing beautiful. 

A new idea, however, has been advanced in 
Chicago recently, fittingly enough on State 
Street, the broad thoroughfare of retail trade 
whose merchant princes are known the world 
over. Here on the Midwest’s “Great White 
Way” that which for many years has been con- 
sidered a necessary evil has been converted into 
a real business asset, and it is done by the use 
of lumber—southern pine, as examination 
proved. 

Maurice L. Rothschild (Inc.), one of Chi- 
cago’s largest clothiers, far from whining about 
poor business conditions is enlarging the al- 
ready large store at the corner of State Street 
and Jackson Boulevard. The business is ex- 
panding into the building adjoining on the 
south. Extensive alterations were necessary in 
order to fit the structure to the Rothschild pur- 
poses. The front of the annexed building was 
torn away, and it was necessary to put up a 


protective canopy. In most such cases the at- 
titude of the contractor and the owner or lessee 
has been, “It’s only temporary, so we'll build it 
in the easiest and quickest way, and the cheapest 
—if it doesn’t look so nice, why that’s just 
too bad.” 


This time it was different. David Mayer, 




















The unique design of this protective canopy pro- 

vides two splendid display windows. Built thus, 

more material is required and the lumberman 
profits accordingly. 


vice president of the clothing company, saw an 
opportunity to convert the required canopy into 
favorable advertising for the firm and an un- 
usual display of some of the men’s wearing ap- 
parel sold by Rothschild’s. The accompanying 
illustration, a photograph taken at noon by the 
AMERICAN LUMBERMAN representative, looking 
north on State Street toward Jackson Boule- 
vard, pictures the result. 

On each side of the canopy, at the south end, 
a small display window was built, tastefully 
decorated, and, of course, brilliantly lighted at 
night as is the custom on this street. At the 
north end of the canopy two other display win- 
dows were built in a similar manner; these 
are adjacent to the main display windows of 
the original Rothschild store. Always just as 
great care is taken to have these small auxiliary 
windows properly decorated as is the case with 
the large windows that are permanent, for 
these, too, represent the store. 

An official of the store, commenting upon this 
new use for a protective canopy, considered Mr. 
Mayer’s idea a real achievement. This com- 
pany is a staunch believer in the power of clev- 
erly arranged display, and the management had 
no doubt that the benefit derived from the use 
of the added display space for two months 
would much more than offset the cost of the 
installation. 

It is not an expensive type of construction, as 
the picture shows. The lumber is Nos. 1 and 
2 common southern pine. The same system 
could be used on plenty of other buildings, with 
equaily good results, and afford the dealers 
supplying the lumber a nice increase in their 
sales totals. 


Urges Farmers to Use More Paint 


[The following very practical advice regard- 
ing the use of paints on the farm formed part 
of an address delivered by E. W. Dobson, vice 
president of the J. F. Anderson Lumber Co., 
Minneapolis, before a gathering of lumber deal- 
ers and farmers assembled at the University of 
Minnesota. A longer installment of the same 
address, dealing with the use of lumber on the 
farm, appeared on pages 40 and 41 of the July 
26 issue. Both these articles are deserving of 
careful reading by dealers desiring to sell more 
lumber and more paints for farm use.—Eb110r. ] 


One of the most important items of building 
material for the farm and one that is probably 
neglected more than any other, is that of paint. 
_ In the construction of your farm buildings, 
it is very important that you select the proper 
lumber for each particular purpose. When you 
build a house, or barn, or any other farm 
building, your main thought is to build for 
permanence, but even though you use the very 
best lumber and other building materials ob- 
tainable, your buildings will not endure unless 
they are properly protected by paint. 


Paint Protects and Beautifies 


The use of paint and varnish is as old as 
history. As far back as the days of the cave 
dwellers, paint decorated the walls of men’s 
homes. The Egyptians and the early Greeks 
used preservatives on their ships, and paint to 
beautify and protect their dwellings. Through- 
out history, the primary use of paint and var- 
nish has been to preserve and beautify, and 
after these thousands of years these materials, 
as developed today, are the best preservatives 
known. Not only that, but paint is the founda- 
tion of color and beauty and gives you healthier 
and better lighted homes; ‘surroundings that 
are more cheerful as well as more artistic. 

In no other place is painting more neglected 
than on the average farm. I venture the state- 
ment that there is more depreciation in the value 
of farm buildings, due to insufficient painting, 
than from any one other single cause. 

Wood exposed to the weather is bound to 
rot and decay. Paint is nothing but liquid 
metal, and by the application of paint on wood 
you form a weatherproof wear-resisting film 


which wards off these destructive processes in- 
definitely. 


“Can’t Afford to Paint” is Fallacy 


The worst mistake that the average prop- 
erty owner makes is that he “can’t afford to 
paint.” How often have you told a salesman 
who tried to interest you in painting your build- 
ings, that you couldn't afford to paint right 
now? That is the worst mistake you could 
possibly make. Just the opposite is true. It 
costs you a whole lot more not to paint than 
it does to paint. An actual comparison of over 
5,000 painted and unpainted buildings dis- 
closed the amazing fact that unpainted buildings 





Have you ever spoken 
to any of your employees 
about Home Ownership? 











depreciate at the rate of 7 percent a year while 
painted buildings depreciate at the rate of only 
2 percent a year. 

This means that the depreciation of your 
buildings will be reduced 5 percent per year 
by keeping them properly painted. 

If your property was worth $5,000 at start, 
your depreciation at the rate of 7 percent per 
year would be $350. At the rate of 2 percent, 
your depreciation would be $100. In other 
words, if you keep your buildings properly 
painted you will reduce their depreciation at 
least $250 per year, and it would not cost you 
half of that amount to keep these buildings 
properly painted, so you can see that the 
proper use of paint on your farm buildings will 
pay you a splendid dividend. 

In other words, you can not afford not to 
paint. Not because your lumber dealer wants 
to sell you paint, but because we absolutely know 
that painting will not only preserve and beau- 
tify your farm buildings, but will greatly in- 


crease their value, I urge you to keep your farm 
buildings properly painted. 

I am not here to recommend any particular 
brand of paint. Naturally each lumber dealer 
thinks that the brand he sells is the best brand 
to buy, but I do want to give you this thought: 
There are over 1,100 different kinds of paint 
manufactured in this country and there are less 
than fifty honest brands of paint on the mar- 
ket. 

I urge you to buy only the best grades, and 
to be sure of getting good paint by going to 
a reliable local dealer in your community. 
There are two kinds of paint to buy: Quality 
paint or Cheap Price paint; and paint is like 
anything else, you get what you pay for. 

More and more our customers are buying 
better grades of paint because they are finding 


‘ that these better paints, even though they cost 


more per gallon, are really cheaper than the 
paints that cost less per gallon because they 
cover a good many more square feet of sur- 
face and last much longer. The only way to 
buy paint is by the number of square feet of 
surface covered and not by the price per gal- 
lon. Today a constantly increasing number of 
farmers in the Northwest are actually buying 
the finest grade of house paint with which to 
paint their barns and other outbuildings. 


Interior Painting Important, Too 


I haven’t time to discuss the subject of in- 
terior painting other than to say that it is 
just as important to protect the interior of 
your home as it is the exterior, and that you 
can greatly add to the comfort of living by 
beautifully decorated interiors. 

In painting, there are a good many features 
to be considered. Interior painting can be 
done any month of the year. Exterior paint- 
ing should be done in the spring, summer and 
fall months. 

Preparation of the surface for painting is 
important. Be sure and allow ample time be- 
tween the application of the first and second 
coats. The proper application of paint is very 
important. Consult your lumber dealer. He 
will be very glad to assist you in the selection 
and application of paint for your buildings. 
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Lumber Clubs Meet, Work and Play 


Assemble in Cloverland 


CaLuMeET, Micu., July 28.—Michael Farrell, 
of I. Stephenson Co. Trustees, Escanaba, Mich., 
was elected president of the Cloverland Retail 
Lumberinien’s Club at the annual meeting, held 
at Miscowaubik Club, Calumet, July 19. L. H 
Finkbeiner, Consolidated Fuel & Lumber Co., 
Ishpeming, was elected vice president, and E. E. 
Dickson, City Lumber Yard, Iron Mountain, 
Mich., was re-elected secretary-treasurer. W. 
H. Thielman, Armstrong-Thielman Lumber 
Co., Calumet, retiring president, was elected 
to the board of directors, and J. E. Willmes, 
Armstrong-Thielman Co., and P. B. Spear, 
F, B. Spear & Sons, Marquette, Mich., were 
re-elected to the board. 

Following the opening of the meeting at 2 
o'clock and the reading of reports, Benjamin 
F. Springer, John Schroeder Lumber Co., Mil- 
waukee, president Wisconsin Retail Lumber- 
men’s Association, addressed the dealers on 
“Knocking on Wood.” “Overproduction and 
underconsumption in the lumber industry have 
been brought about by too much knocking on 
wood, and the terrific competition of substi- 
tutes,” Mr. Springer said. He described the 
change in retailing, with the dealer doing ac- 
tive merchandising, and “no longer bidding 
blindly on bills brought in by the contractor.” 
He made a plea to the dealers to make it as 
easy to build a home as to buy a car. “It is 
hard to build a home, and contact so many firms 
and professions,” he pointed out. “Be the hub 
of the wheel for complete home building in your 
town. The dealers must help all the manufac- 
turers merchandise their products or they can 
not maintain their position of distributors. 
Lumber should not be the deciding factor as to 
whether building costs are high or low,” Mr. 
Springer concluded. “It is the modern con- 
veniences, the ‘gingerbread’ in the home which 
is responsible for the higher cost of building 
today.” 

Don S. Montgomery, secretary Wisconsin 
Retail Lumbermen’s Association, told the deal- 
ers of newspaper publicity methods for meeting 
mail order competition. He discussed a pro- 
posed plan for financing home building. A 
roundtable discussion followed, covering such 
subjects as lumber dealer entrance into the 
contracting field; outside roofers’ competition, 
and other problems of immediate interest. Par- 
ticipating were A. L. Axelson, F. & A. Lumber 
Co., Crystal Falls, Mich.; Albert F. Quandt, 
Hamar-Quandt Co., Houghton; L. F. Fink- 
beiner, and others. 

About a hundred members were in attend- 
ance. After the business session the members 
were escorted on sight-seeing trips around the 
copper mines and other points of interest. 
There was a banquet at the Miscowaubik Club 
in the evening. The program and menu for 
the banquet was printed on two plates of cop- 
per, as a souvenir to the copper country. In 
the evening, Prof. James Fisher, of the Michi- 
gan College of Mining & Technology, was the 
principal speaker. 

Ladies in attendance were entertained at 
the Miscowaubik Club, and later taken on a 
trip through scenic Kewennaw. 


Walworth County Dealers Organize 


DeLavan, Wis., July 28.—Walworth County 
retail lumber dealers, meeting at the Lake 
Lawn Hotel here, have decided to organize per- 
manently as a smaller group of the Wisconsin 
Retail Lumbermen’s Association. The dealers 
felt that the results would be more advan- 
tageous than functioning as a part of the South- 
eastern Lumbermen’s Club, since they could 
meet more frequently and give considerable dis- 
cussion to local problems. 

Don S. Montgomery, secretary Wisconsin 
Retail Lumbermen’s Association, presided at 
the organization meeting, which followed the 
dinner, and introduced B. F. Springer, presi- 


dent of the State association, who discussed the 
lumber business from new angles. He said: 

We must try to lift ourselves out of a rut, 
because we are too close to the business. 
What is the lumber industry? We must go 
back to 1620 to the pioneer days. Every time 
a tree was cut, a home was built. We have 
a heritage to respect—a sentiment in our 
business. When people say that lumber is 
not as good today, and prices too high, think 
back. Today lumber is manufactured better, 
kiln dried better and when right lumber in 
the right place is used, a better house than 
ever is built. But when price, price, price, 
forces in substandard material, the dealer is 
false to his industry, and to the future of his 
industry. 

We have invited substitutes by making the 
pathway too easy. How can we bring lumber 
back? We can not afford to allow any petty 
competition on price to jeopardize the future 
of the building business. Why have we the 
chain grocery store? A weak spot showed 
up. Politicians and laws on the statute 
books can not stop economic progress. Has 
anyone made the building game easier for 
the general public? The mail order houses 
have. The retailer is doomed who fails to 
fight with the same tools. 

Get the spirit of give and take. The 
manufacturers are playing our game. Your 
economic place as a retailer is in the com- 
munity in which you are located. If the re- 
tailer is broken down, and building materials 
are not obtainable in that community, the 


the Walworth County Lumbermen’s Club. B. 
L. Jones, Sage-Fifield Lumber Co., Delavan, 
was elected president; L. A. Hollister, A, 
Hollister & Sons Co., Williams Bay, secretary; 
and Jerome Baker, Whitewater Lumber Co, 
Whitewater, Wis., treasurer. 

The club attended the “Dealers and Dollars” 
merchandising school at the Y. C.. & 
building in Lake Geneva today. 





To Aid Good Construction 


St. Louts, Mo., July 29.—The construction 
division of the St. Louis Better Business Bu- 
reau has this week sent out about twenty-five 
hundred copies of revised specifications for 
lumber used in the smaller type of home. All 
persons in any way interested in the lumber 
business in this district will receive a copy, 
and will be asked for suggestions and criticism. 
The construction industries division of the Bet- 
ter Business Bureau comprises some seventeen 
different branches of the building industry, and 
is guided and directed by an executive coun- 
cil composed of nineteen leading St. Louis 
business men, representing the various branches 
of the construction industry. 

The “Good Practice Specifications for Fram- 
ing Lumber and Carpenter Work” is the result 





spending it for a home? 





Wuat in your opinion is needed to change the cur- 
rent thought—from spending money for pleasure to 


How would you go about it? 








manufacturer is invited to come in either 
direct or via warehouse. I ask for no agree- 
ments, but for friendly, intelligent, competi- 
tors. Take up the subject of accounts receiv- 
able, and credits and collections. Make your 
meetings effective by checking these things. 
Discuss the carpenter. Do a lot of thinking 
on your business. Let’s be open and above 
board with ourselves, and give and take in 
our meetings. 


At the “pet peeve” session, long distance 
trucking by big city dealers to smaller, distant, 
towns; proper charges on return merchandise; 
terms of sale; past due accounts; delivery 
truck costs; trucking of cement and discounts 
to contractors, were subjects discussed. 


Picnic on Silver Lake 

Wautoma, Wis., July 28.—About eighty 
members of the Central Wisconsin Lumber- 
men’s Club, salesmen, visitors, and families, 
were in attendance at the annual picnic at Camp 
Waushara on Silver Lake near here. While 
the 96 degree weather did not aid the athletic 
events, the visitors reported a good time at 
baseball and bridge, swimming and golf. C. F. 
Kellogg, Kellogg Bros. Lumber Co., Wisconsin 
Rapids, Wis., was at the picnic and umpired a 
baseball game, the retailers winning over the 
salesmen. 


Lumbermen Address Kiwanians 

Waukesha, Wis., July 28.—B. F. Springer, 
president of the Wisconsin Retail Lumbermen’s 
Association, and Don S. Montgomery, secretary, 
were guests of Waukesha lumber dealers before 
the local Kiwanis group, at its weekly meet- 
ing at the Avalon hotel July 23. President 
Springer was the principal speaker. 

The dealers decided to call their organization 





of an exhaustive study upon the part of its 
consulting engineer in cooperation with its reg- 
ular lumber advisory trade group committee, 
and was submitted to, and received the favor- 
able consideration of, the executive council of 
its construction industries division before pub- 
lication. They were, therefore, the studied con- 
clusions of a group of well qualified men. Nat- 
urally, local conditions were considered and 
they influenced this particular set of specifica- 
tions, as they have influenced other specifications 
that have been published by the construction 
industries division of the St. Louis bureau. 
These “Good Practice” specifications are what 
may be termed “minimum good practice speci- 
fications” and are designed to apply to the St. 
Louis area and are not to be construed as na- 
tional in scope. 


The Better Business Bureau circulates such 
specifications among various branches of the 
building industry, before they are distributed 
to the public, and they have not as yet been 
distributed to the general public. 


It is the intention of the bureau, when the 
specifications are finally completed, to distribute 
them widely to the public as a guide in small 
home construction. The type of dwellings in 
mind is one that generally cost less than $10,000. 
These specifications are intended as a general 
guide to the public in their relations with the 
construction industry. The Bureau has neither 
the power nor the inclination, beyond that of 
moral suasion and publicity, to force them upon 
either the contractor or the individual who 
may undertake his own construction. They 
are designated as suggestive of good practice 
and when followed assure good construction 
and maximum satisfaction on a minimum of 
up-keep cost. 
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Ship High, Bill Low Grades 


SeaTtLe, WasH., July 26—Lumber and 
plywood manufacturers, whose attention has 
been called to it, have evidenced considerable 
interest in a report printed by the Timber 
Trades Journal, of London, England, in its 
issue of July 5. This report said: 

Oregon pine has been a little more to the 
fore of late and, whilst the demand can not 
be described as brisk, a fair volume of busi- 
ness appears to have been transacted. Like 
all other plywoods, the main demand is for 
the lowest grade—in this particular line “B” 
quality. Whilst the price factor undoubt- 
edly plays a big part in this matter, the real 
reason for the popularity of this grade is 
largely due to the fact that, in the main, the 
majority of the boards shipped from the best 
mills might well be described as “AA.” ‘“B” 
grade today is practically free of defects two 
sides, in many cases actually clean two sides, 
the only difference between this grade and 
“A” being that of variation in the grain. 


The thing that has impressed those who have 
seen this news item is that, in an unbiased 
market report by a recognized trade journal 
attention should so frankly be called to a situa- 
tion which apparently is not unusual in the ex- 
port trade, indicating that some manufacturers 
of Douglas fir plywood are shipping a No. 1 
grade, and billing their foreign customers for a 
No. 3 grade, this being so apparent that buyers 
could find no reason for purchasing anything 
higher than a No. 3 grade. 

While the charge is frequently made in the 
United States that lower grades of lumber are 
substituted for the higher grades actually 
bought, it is not often that a case is found 
where manufacturers ship a higher grade and 
bill it out as a lower one. 


Wisconsin Tax Methods Upheld 


Mapison, Wis., July 28.— The Wisconsin 
supreme court has handed down a decision in 
four income tax cases involving the Northwest- 
ern Lumber Co., the Rust-Owen Lumber Co., 
the New Dells Lumber Co., and the John S. 
Owen Lumber Co. It upheld the State tax 
commission’s methods of assessing and taxing 
such concerns. The companies had disputed 
the valuation fixed by the commission on cer- 
tain lands, the method by which the inventory 
value of the companies was fixed, and whether 
the commission, after having made an assess- 
ment, could make a re-assessment to reach what 
it considered a fairer valuation. On all points 
the commission was upheld. Officials in the 
State tax commission office said that the State 
could collect approximately $100,000 from the 
companies as a result of the decision. 


To Build Huge Distillation Plant 


MempHIs, TENN., July 29.—Organization of 
the Crossett Chemical Co., with large hardwood 
operators back of it, and plans for building a 
huge wood chemical plant at Crossett, Ark., by 
fall, were announced here this week through 
W. H. Matthews, who will be president of 
the new concern. Mr. Matthews is president of 
the Forest Products Chemical Co., of Memphis, 
probably one of the leaders in the wood dis- 
tillation industry, and he also is head of the 
Newberry Lumber & Chemical Co., of New- 
berry, Mich. Associated with him and his 
interests in the new venture will be Crossett 
Watzek Gates, of Chicago. Their properties 
include the Crossett Lumber Co., of Crossett, 
rg and the Fordyce Lumber Co., Fordyce, 
Ark, 

The new concern will have thousands of 
acres—probably as much as 400,000 acres—of 
Cut-over timber land and other timber available 
trom its own holdings, to say nothing of being 
in the center of a region of cut-over lands from 
which millions of cords of raw material can 

drawn. 

The new company has an initial capitalization 


of $500,000, but will represent investments to- 
taling millions of dollars, it is said. 

Hardwoods will be used exclusively in the 
chemical plant, which will extract wood al- 
cohol, acetic acid and a great number of other 
byproducts, including wood coke, using many 
of the methods that Mr. Matthews and his com- 
pany have been !argely instrumental in de- 
veloping. Output will be about 1,500 tons of 
acetic acid yearly, and 30,000 cords of wood 
will be used. Natural gas from Louisiana and 
Arkansas fields, plus hydroelectric power from 
near-at-hand sources, will be available to the 
new plant. 


Model Shows Good Construction 


Granp Rapips, MicuH., July 29.—A lumber 
frame model of a house, built to one-eighth 
actual size, showing the several points of good 
construction, was on exhibit this week at the 
annual convention of the United States Build- 
ing & Loan League. This model had been 
loaned to the committee on public relations by 
the Southern Pine Association, for the pur- 
pose of ocularly demonstrating the better form 
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Model shows good wood construction 


of wood construction embraced in a compilation 
known as “Building and Loan Construction 
Standards” which has just issued from the 
press, and which was formally announced dur- 
ing this convention. 

Prominent in the exhibit, also, was a steel 
frame house, all sills, joists, studs and rafters 
being of that metal. 

Lumber was represented on the program 
today by L. R. Putman, merchandising counsel 
of the Southern Pine Association, who spoke 
to the subject, “Popularizing Home Owner- 
ship.” During his taik Mr. Putman made 
strong mention of the possibilities for popular- 
izing home ownership by so supervising the 
quality of materials and the kind of work- 
manship which enter into the building of a home 
that the “jerry” form of construction will no 
longer be seen. 

A note of optimism was sounded by Thomas 
F. Holden, vice president of the F. W. Dodge 
Corporation, who informed the building and 
loan people that the housing surplus has been 
mostly absorbed, and that residence construc- 
tion is being resumed. 





Adopt Firm Price Policy 


EvucENE, Ore., July 26.—In a talk before the 
Willamette -Valley Lumbermen’s Association, 
Col. W. B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, presented 
a plan which would tend to stabilize the lumber 
market. The plan was adopted by a unanimous 
decision of the local association. Eighty per- 
cent of the mills on the Coast have already 
agreed to the project, and the recent decision 
of Lane County mill owners to enter the plan 
will strengthen it considerably. 

The plan calls for the issuing of a price list 
by each individual mill. No price agreement 
among mills is contemplated in the firm price 
list plan as approved. It means, however, that 
each mill which approves the firm price basis 
for sales shall make clear what its prices are 
by issuing a printed list of prices for the items 
it produces, with terms and conditions of sale 
that appear to the management best suited to its 
market opportunities and manufacturing prac- 
tices, and which will be adhered to until sup- 
planted by another list. 

Wild fluctuations as well as prices that are 
too high or too low serve to put and keep the 
lumber business in disrepute, it was brought out 
at the meeting. A policy that permits chronic 
uncertainty and instability of prices is not 
creditable to those in lumbering. 

The individual firm price policy was inaugu- 
rated by the southern pine operators several 
weeks ago and is proving successful, it was 
declared by Col. Greeley in outlining the policy. 
Essentially, the policy will give each mill free- 
dom to use its market opportunities, but will 
largely curb the present market demoralization 
and uncertainty. 





Analyzes Relusestation Proposal 


New York, July 28—The New York State 
Reforestation Commission, in a report issued 
today, gives an analysis of the proposed con- 
stitutional amendment for the establishment of 
production forests. The amendment will be 
presented to the next legislature and, if ap- 
proved, will be submitted to the voters next 
year. The program calls for the expenditure 
of $20,000,000 through fifteen years. The com- 
mission plans to buy 1,000,000 acres outside 
the Adirondack and Catskill regions, and make 
idle public land productive of lumber yielding 
trees. 





Big Oregon Mill Destroyed 

EvucENE, Ore., July 26.—Tinder-dry material 
afforded little resistance to a fire which started 
last week, at the big Anderson and Middleton 
lumber mill at Latham, Ore., and as there was 
a lack of water it was destroyed. The loss was 
estimated between $150,000 and $200,000, of 
which only about $25,000 was covered by in- 
surance. The mill, which had been closed for 
some time, was under the supervision of George 
Gerlinger, Portland, who is receiver for the 
stockholders. The planer. had been leased to 
Warren Daugherty and Clyde Roberts, of the 
Latham Lumber Co., but had not been operat- 
ing. The loss included the mill, planer and 
the lumber in the yards. The mill had been 
rebuilt by J. H. Chambers after it had been 
destroyed by fire during the war, and was 
sold to Anderson & Middleton in 1923. 

Receiver Gerlinger stated that very probably 
a new mill will be built on the site, which is 
exceptionally fine, especially since a large body 
of timber, about 300,000,000 feet, is owned by 
the company, while it has a contract on a 
large body of Government timber, and also a 
railroad. The properties are to be sold by 
the court some time in September, when they 
may be bid in by the bondholders and put in 
shape for resumption of operations. 


Harvarp Economic Society’s weekly index of 
wholesale commodity prices dropped to 79.5 for 
the week ended July 23, 1930, from 80.5 for 
the week ended July 16, 1930. 
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National Production, Shipments and Orders 


Wasuineron, D. C., July 28.—Following is the National Lumber Manufacturers’ Association report for the week ended July 19, 1930, and for 
twenty-nine weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, and percentage comparison with statistics 


of identical mills for the corresponding period of 1929: 








ONE WEEE No. of 
Softwoods: Mills 
Southern Pine Association...........cceccees 128 
West Coast Lumbermen’s Association......... 183 
Western Pine Manufacturers’ Association..... 66 
California White & Sugar Pine Mfrs.’ Assn... 17 
Northern Pine Manufacturers’ Association.... 7 
Northern Hemlock & Hardwood Mfrs.’ Assn... 21 
North Carolina Pine Association............. 47 
California Redwood Association.............. 12 
iy . +.ci deehwaetecsnecdsiacase 481 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 189 
Northern Hemlock & Hardwood Mfrs.’ Assn... 21 
ME oc cccebeedcacesewes beeewe 210 
eee an Hee wee sewn eee 670 
-NINE WEEKES Mills 
Softwoods: Reporting* 
Southern Pine Association. .....ccccccccccccs 126 
West Coast Lumbermen’s Association......... 183 
Western Pine Manufacturers’ Association..... 62 
California White & Sugar Pine Mfrs.’ Assn... 25 
Northern Pine Manufacturers’ Association.... 8 
Northern Hemlock & Hardwood Mfrs.’ Assn... 26 
North Carolina Pine Association.............. 45 
California Redwood Association.............- 13 
RAO TSR OP 488 
woods: 
Hardwood Manufacturers’ Institute........... 191 


Northern Hemlock & Hardwood Mfrs.’ Assn... 26 


Total hardwoods 
See GHD Sectetveccceves Sobebwsranes evs 679 


*Average weekly number. 





Production 


47,186,000 
113,720,000 
44,391,000 
20,788,000 
8,790,090 
3,479,000 
4,049,000 
5,549,000 


247,952,000 


23,403,000 
3,878,000 
27,281,000 
275,233,000 





1,5138,859,000 
4,160,750,000 
1,104,164,000 
505,296,000 
127,886,000 
88,359,000 
152,037,000 
193,300,000 


7,860,651,000 


834,927,000 
196,430,000 


1,031,357,000 
8,892,008,000 








Percent 
of 1929 
81 
63 
81 
82 
106 
119 
64 
74 


72 


67 
93 
70 
72 


Shipments 


41,265,000 
134,791,000 
35,041,000 
14,652,000 


3,995,000 
239,632,000 


20,553,000 
2,609,000 


23,161,000 
262,793,000 


1,418,067,000 
4,076,874,000 
938,894,000 
587,806,000 
122,065,000 
62,373,000 
132,002,000 
179,046,000 


7,517,127,000 


0,744,000 
4,822,000 
5,5 


5,566,000 
8,382,693,000 


ola 


5 
1 
6 


Percent 
of 1929 


Orders 
40,908,000 
131,244,000 
36,809,000 
13,100,000 
2,884,000 
1,526,000 
3,506,000 
3,972,000 


233,949,000 


1,394,190,000 
3,875,807,000 
945,394,000 
594,503,000 
115,325,000 
58,766,000 
118,192,000 
178,311,000 


"7,280,488,000 


714,938,000 
96,911,000 
811,849,000 
8,092,337,000 


———— 


Percent 
of 1929 
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Relation of Unfilled Orders to Stocks 


West Coast Analysis 





Wasuincton, D. C., July 28.—Following is a statement for five associations of the gross 
stock footage July 19, and the percentage relationship of unfilled orders of stocks: ii , 
rders 0 
No. of Gross Unfilled Stocks— 
Association— Mills Stocks Orders’ Percent 
Southern Pine Association..........ccccccsccees 124 947,645,000 129,822,000 14 
West Coast Lumbermen’s Association........... 140 1,388,925,000 296,023,000 21 


Western Pine Manufacturers’ Association 
Northern Pine Manufacturers’ Association 
Hardwood Manufacturers’ Institute 


eee eee ener 


: 7$ 1,326,529,000 
7 261,167,000 
1,098,605,000 


130,832,000 10 
17,358,000 7 
208,269,000 19 





Southern Pine Barometer 


New Orteans, La., July 28.—For the week 
ending July 19, Saturday, 140 mills of total 
capacity of 164 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31, 1929), 
report as follows to the Southern Pine Asso- 
ciation : Percent Percent 


North Carolina Pine 


Norro.k, Va., July 28.—The North Carolina 
Pine Association makes the following analysis 
of figures from one hundred and six mills for 
the week ended July 19: — 


Percent Percent cent 
Aver.* Actual Ship- 


3Year Actual Production— Feet Output Output ments 
; . Average* ..16,650,000 es ee ee 
Production— Carst Feet Ave. Prod. Output Actual . 6,072,000 37 ee 
Aver. 3 yrs.... ... 69,205,323 .... .... Shipments . 7,409,000 45 122 =e 
| ea --. 50,871,171 73.51 ies Orderst ..... 5,619,000 34 93 76 
semonts? .2,148 45,108,000 65.18 88.67 Unfilled —— eaves 
rders 
—_ 915 ge OFE orders . 59,424,000 asa aw “ 
On hand end Spann Snpee See *“Average” is of production for the last 
weekft ......6,780 142,380,000 three years. 


*Orders were 100.33 percent of shipments. 
tCarload basis is 21,000 feet. 
tOrders on hand at above 140 mills showed 


an increase of 0.10 percent, or 147,000 feet, 
during the week. 





Hemlock and Hardwood 


OsuHkosH, Wis., July 28—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 


Average of orders per mill 
amounted to 53,009 feet; 
average was 55,000 feet. 


California Redwood 


San Francisco, Cauir., July 28.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for the week ended July 19: 


this week 
preceding week’s 











—Redwood - b~- 7 
ended July 19: Percent of woo 
July Popes Feet production Feet 
Hardwoods— Total Per Unit* pacity Production ..... 5,549,000 100 1,364,000 
Capacity, 59 units...12,406,000 210,000 +100 | Shipments ...... 3,996,000 7. ieee 
cium egeue PSREGRS GRGGS OH | ORchiven ....,207z0ne 10 1.000008 
Orders received+ ... 2,023,000 34,000 16 On hand ..... 19,179,000 ** 0632, 
Orders on hand..... 8 err Detailed Distribution of Redwood 
a < .... MpmeRE Orters, 
* 9 Northern California*® ...... ,753, ,858, 
pen wos pe Tie men 7t1'000 «24. | Southern California® |: :.:: 251,000 908,000 
Shipmentst ........ 2,481,000 29,000 14 | Westernt ......eeesseeeees ‘ gaa’ans eat eee 
Orders receivedt ... 1,683,000 20,000 g | Basterny ......--+--++-+e- 923, 
Orders on hand.... 12,737,000 ...... pe Pe Sere ee 352,000 265,000 
*Daily 10-hour productive capacity of 35,000 3,995,000 3,972,000 
feet is considered one unit. The production 


is based on lumber scale. 


tLumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments. 





*North and south of line running through 
San Luis Obispo and Bakersfield. 


+tWashington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


SEATTLE, WASH., July 26.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended July 12: 




















Washington British 
and Oregon Columbia 
Orders on hand first of 87 mills 13 mills 
week— 
ee) 60,919,556 3,071,101 
Atlantic Coast .... 67,377,066 8,492,096 
Miscellaneous .... 1,694,705 1,867,000 
ND 2 x xe agth~e coe 129,991,327 13,430,197 
Orders received— 
Cg | | 14,979,146 202,000 
Atlantic Coast .... 14,246,355 1,845,333 
Miscellaneous 350,000 105,000 
ME dst oh sSeehes 29,575,501 2,152,333 
Cancellations— 
Se ok ) ee 
Atlantic Coast .... 3,192 30,000 
Miscellaneous 11,766 2,000 
WE cieswed seine 817,670 32,000 
Shipments— 
California. ......0. 20,158,686 408,661 
Atlantic Coast .... 13,273,445 2,939,398 
Miscellaneous ..... 568,903 876,000 
:, | ee eee ee 34,001,034 4,224,059 
Orders on hand end of 
week— 
California ........ 54,937,304 2,864,440 
Atlantic Coast .... 68,346,784 7,368,031 
Miscellaneous 1,464,036 1,094,000 
reer 124,748,124 11,326,471 


Total domestic cargo— 
Orders on hand first of 


NY varie thi bye 4cbie deo a 143,421,524 
Orders received ....... 31,727,834 
Cancellations ......... 849,670 
0 ES eee 38,225,093 


Unfilled end of week ..136,074,595 





Data on Wainut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 





June May June 

Lumber— 1930 1930 1929 
Manufactured .. 1,849,500 1,785,700 4,531,700 
Shipments ..... 1,695,800 1,717,200 3,699,400 
ng og aie 20,281,000 19,633,900 12,960,000 

Logs— 
Purchases ..... 712,000 1,007,900 3,710,800 
Made into lumber 

and veneer .. 1,268,300 1,487,600 3,241,400 
Stocks J..: 1,197,000 1,648,700 2,253,406 
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1,101 
2,096 
7,000 


0,197 


)2,000 





30,000 
2,000 


32,000 


)8,661 
39,398 
76,000 


24,059 


64,440 
68,031 
94,000 


26,471 


’ As- 


une 
929 
531,700 
399,400 
160,000 


710,800 


241,400 
253,466 





August 2, 1930 


AMERICAN LUMBERMAN 


47 





Northern Hemlock and Hardwood Monthly Report 


OsuxosH, WIs., July 28.—The Northern Hemlock & Hardwood Manufacturers’ Association 
reports as follows June production and. shipments, and stocks of July 1: 


Statistics for June, 1930 
Production Shipments 


WA. ockcusanue 363,000 72,000 
Basswocd .....- 1,545,000 1,658,000 
ee EEL fee ea 
ON ere 7,394,000 3,704,000 
Sn weep Keewee 1,573,000 912,000 
Maple .....--- 7,661,000 6,865,000 
Gale icevacsavs 105,000 40,000 
Mixed hrdwd.. 942,000 94,000 


Unsold 


91,121,000 
19,023,000 
64,077,000 

1,457,000 





Total 


Hemlock, 1&2”.11,466,000 8,455,000 1 


hrdw4d-19,585,000 13,345,000 214,979,000 


30,186,000 





Grand totals.31,051,000 21,800,000 345,165,000 
The figures for twelve months, July 1, 1929, to June 30, 1930, make the following percent- 


ages of those for the corresponding period of 1928-29: 
) Shipments—All hardwoods, 71; hemlock, 66; all woods, 69. 


lock, 75; all woods, 74. 


Unsold Stock July 1, 1930 
Hardwood (25 FPirms)— 


ES ert ere 130,586,000 

ee ee re 84,393,000 

I er ee 214,979,000 
Hemlock, 1&2” (26 Pirms)— 

BN os gs ora oe FN ere 87,922,000 

RLS so 4s oe rule ate 42,264,000 

een DORIOGE. « 6x5:0.0:0 cheek cas 130,186,000 
ES EE OE Oe 345,165,000 


Unsold Hardwood Stocks on Hand July 1, as Reported by 25 Firms 














AsH— 
Dry Green 
CE eine nite anaes wirtetel 847,000 314,000 
A eee er red 609,000 185,000 
ie: © GOR. became emis 1,057,000 497,000 
a eo ee ee 73,000 547,000 
a, Se GOs wieder esesoss 711,000 1,161,000 
eS Be BO i cies cso 20,000 16,000 
4,117,000 2,720,000 
BasswooD— 
Oe BOER. o cesiccevsews 484,000 430,000 
eRe rors 2,728,000 1,275,009 
rer ane 2,218,000 942,000 
2 OR Nice wtenewners 4,668,000 2,300,000 
Na EE ere te 5,808,000 3,643,000 
a a ee es 5,580,000 2,077,000 
a eS. eee 119,000 192,000 
21,605,000 10,859,000 
HarRD MAPLE— 
a re rer 3,057,000 2,717,000 
I ais a eka ech. 2,050,000 1,329,000 
SS eee ee 5,852,000 4,148,000 
SS eee 3,025,000 2,066,000 
kt Se MC inaenccaanaes 10,115,000 7,133,000 
Wicoring steek 2... cccccee 8,992,000 7,853,000 
33,091,000 25,246,000 
Sort MAPLE— 
| RRS Perr ne 339,000 276,000 
BOGE cnccees cen cteueea 233,000 196,000 
SS EO een eee re re 697,000 570,000 
Pk 2 Rc idivcecaecdacen 1,450,000 778,000 
Oe Orr: ee 602,000 554,000 
ee © Oe PE i a's oo 6 seeisis 35,000 10,000 
3,356,000 2,384,000 














Production—All hardwoods, 73; hem- 
Rock ELM— 
Dry Green 
2 eae 110,000 128,000 
Be I Sid watlebiace nes 184,000 231,000 
A ESS oi Gre-9-0'o 2 wera 385,000 226,000 
a en ae 282,000 197,000 
961,000 782,000 
Sort ELM— 
A ee ee 2,372,000 1,004,000 
a ae. eee 1,322,000 574,000 
a gO See ee 3,408,000 1,583,000 
ee Re ee 1,975,000 1,522,000 
Sy ra 1,414,000 2,106,000 
10,491,000 6,789,000 
BircH— 
ya TS Se et ee 8,333,000 5,281,000 
ee ae 5,950,000 2,816,000 
RP er er 14,135,000 7,738,000 
a 0 eee 10,578,000 5,907,000 
ie fra 14,831,000 11,465,000 
Nos. 1&2 fact. strips..... 240,000 126,000 
No. 2 & better 4&6’...... 1,044,000 772,000 
a SPR 459,000 927,000 
| Se ge A 382,000 137,000 
55,952,000 35,169,000 
OaK— 
0 Se ee eee 146,000 66,000 
SS Pee 126,000 50,000 
pS ee eee 186,000 115,000 
Be Me 6 oe coveusdwce 208,000 98,000 
aa ere 331,000 115,000 
WOO, B BE DOtter. ..cccrseds OEE ..  wecacdeve 
1,013,000 444,000 


Unsold 1- and 2-inch Hemlock Stocks on Hand July 1, 1930, by Grades (26 Firms) 


No. 1 


July 1—Unsold Hardwoods—23 Same Firms 








r —1930 “> 
Green 


Dry 
2,575,000 


3 Dry 
Ash.. 4,040,000 


2,491,000 


1929 hy 





Bass. .21,476,900 10,665,000 14,163,000 12,698,000 

maa 33,040,000 29,168,000 33,733,000 

=lm— 

Rock. 961,000 772,000 989,000 1,111,000 

Mn aa et 6,771,000 4,108,000 6,082,000 

Maple— 

Hard32,561,000 24,657,000 15,689,000 26,411,000 

Soft. 3,306,000 2,323,000 1,354,000 2,120,000 

Oak... 900,000 399,000 658,000 769,000 
128,734,000 81,202,000 68,620,000 85,036,000 


7-1x4” and wider—, 2x4” and wider—, 














Dry Green Dry Green 
1,689,000 982,000 14,806,000 6,409,000 
1,557,000 1,219,000 13,318,000 9,591,000 
3,654,000 2,141,000 19,439,000 7,314,000 
4,789,000 2,322,000 20,615,000 9,540,000 
1,909,000 227,000 5,895,000 2,303,000 

110,000 152,000 141,000 64,000 
13,708,000 7,043,000 74,214,000 35,221,000 

July 1—Unsold Hemlock—23 Identical Firms 
r 1930 len 1929 - 
1x4” 2x4” 1x4” 2x4” 

No. 1.. 2,348,000 19,786,000 3,999,000 13,398,000 


Merch.. 2,708,000 20,398,000 2,983,000 18,682,000 
No. 2.. 4,295,000 25,061,000 1,884,000 12,358,000 
No. 3.. 5,474,000 25,935,000 2,897,000 12,930,000 


No. 4.. 2,082,000 8,056,000 
Millrun 262,000 205,000 


1,697,000 8,222,000 
177,000 220,000 





17,169,000 99,441,000 13,637,000 65,810,000 





Orders 10 Percent Under Cut 


[Special telegram to AmMERicAN LuMBERMAN] 
_Wasuinoton, D. C., July 31—Six hundred and twenty-four softwood mills of eight associa- 
tions for the week ended July 26 reported to the National Lumber Manufacturers’ Association 
production aggregating 277,699,000 feet, shipments 250,915,000 feet, and orders, 249,545,000 feet. 
The week’s figures for production, shipments and orders follow: 











No. of 
. Softwoods— Mills Production Shipments Orders 
euthern Pine Ampostatiae v< cccccccccdccuceceves 149 52,528,000 50,736,00 
West Coast Lumbermen’s Association........... 228 130,655,000 132'832/000 130;428°009 
Western Pine Manufacturers’ Association........ 84 47,151,000 35,173,000 34,809,000 
California White & Sugar Pine Mfrs.’ Assn...... 19 23,164,000 15,125,000 18,922,000 
Northern Pine Manufacturers’ Association....... 7 8,457,000 2,982,000 3,560,000 
Northern Hemlock & Hardwood Mfrs.’ Assn..... 23 3,049,000 1,952,000 1,286,000 
Orth Carolina Pine Association..........ee0-0+5 102 6,415,000 7,151,000 ,287,000 
California Redwood Association...........ce..e+: 12 6,280,000 4,964,000 4,343,000 
TOR IER 5 oc daw cdisae bis dteoe coe os 624 277,699,000 250,915,000 249,545,000 
Hardwoods— 
Hardwood Manufacturers’ Institute.............. 269 29,855,000 25,355,000 24,321,000 
Northern Hemlock & Hardwood Mfrs.’ Assn...... 23 3,692,000 2,787,000 1,959,000 
EE I i a5 5 Fas tind ada-apeeuiede vas 292 33,547,000 28,142,000 26,280,000 





Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following comparative 
statistics for the first half of 1930 and com- 
parative figures for the same period of 1929, 
based on reports of the same nineteen member 
mills : 


6 mo, 6mo. Percent 
1930 1929 decrease 
Production ..... 32,789,000 42,411,000 22.7 
Shipments ..... 27,542,000 43,345,000 86.5 
Re 24,715,000 45,194,000 45.3 
End first half year— 
Orders unfilled... 5,464,000 11,986,000 54.4 
DE Saicane ae 29,065,000 26,533,000 *9.5 
*Increase. 


Average Values 25/32x2\%4”, First, Second and 
Third Maple f. o. b. Michigan and Wisconsin 
Mills 








6 mo. 6 mo Percent 

1930 1929 increase 
Ae $88.04 $81.73 4 
Second ...... 73.96 65.26 13.3 
| a 50.43 45.83 10.0 
The product. 77.47 70.58 9.8 


The following are average percentages of 
stock sold during the first half of 1930: 


Maple-Beech 
Birch Maple Maple, 2%,” 
i iacwnetic 20 24 29 
eee 20 21 26 
ye 12 13 21 
Pe ae 19 21 27 





California Pine Statistics 


San Francisco, CAuir., July 26—Following 
is the latest report of the California White & 
Sugar Pine Manufacturers’ Association based 
on statistics for twenty-five mills: 


Percent 
Percent of same 
of pro- period 
Feet duction of 1929 
Por Week ended July 19: 
PRPOGUCtIOR 6. .cccvecs 30,176,000 re 
ONES bianco cwes 19,105,000 74 
2 ee a ere 17,866,000 59 
Stocks end week..... 676,327,000 ; 
For Jan, 1 to July 19: 
ProG@uction § <.0ccve0s 504,536,000 — 73 
er 572,181,000 113 77 
a. cig ine Kum oie B 592,414,000 117 78 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., July 30.—The West Coast 
Lumbermen’s Association reports that 228 mills 
—all those giving production, shipments and 
orders—during the week ended July 26 gave 
these figures: ; 
Production. .130,655,000 
Shipments .132,832,000 1.67% over production 
Orders ....130,623,000 0.02% under production 

A group of 350 mills, whose production re- 
ports of 1930 to date are complete reported as 
follows: 


Average weekly operating cupacity.303,544,000 
Avoase weekly cut for twenty-four weeks— 


BE SS Gee 6 ols Ube acras. 0% bod ne ee 209,858,000 
a ea ee 179,290,000 
Actual cut week ended July 26..... 150,113,000 


A group of 224 mills, whose production for 
the week ended July 26 was 130,655,000 feet, re- 
ported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Ear 48,869,000 42,817,000 107,351,000 
Domestic 
cargo ... 40,839,000 51,360,000 158,773,000 
Export . 82,251,000 25,581,000 130,589,000 
Local .... 10,455,000 eS 8 Mee eee 
132,414,000 130,213,000 396,713,000 


A group of 183 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1929 and 1930 to date, reported as follows: 


Week 
ended July Average first 24 weeks 
26, 1930 1930 1929 
Production 120,658,000 143,699,000 167,066,000 
Shipments .124,156,000 141,252,000 172,772,000 


Orders ....121,351,000 133,144,000 172,819,000 


Cl  —  ———————————— 
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Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 

PoRTLAND, Ore., July 30.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended July 26: 
Total number of mills reporting, 84: 


Actual production for week...... 47,151,000 
| EI eT ee 35,173,000 
ae ee ee 34,809,000 
Report of 66 mills: 

Operating capacity ......cccecees 74,469,000 
Average for 3 previous years..... 48,534,000 
Actual production for week.. i 44,942,000 
Report for 76 mills: 

Average production ...........+.. 41,185,000 
EE, QR fo eke, dane wee eure 123,214,000 

yj ui 


Stocks on hand—July 26....... .1,323,290,000 


Identical mills reporting, 66: 


Production 
Operating capacity ............ 74,469,000 
Average for 3 previous years... 48,534,000 


Week ended Week ended 
July 26,1930 July 27, 1929 
week.... 44,942,000 53,289,000 
Shipments 32,955,000 47,897,000 
Orders received 32,747,000 45,779,000 
Identical mills reporting, 37: 
Production 


Actual for 


Average for 3 previous years.... 31,818,000 
Week ended Week ended 

July 26, 1930 July 27, 1929 

Unfilled orders ...... 106,782,000 128,388,000 


Gross stocks on hand.1,048,892,000 852,650,000 


Building New Planing Mill 


EnumcLaw, WasH., July 26.—Officers of the 
White River Lumber Co. here are laying out a 
site on which will be built a new planing mill, 
that, when completed, will have a capacity of 
300,000 feet daily. The site is adjacent to the 
present lumber mill, and the new planng mill 


will replace the present one. While details 
of construction are not yet available, it is known 
that lumber will be handled within the planing 
mill with bridge cranes, and that at least ten 
dry kilns will be built. Construction is expected 
to start within a few weeks. 


Heads Plywood Export Company 


Tacoma, WaASH., July 26.—Philip Garland, 
of this city, is the new president of Western 
Plywood Export Co., 
which is the association 
of leading plywood 
manufacturers of the 
Pacific Northwest doing 
an export business. The 
Export company was 
organized several years 








PHILIP GARLAND, 
Tacoma, Wash.; 
of Western 
Co. 


President 
Plywood Export 





ago under the provisions 
of the Webb Pomerene 
law. Mr. Garland igs 
also manager of the 
Tacoma Veneer Co. 
Thomas Autzen, of 
the Portland Manufac- 
turing Co., Portland, 
Ore., is vice president of the Western Ply- 
wood Export Co., and Henry Rolf, of the 
Wheeler, Osgood Co., Tacoma, is secretary. 














Ts 


New Concern Begins Business 


ALBUQUERQUE, N. M., July 28.—Incorporated 
with $100,000 capital stock to handle builders’ 
supplies including lumber, heating, plumbing 
and electrical equipment, the Ange Builders’ 
Supply Co., with J. F. Ange as president, and 
L. C. Ange, secretary and general manager, js 
the latest addition to the building material fra. 
ternity of Albuquerque. This concern will be 
located at North First and Marquette avenues 
in an enlarged and remodeled building on which 
work is in progress. With six other lumber 
establishments First Street is becoming known 
as the “lumber row” of Albuquerque. The 
Anges were in the building and real estate bysj- 
ness in Orlando, Fla., but believing the future 
of Albuquerque to be quite promising, trans- 
ferred their activities to this city and will. en- 
gage in the building material business as indj- 
cated. 





On Utilization Subcommittee 


Burrato, N. Y., July 28.—Col. A. Conger 
Goodyear, president of the Great Southern 
Lumber Co., Ralph Taylor, president of the 
Jamestown Table Co., and C. P. Setter, vice 
president of the Setter Bros. Lumber Co., are 
western New York members of a subcommittee 
for New York State, to the National Commit- 
tee on Wood Utilization. Questionnaires are 
to be sent to wood-using industries of the State, 
accompanied by a letter from Gov. Roosevelt 
urging co-operation. The purpose is to de- 
termine how much wood is wasted or not util- 
ized by the various plants, and to reach a s0- 
lution of the problem. It is stated that about 
75 percent of the timber crop is wasted. 


Many Homes Are Being Modernized 


CorvALLis, OreE., July 26.—Does it pay to or- 
ganize and carry out a home modernization 
program? Does the plan result in an increase 
in modernization and rebuilding? Just how 
does this home modernization plan acutally 
work out? These are some of the questions 
coming to the Corvallis Chamber of Commerce 
almost daily. 

Recorded modernization building permits 
amount to more than $31,000 for the first six 
months of 1930. Less than half of the actual 
total of modernization work is represented by 
this figure. In this city there has been a total 
of more than $60,000 modernization work this 
season, Or a per capita expenditure of about 
$7 of new money used to promote business and 
help the employment situation. The foregoing 
statements are authorized by W. E. North, sec- 
retary-manager, Corvallis Chamber of Com- 
merce 

In every section of the city there are mod- 
ernization projects under way. These range all 
the way from complete remodeling to the ad- 
dition of fireplaces, changing of partitions, alter- 
ation of porches, reroofing, basement and other 
features. The obsolete houses are being re- 


placed by modern homes and the demand for 


these remodeled buildings is steadily increasing 
with offers of rental that make the improve- 
ment pay substantial profits on the standing 
investments or raise the selling prices to a 
point including a neat profit. 

The two demonstration projects organized 
and directed by the chamber of commerce are 
good examples of this increased value. A house 
that had been vacant for 18 months and which 
had previously rented for ten dollars per month 
was appraised at about $2,000. Twenty-six hun- 
dred dollars were expended for improvements 
and the property sold immediately for $5,5C0. 
A second project was purchased for $2,800, 
whch included a 250x100 foot lot, in an excel- 
lent section of the city. The house was moved 
to one of these lots and this modernization is 
now nearing completion. The house will sell 
for $8,000, or rent for not less than $65 per 
month. The other lot will be free from en- 
cumbrance and a new house will be built upon 
it. This development will be a profitable one. 

The demonstration project is not financed by 
the chamber of commerce but instead is or- 
ganized around the combination of a property 
owner who is willing to finance this improve- 
ment on his property, a contractor who will do 


the work and material men who will furnish 
materials at cost for these demonstration proj- 
ects. The price concession on the part of the 
material men is a convincing argument to both 
the owner and contractor. 

Not less than 75 projects are either under 
way or have been completed this season. 

Counsel is provided for those desiring to mod- 
ernize. Demonstration or “pilot” projects are 
analyzed and cost and resale figures compiled 
to show the feasibility of suggested projects. 
Thus far it has been shown that after a house 
has been modernized the average property cost 
amounts to 30 percent, the modernization cost 
45 percent and the possible profit about 25 per- 
cent. The total represents the final appraised 
sale value of the property.. 

New building naturally occupied a prominent 
place in this year’s building permits. However 
the spirit of building is in the air and there is 
an abundance of it under way. The local mod- 
ernization committee is more than gratified at 
the very substantial results that have been 
forthcoming in the local campaign and feels that 
estimate of $60,000 modernization business for 
the first six months of 1930 is not far out of 
the way. 























Second Corvallis demonstration project at start (left) and nearing completion (right) 
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Denver Lumbermen See Good Trade Prospects 


Denver, CoLo., July 28.—A survey of a num- 
ber of representative Denver lumber dealers at 
the end of the first six months of the year indi- 
cates that conditions in this city are on a grad- 

rade. 
— the consensus of the lumbermen seen 
that the last six months of the year will show 
an improvement over the first six months, al- 
though it is generally agreed that the better- 
ment will be gradual. 

In the opinion of Morton Fleming, of the 
Fleming Bros. Lumber Co., indications of the 
last thirty days give rise to the belief that the 
last six months of the year will show an in- 
crease. According to Mr. Fleming, July and 
August in Denver must be taken as something 
of a slack season, but by September 1 this 
company expects something of a revival, it be- 
ing felt that a considerable amount of fall 
building is to be expected. This company has 
been moving along at about a fairly normal 
rate for this time of year for a month, with 
the usual number of trucks being used and 
with no layoff of help thus far. 

The Wallis & Walling Lumber Co. has been 
greatiy encouraged by the events of the last 
few weeks. It is Mr. Wallis’ statement that 
there is more work now on the architects’ 
boards, and more figuring on construction go- 
ing on than at any time since the first of the 
year. This indication is taken -to mean -that 
business is certain to show an improvement in 
the final six months of the year, largely because 


money is somewhat easier and a certain degree 
of public confidence has been restored. 

Another indication which is taken to mean 
hetier business is the fact that downtown, prop- 
erty owners are doing a large amount of re- 
modeling and working over their buildings. 
Likewise there is a considerable amount of 
large residence building now going on. Activi- 
ties in all of the large industrial plants located 
here is practically up to normal, so it is logical 
to assume better business fer the coming fall 
and winter. 

W. K. Barr, of the W. B. Barr Lumber Co., 
declares that indications are such that business 
is due for improvement, even though it is apt 
to be slight. According to this lumberman, 
real estate men are reporting more sales and 
contractors are well sold up. Mr. Barr be- 
lieves that while the next few months will show 
no marked improvement conditions will grad- 
ually improve, and get back to normal. This 
company is still running along much the same 
manner as since the first of the year, although 
the force has been somewhat reduced. 

D. W. Scott, of the Chenault-Scott Lumber 
Co., is of the opinion that the coming fall will 
see a spurt in the lumber business, due to the 
building activity which apparently is under way 
in several sections of the city. 

Mr. Scott finds encouragement in the fact 
that-his-centractors report more activity in the 
last thirty days than at any time since March, 
with the result that business now is better than 


for some months, and outlook is favorable. 

Business with the E. W. Robinson Lumber 
Co. shows indications of betterment within the 
next six months, according to G. S. Robinson 
of the company. The month of July has been 
showing up about the same as June, indicating 
that no slack is occurring. It is hoped that, 
due to the recent building activity, the fall and 
winter seasons will show a gradual betterment. 
This firm is digging in and getting the busi- 
ness that does exist, by means of constant ad- 
vertising. 

At the present time salesmen out in the terri- 
tory served by the Hallack & Howard Lumber 
Co. are sending in crop reports to the general 
offices in Denver, and according to I. Frank 
Downer, head of the company, these have been 
very encouraging and mean better business. In 
most portions of the State crops are coming 
along in excellent shape, and this condition has 
been reflected in the great improvement in 
country business which the company has seen 
within the last thirty days. According to Mr. 
Downer, country sales have been keeping up all 
along the line, although city business has been 
slow for some time. 

A good indication of the state of business 
with the Hallack & Howard Company is that it 
has been necessary to increase’ its force of em- 
nloyees, even though city deliveries continue to 
be somewhat slack. Mr. Downer makes men- 
tion of the fact that Denver is undergoing con- 
siderable fine residence building. 


Reduction in Intercoastal Freight Rates 


New Intercoastal Rates Announced - 


SEATTLE, WASH., July 26.—A contract rate 
of $8, and a non-contract rate of $10, effective 
Aug. 1, to remain in- effect until Sept. 1, were 
set yesterday by the United States Intercoastal 
Luthber Conference. The action puts inter- 
coastal conference shippers on a par with other 
shippers who have booked space recently as 
low as $8.50 a thousand feet. The attempts 
of the conference to hold the present $11 rate 
have been frustrated by the condition of the 
lumber market, and many shippers believe it 
is too high Yesterday’s action does not change 
the $11 rate for the remainder of July, nor are 
any rates for September or beyond stated. The 
conference, from its Seattle office, issued the 
following statement: 

The United States Intercoastal Lumber Con- 
ference has withdrawn the present contract 
and non-contract rates on lumber of $11 and 
$13, respectively, for August, September and 
October. The July rate remains at $11. Ef- 
fective Aug. 1, and lasting until Aug. 31, 
the conference has established a contract 
rate of $8, and non-contract rate of $10. No 
rates are named for September or beyond. 
This change in rate is designed to put ship- 
pers over conference lines on a competitive 
level with shippers using tonnage of lines 
outside of the conference. The Quaker Line 
has resigned from the conference, and in 
consequence is no longer a party to confer- 
ence contracts. The lumber Conference now 


consists of the following lines: Arrow, Mun- ~ 


son-McCormick, American-Hawaiian, Luck- 
enbach, Nelson and Williams. 


Outside Lines May Cut Under 


San Francisco, Cair., July 26.—E. °H. 
Strange, chairman of the United States Inter- 
coastal Lumber Conference, has announced his 
resignation from that post, the resignation to 
become effective Aug. 15. This step, Mr. 
Strange said, is taken to enable him to return 
to the Northwest to reengage in the lumber 
business. It is understood that Mr. Strange 


plans to return to Seattle to take up private 
business again. 

Lumbermen in the West are vitally interested 
in all the activities and decisions of the Inter- 
coastak Lumber Conference. Yesterday’s de- 
cision to reduce contract and non-contract rates 
is obviously an attempt on the part of the con- 
ference to meet non-conference competition.. On 
this point steamship and lumbermen appear to 
be unanimous. _ 

While lumber men on the Pacific coast have 
not been blind to the fact that the coast-to-coast 





Do You Own 
a Home? 











lumber trade has not been all they could de- 
sire, they have for the most part been “saw- 
ing wood” and doing little complaining. They 
see in the conference announcement yesterday, 
however, an earnest attempt on the part of that 
body to improve a situation that has not been 
any too satisfactory. 

Whether, in view. of the action of the con- 
ference in reducing present rates, non-confer- 
ence lines will follow suit and reduce their 
rates still further, remains to be seen. Such a 
move would come as no great surprise to 
lumber and steamship men, however. Every- 
body seems to feel that the intercoastal lumber 
movements has not been all it should have 
been this year, and many feel that the fluctua- 
tion of shipping rates has been responsible to 
varying degrees. 

It is generally agreed that the intercoastal 
conference has- done its best to stabilize the 
trade, but, on the other hand, some shippers 
have expressed the view that the conference 


rates constituted too heavy a burden for the 
trade to bear under existing conditions. Lum- 
bermen in these parts are awaiting further de- 
velopments with intense interest. 


East Expects Lower Lumber Prices 


Battimore, Mp., July 28.—The reduction in 
ocean freight rates from the West Coast to 
eastern ports has come sooner than was ex- 
pected. There seemed to have been a fairly 
general feeling among distributors that the rate 
would not be reduced for some time; in fact, 
the last list fixing the schedule at $11 per thou- 
sand feet, stated that this figure would hold 
until November. The reduction is from $11 to 
$8, and was made, it is explained, to meet the 
schedule of the independent owners. Since even 
the $11 rate, according to those who engage 
in the carrier business, was not really profitable, 
the reduction will render the service still less 
attractive, and it remains to. be seen how long 
the vessel owners can hold out. No one doubts 
the the reduction, wherever it can be taken 
advantage of and was not really enjoyed before, 
will be promptly passed on to the buyers of 
West Coast lumber, such as Douglas fir and 
Pacific hemlock, since the competition has been 
very keen at all times and is especially so now, 
when the demand is by no means up to normal. 


Seek Cut in Back-Haul Rail Rate 


While Baltimore serves as the port of entry 
for large quantities of West Coast lumber sent 
here for distribution to points far inland, the 
combined ocean and railroad rate being under 
that of a railroad haul direct across the con- 
tinent, this city suffers from what the distribu- 
tors here regard as an unfair discrimination by 
the eastern railroads in favor of Norfolk. Nor- 
folk has the benefit of a lower rate to points 
inland than has Baltimore, though the distance 
from Baltimore to final destinations is shorter 
than that fram Norfolk. Some efforts have 
been made to have this discrimination rectified, 
but so far without success. The Baltimore 
business organizations, however, are still at 
work on this matter, 
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Hold Conference on Construction 


Presided over by Julius H. Barnes, a confer- 
ence was held in Chicago last Wednesday, of 
twenty leaders in building and finance, to dis- 
cuss plans for co-ordinating the activities of 
various groups interested in the encouragement 
and development of the construction industries. 
The lumber industry was represented at the 
conference by John W. Blodgett, Grand Rapids, 
Mich.; George W. Dulaney, Jr., and Adam 
Trieschmann, of Chicago. Plans were perfected 
for organizing a permanent national conference 
on construction, one purpose of which will be 
to review outstanding common problems of the 
business and other interests identified with con- 
struction, to determine upon a program of activ- 
ities, including actual studies of all the building 
problems, and to agree upon recommendations 
looking toward the solution of these problems. 
This is a development of the program of Presi- 
dent Hoover, which is intended to bring the 
sixty-seven branches of the construction industry 
into line so they can function more promptly 
and effectively. An official report of the con- 
ference and plans for developing a permanent 
organization are expected to be available within 
the next few days. 


Sells Half Million Feet 


Pine Biurr, Ark., July 28.—One of the big- 
gest lumber sales to a single firm recently con- 
summated in Pine Bluff was concluded a few 
days ago, when the C. O. Guy Lumber Co. 
sold a half million feet of cottonwood lumber 
to a box factory at Marked Tree, Ark. This 
factory is operated by the Chapman & Dewey 
Lumber Co., of Memphis. The C. O. Guy 
Lumber Co., with offices in Pine Bluff, operates 
small mills at Gould, Sweden and Almyra. 


New Catalog of Automatic Dogs 


Hattiessurc, Miss., July 28—The Brophy 
automatic air dogs familiar for several years 
to operators of pine mills, and the companion 
equipment which is gaining equal popularity 
with hardwood operators because of its nu- 
merous features which speed up production the 
while cutting down costs, are described in a 
clear and understandable manner in a new cata- 
log issued by the Brophy Automatic Air Dog 
Corporation. A copy will be sent to any 
reader of the AMERICAN LUMBERMAN who is 
interested and who will write to the company’s 
offices here. 

Profusely illustrated, the catalog explains 
how both types of automatic air dog operate, 
from the time when the log or cant is loaded 
onto the carriage and automatically selects the 
proper dog bits by means of a selector plate 
which operates through the knee. Automatic 
selection is instantaneous with the impact of 
the log and incomparably faster than hand 
dogging. A knee air cushion eliminates the 
severe shock which ordinarily results when 
the log rolls upon the carriage. Because when 
not in use they are automatically retracted be- 
hind the face of the knee, the dog bits are 
protected from much wear and tear. While 
the logs are held perfectly rigid, the bits are 
non-defacing, which is an important consider- 
ation in the manufacture of hardwood lumber, 
of course. Every working part instantly re- 
sponds to the block setter’s control, the catalog 
explains, and no time is lost in the making of 
adjustments. Rigidity, precision and acceler- 
ated performance keep the saw producing uni- 
form lumber at maximum capacity, and it is 
pointed out that since there are no doggers’ 
wages and liability costs this equipment will 
be a paying investment even if the mill has 
only two years’ cut remaining. 

Pine mill equipment is also described in de- 
tail, and the material from which this com- 
pany’s automatic air dogs are manufactured. 
The book tells how these dogs can be installed 
on any standard rig, if necessary, without the 


loss of any running time at the mill. The sim- 
plicity of operation of the Brophy dogs is fea- 
tured as an important point in favor of the 
devices. Following a “roll call: of satisfied 
users,” which includes many well known mills 
all over the South, J. M. Brophy, designer and 
builder of the Brophy air dogs, sums up in 
fourteen points the advantages of the equipment 
and how it happened to be invented in 1925. 


To Replace Burned Kiln | 


BaTTLeE Creek, Micu., July 28.—A dry kiln, 
and its contents of 18,000 feet of lumber, at 
the planing mill of Clyde Johnson, on Beadle 
Lake, three miles southeast of Battle Creek, 
were destroyed by fire last Sunday. This lum- 
ber had all been sold, and was being cured 
ready for shipment. Mr. Johnson has an- 
nounced that he will build a new and modern 
fireproof kiln to replace the one that was 
burned, 
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Southern California Stocks Lower 


[Special telegram to American LuMBERMAN] 


Los ANGELES, CALIF., July 30—Unsold lum- 
ber stocks were somewhat lower, and cargo 
arrivals a little higher, than they were last 
week, according to reports issued by twenty- 
four local firms today. Total unsold stock 
stood at 8,482,000 feet, and cargo arrivals at 


The Australian Tariff a 


PertH, WESTERN AUSTRALIA, July 7.—The 
imposition. of almost prohibitive duties by the 
socialistic Federal Government on manufactured 
articles has encouraged the sawmillers, particu- 
larly in Victoria and Tasmania, to conduct a 
vigorous campaign for heavy increases on im- 
ported lumber. Great things were to happen 
when the duties went up twenty months ago. 
Mills were to be reopened and native hardwoods 
would move into buildings as never before. 
None of these happened, and the same old 
stagnation continued—because the wool, wheat, 
and produce markets went to pieces, harvests 
even failed, wages stopped on the same old high 
level, and unions stoutly objected to any re- 
ductions to meet changed conditions, even ra- 
tionalization of work was opposed, on the prin- 
ciple that anything gained by years of pressure 
and concession was sacrosanct. 

Now, in addition to this pressure on the Fed- 
eral Government, others, looking ahead, are 
flooding the papers with grandiose schemes of 
exploiting new forest areas, said to be carry- 
ing great wooded wealth and calculated to re- 
turn handsome profits—if and when the higher 
duties come. The assured result of it all will 
be all-around dearer lumber. As it is, the spec- 
ulating builder has been tremendously hit every- 
where. Whatever depression prevails—and it 
is acute in Australia today—he is bound to pay 
the standard wage and work the standard hours, 
grant his men many paid holidays and put up 
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View of the modern sawmill of the Glendale Lumber Co., Glendale, Ore. Sugar pine, California 

white pine, and Douglas fir logs are cut at the rate of 25,000,000 feet yearly. The company spe- 

cializes in pine pattern lumber and factory grades, cutting largely 10/4, 12/4 and 16/4 shop and 
selects, though it also manufactures all standard yard items in pine and fir 





San Pedro totaled 16,201,000 feet. Seventeen 
cargoes of Douglas fir amounted to 15,667,000 
feet, and two cargoes of redwood to 534,000 
feet. Fifty-one vessels are reported to be laid 
up, and none are operating offshore. Building 
permits to July-26 promise to exceed those of 
last month by a good margin, those for the 
first twenty-six days of the month having had 
a valuation of $5,294,803. 


New Plant Getting Under Way 


St. HeLens, Ore., July 26.—The plant of the 
Fir-Tex Insulating Board Co., which has been 
under construction here for some time, has been 
completed and is now getting into operation. 
Plans for marketing the product have been de- 
layed a little, on account of some important 
changes made within the last two weeks. It 
was originally intended to produce a rigid 
board, 7/16-inch thick, but the plan now is 
to produce a sheet fully 1-inch thick which is 
all in one piece and not laminated. J. H. Burn- 
side, sales manager of the company, says this 
will have a much higher insulation value. 


with the indifferent services of many men be- 
cause skilled men are getting scarce. The two 
things won’t mix, so the “spec” builder ends 
up with numerous unsold houses on his hands, 
or he takes a rest while receiving urgent de- 
mands from his bankers to square the ledger. 


The Federal Government is striving to rec- 
tify the adverse trade conditions but is doing 
it with nostrums that seem crude and slovenly, 
and pessimists forecast still greater anxieties 
for them before they are out of the wood. De- 
spite the claims of the sawmillers, softwoods 
and other woods still come into the Common- 
wealth at about the same ratio as for years past, 
but there was some acceleration noted in 
anticipation of advanced duties and the result is 
rather a flooded market in Melbourne and Syd- 
ney. Whether, in the depressed state of trade, 
these heavy stocks will go off at enhanced prices 
remains to be seen. None are sanguine about 
it, and some anticipate losses. 


We think of the stage as being romantic. 


Yet on the stage doing a dance is “routine” 
and kissing a girl is “business.” 














Au 


wo 


aon” ate -- -a-n 





1936 


The 

the 
ured 
‘icu- 
ct a 


pen 
ago. 
ods 
fore. 

old 
leat, 
rests 
high 

re- 

ra- 
rin- 
sure 


Fed- 

are 
S of 
rry- 
. re- 
gher 

will 
pec- 
ery- 


d it 


urs, 
t up 


rnia 
Spe- 
and 


be- 
two 
ends 
inds, 
de- 
iger. 
rec- 
oing 
enly, 
eties 
De- 
oods 
non- 
past, 
1 in 
ilt is 
Syd- 
rade, 
rices 
bout 


ntic. 
Hine” 











August 2, 1930 


AMERICAN LUMBERMAN 


51 





Associations Plans and Activities 


Aug. 5—Western Pine Manufacturers’ Association, 
Davenport Hotel, Spokane, Semiannual. 

Aug. 7-8—National Lumber Manufacturers’ Asso- 
ciation, Multnomah Hotel, Portland, Ore. Quar- 
terly meeting board of directors and TX com- 
mittee. 

Aug. 8-9—Millwork Institute of California, Hun- 
tington Hotel, Pasadena, Calif. 

Aug. 15-16—Virginia Lumber & Builders’ Supply 
Dealers’ Association, Nansemond Hotel, Ocean 
View, Va. Vacation convention. 

Aug, 20—West Side Hardwood Club, Pine Bluff, 
Ark. 

Aug. 22—Northern Wholesale Hardwood Lumber 
Association, Sheboygan, Wis. Summer meeting 
and outing, 

Sept. 3.—Hardwood Dimension Manufacturers’ As- 
sociation, Brown Hotel, Louisville, Ky. An- 
nual. 

Sept. 5—St. Louis Lumbermen’s Golf Association, 
Normandie Fark Golf Club, St. Charles Rock 
Road, St. Louis. Annual tournament. 


Sept. 9.—Roofer Manufacturers’ Club, Columbus, 
Ga. Regular meeting. 

Sept. 11-12—National Hardwood Lumber Associa- 
tion, Royal York Hotel, Toronto, Ont. Annual. 

Sept. 15-17—Concatenated Order of Hoo-Hoo, Royal 
York Hotel, Toronto, Ont. Annual. 

Sept. 20—Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Clarks, La. Quar- 
terly meeting. 

Sept. 22—Ontario Retail Lumber Dealers’ Asso- 
ciation, Toronto, Directors’ meeting and con- 
ference with directors of Wholesale Lumber 
Dealers’ Association. 

Oct, 22-24—National Retail Lumber Dealers’ As- 
sociation, Palmer House, Chicago. Annual. 


Southern Millwork Conference 


ATLANTA, GA., July 26.—A general millwork 
conference is to be held at Asheville, N. C., on 
Aug. 13 and 14, according to C. B. Harman, 
secretary of the Southern Sash, Door & Mill- 
work Association, which has headquarters here. 
The conference, which will be attended by lum- 
bermen and millwork men from eleven Southern 
States, will be for the purpose of learning the 
situation in the different sections, and of formu- 
lating a plan of action for the fall and winter. 
The meeting will, beyond any question, be the 
most important held this fall by the southern 
millwork men. The discussions will be in 
charge of recognized leaders. Complete details 
have not been arranged yet. 


Western Pine Semiannual 


PoRTLAND, ORE., July 26—Members of the 
Western Pine Manufacturers’ Association will 
assemble at the Davenport Hotel, Spokane, 
Aug. 5, for the semiannual meeting. Officers 
will present their reports covering activities of 
the last six months. No special features are 
announced. The meeting will last only one 
day, because many of the members will wish 
to hasten to Portland to attend sessions of the 
National Lumber Manufacturers’ Association 
convention here on Aug. 7 and 8. 

Saeaeeaanaaaaae 

Virginia District Group Organizes 

LeesburG, Va., July 28—A working district 
organization of the Virginia Lumber & Build- 
ing Supply Dealers’ Association was formed by 
the dealers of the northern district of this 
State when they met here last Thursday. John 
H. Rosenberger, of Winchester, vice president 
of John W. Rosenberger & Co. (Inc.) and sec- 
ond vice president of the State association, was 
elected by acclamation chairman of the district 
organization, and Henry C. Goodnow, of Alex- 
andria, secretary of the Armstrong Lumber 
Co., was elected district secretary. The other 
dealers who attended the meeting included : 

W. W. Coffey, of the Kinnier Co., Lynch- 
burg; W. H. Leachman, of Mixer & Co., 
Manassas; J. William Swan and R. T. Estes, 
both of J. A. Swan, jr., & Co., Culpeper; 
W. J. Warner and G. W. Herring, both of 
Wallace & Herring, Alexandria; Joseph L. 
Crupper, of the Joseph L. Crupper Lumber 
Corporation, Rosslyn; J. W. Yowell, of 
Yowell & Co., Culpeper; Fred L. Glaize, jr., 
of Glaize & Bro., Winchester; John F. Rod- 
man, jr., of J. F. Rodman & Co., Winchester; 
Richard Thompson, of T. H. Maddux & Co., 
Marshall; J. T. Hirst, of Leesburg; Clarence 


Robinson, of George H. Robinson’s Sons, 
Alexandria; W. A. Smoot, jr., W. A. Smoot & 
Co., Alexandria; Paul P. Popkins, of Popkins 
& James, Purcellville; and from Washington, 
D. C., came L. C. Smith, of Griffith-Consumers 
and Smith-Kline Co. 


M. H. Mitchell, of Richmond, secretary- 
manager of the State association, was also pres- 
ent to aid in the work of organization. In a 
two-hour round-table conference trade condi- 
tions were discussed, and the lumbermen were 
acquainted with the helpful services the Vir- 
ginia association is able to render when and if 
its assitance is requested by dealers in meet- 
ing their problems. Gradual—but very gradual 
—improvement in business conditions was re- 
ported. 

Warrenton was selected as the place for the 
October meeting. 


Wholssale Mardwoad Quentecly 


MILWAUKEE, WIs., July 28.—The Northern 
Wholesale Hardwood Association will hold its 
quarterly meeting at Sheboygan, Wis., on Aug. 
22. The meeting will also be the annual sum- 
mer outing of the association. A golf tourna- 
ment for members will be held during the day, 
and there will be a dinner meeting for the 
wholesalers and their families in the evening. 
R. G. Maislein, of Sheboygan, is in charge of 
arrangements. 


Eastern Iowans Have Hot Time 


Maquoketa, Iowa, July 28.—The Eastern 
lowa Retail Lumbermen’s Association held its 
annual midsummer meeting here recently at 
the Maquoketa Country Club and Lakehurst 
Park. In contrast to the winter meeting held 
in Clinton last February, when the temperature 
was in the zero regions, the midsummer gather- 
ing was held with the thermometer hovering 
in the vicinity of the 100 above mark. 

Ormie C. Lance, of Minneapolis, secretary of 
the Northwestern Lumbermen’s Association, 
was the principal speaker. His subject was 
“Modernizing Old Homes.” His address was 
illustrated with slides which showed old homes 
before and after remodeling operations. “The 
remodeling of old, out-moded homes offers the 
retail lumberman a chance to give his customers 
real service,” Mr. Lance declared. “Homes 
which have almost outgrown their usefulness 
and have lost their charm as human dwellings 
are often transformed into places of outstanding 
beauty by intelligent planning and remodeling,” 
he pointed out. “The cost of such remodeling 
work is not great, and the result justifies every 
cent of expenditure if the work is well planned 
and carried out. It is up to the lumberman to 
see that his customer gets plans which are suit- 
able for the job in prospect, and to supply the 
materials best suited to the type of work to be 
done. Remodeling, thus accomplished, offers 
the lumberman a splendid avenue for increasing 
business and of course his profits,” he con- 
cluded. 

Wesley Keller, secretary of the Northwestern 
Coal Dealers’ Association, told of the necessity 
of coal dealers forming an organization to meet 
modern, competitive methods of carrying on 
business and to handle credits, which are the 
bane of the coal man’s life. Formation of or- 
ganizations, the dispensing of information on 
common problems, working out improved 
methods of carrying on business and handling 
of credit, particularly with reference to slow 
paying buyers and the professional dead-beats, 
are a few of the problems which are handled 
through the organizations, Mr. Keller ex- 
plained. 

In the evening a dinner was served in the 
dining room of Riverview Country clubhouse. 

Diversions included miniature golf, diamond 
ball, golf and swimming. 

Plans were made for the winter meeting, 
which will be held in the LaFayette Hotel, in 


Clinton, during February, the date not having 
been set. It is planned to have at the next 
meeting an evening session as well as an after- 
noon session. 


National Directors’ Meeting 


WasHIncTon, D. C., July 28.—The tentative 
program for the mid-summer meeting of the 
directors of the National Lumber Manufactur- 
ers’ Association, to be held at Portland, Ore., 
Aug. 7 and 8, at the Multnomah Hotel, includes 
for the first day a joint meeting of the West 
Coast Lumbermen’s Association with the Na- 
tional directors and those lumber manufactur- 
ers generally who may desire to attend. Be- 
tween thirty-five and forty directors are ex- 
pected. 

Financial and administration reports, and the 
recommendations of the special committees, ap- 
pointed at the annual meeting on April 25, will 
be submitted. The meeting will consider prac- 
tical plans for encouraging and securing more 
orderly production and distribution of lumber. 
Reports on the progress of the trade extension 
work, and a presentation of the code of trade 
practices, will be made. No formal meeting 
of the trade extension committee has been found 
necessary, and none therefore has been called. 

Consideration will be given to the program 
of the Timber Conservation Board and the re- 
port of the special committee on conservation 
plans submitted; also of means of extending 
the scope of support by lumber manufacturers 
of the co-operative work of the industry to- 
ward better stabilization and in research and 
trade extension. Home financing problems and 
finance plans will come up for discussion. Re- 
ports of the Credit Corporation and the Inter- 
Insurance Exchange will be considered, and the 
program for laboratory research work planned. 

The West Coast lumber manufacturers will 
tender a dinner to the directors and other visit- 
ing lumbermen the evening of Aug. 7. 

A visit will be made on Aug. 8 to the unique 
research laboratory in Portland of the Western 
Pine Manufacturers’ Association. 


Ontario Directors to Meet 


Toronto, Ont., July 28.—The next meeting 
of the directors of the Ontario Retail Lumber 
Dealers’ Association will be held on Sept. 22, 
at Toronto. During the morning the directors 
will dispose of their own association affairs. 
The afternoon will be devoted to a conference 
with the directors of the Wholesale Lumber 
Dealers’ Association. 


SARA BEBBALAAAZAAABs 


Australia Raises Tariff Walls 


Vancouver, B. C., July 26.—Uncertainty over 
the Australian tariff has had a depressing effect 
on the British Columbia market, reports indi- 
cating an increase in duty of approximately 100 
percent. News was received this week that 
New Zealand had granted a preference on Can- 
adian doors, but had increased the duty on all 
other lumber imported into that country. The 
duties on timber, rough, sawn large sizes are 
raised to 5 shillings and 6 pence a thousand feet. 
smaller sizes to 7 shillings and 6 pence, sawn 
and dressed to 11 shillings and 6 pence. On 
doors the duty is now 30 percent, or 4 shillings 
each, whichever is higher, if of Empire produc- 
tion, and 35 percent, or 7 shillings and 6 pence, 
if foreign. This change increases the British 
Columbia preference on doors from 15 to 25 
percent. Unquestionably the whole matter of 
the New Zealand and Australian tariffs will be 
reviewed at the Inter-Empire Economic Con- 
ference which will be heid in London in Sep- 
tember of this year. Lumbermen in Canada do 
not believe that the increase in duties on lumber 
will bar Northwest products from Australia, be- 
cause that country must import its softwood 


supply. 
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PHILIPPINE 
INDOAKO 


WwooD 


a hardwood your customers want be- 
cause of its quality and adaptability; 
a hardwood you want because of its 
profit possibilities. 


Write your name and address on the 
margin of this advertisement, clip and 
mail it today and Get all the facts. 


INDIANA QUARTERED OAK CoO. 
218 East Ave., Long Island City, N. Y. 




















AMERICAN WOODS 


Three hundred and fifty species, cut to 
show end, quarter and flat grains, 
mounted in separable pages and bound 
in book form, with text. In 14 vols. 
$10 per volume. 


COMMERCIAL WOODS 
Fifty selected species from above, with 
special text*and bound in three-quarter 
morocco, 2 vols. $25.0 


ROMEYN B. HOUGH, CO., Lowville, N. Y. 
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DAVENPORT 
HOTEL 


Spokane, 
Washington 


Complete hotel and i 
dining service. In- } 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 


moderate. 


Rendezvous of 
Lumbermen of 
the Northwest. 





LOUIS M. DAVENPORT, President 




















HOTEL BENSON 


Portland, Ore. 


E believe 

that there is 
no other hote! in 
the entire United 
States more hand- 
somely furnished or 
that offers more to 
the traveler. 








Keller and Boyd 
Owner:. and 


Operz.tors 

















BOOKS FOR LUMBERMEN— 


We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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Clubs and Outings 


Twin City Hoo-Hoo Play 


MINNEAPOLIS, MINN., July 30.—More than 
three hundred Twin City lumbermen attended 
their annual picnic last Thursday, sponsored 
by the Twin City Hoo-Hoo Club. The outing 
was held at Lakeside Country Club, Forest 
Lake, about thirty miles from here. <A _ fea- 
ture of the entertainment was a golf tourna- 
ment, which was hotly contested, with D. W. 
Fraser emerging the winner. Horseshoe pitch- 
ing, a diamond ball game and bridge also were 
on the program, and a chicken dinner was 
served. Fred H. Peschau was chairman of the 
Hoo-Hoo committee in charge of arrangements. 
He was assisted by Harry Caldwell, H. S. 
Berge, J. F. McDonald, George L. Andrew 
and Robert F. Dundan. 


McLean County Club Tournament 


BLOOMINGTON, ILL., July 28.—The fourth 
annual golf tournament of the McLean County 
Lumbermen’s Club, held here at the Maplewood 
Country Club on July 23, was the most suc- 
cessful and the largest attended in the history 
of the organization, 135 dealers and salesmen 
participating. 

H. R. Velde, of Pekin, won the grand prize 
with a low net score of 56, and also won the 
prize for the lewest number of puts. The sales- 
men’s prizes were won by E. S. Combs, of 
Pana, W. J. Boyd, of Peoria, and Tom Davis, 
of Decatur. Other prizes were awarded to 
those who shot their balls into an adjacent 
creek the greatest number of times; also into 
the cornfield near hole No. 3; for the highest 
scores made, and for various other stunts and 
events. 

In the evening the contestants gathered at the 
clubhouse where a very fine chicken dinner was 
served, following which the prizes were 
awarded to the successful golfers. Parke En- 
low, of Bloomington, introduced William G 
Joyce, field secretary of the Illinois Lumber & 
Material Dealers’ Association, who acted as 
toastmaster and distributed the prizes. 

The success of the tournament was due 
largely to the efforts of a committee headed 
by Percy Krum and assisted by George W. 
Parker, Parke Enlow, T. F. Harwood, H. F. 
Gerling, Herman Baumgart, Roy Miller and 
Walter Prenzler. 


Yard Managers in Outing 


Mapison, Wis., July 28.—One of the most 
pleasant events that has occurred in lumber cir- 
cles here for some time was the annual picnic 
of the Brittingham & Hixon Lumber Co., held 
at Vilas Park, here, on July 19. The outing 
was well attended. All of the managers in the 
district, supervised by Roy Richards, were pres- 
ent with their immediate families and a num- 
ber of contractors were included in the attend- 
ance. One of those present commenting on the 
occasion said: 

“The master of ceremonies was our old 
friend and mentor, the genial Roy himself, 
and a grand and glorious time was had by 
everyone, despite the heat.” 

A part of the afternoon program included a 
business session of the yard managers, at which 
guests of honor were representatives of the Ed- 
ham Co. (Inc.), manufacturers of Edham Kol- 
ored Sunfast shingles. These included J. C. 
Miller, of Appleton; E. P. Duclos, of Wauwa- 
tosa, and A. E. Ross, of the general office in 
St. Paul. Mr. Ross, who is sales manager for 
the Edham Co., gave an interesting talk on the 
product of his company and the possibilities 
open before the alert and wide-awake lumber 
dealer to make his community “modernizing 
conscious,” thereby securing new business on a 
non-competitive basis. This is readily accom- 
plished when a service as complete as the Ed- 
ham remodeling campaign and plan service is 


used, for these twin services stimulate and de- 
velop prospects for the dealer. 

The Edham remodeling plan service is one 
of the most complete of its kind and gives the 
prospect not only a perspective of his home as 
it will look when modernized, but floor plans 
drawn to scale with which any contractor can 
easily estimate the materials required. 

The yard managers heard Mr. Ross with un- 
divided attention and no doubt will apply his 
suggestions in connection with the promotion 
of business for their respective yards. 


St. Louis Golf Tournament 


St. Louis, Mo., July 28.—The St. Louis 
Lumbermen’s Golf Association will hold its an- 
nual tournament on Friday, Sept. 5, at Nor- 
mandie Park Golf Club, on the St. Charles 
Rock Road, according to the announcement 
given out by President E. E. Pershall. Com- 
mittees are appointed to take care of the final 
arrangements, and announcements of details 
will follow soon. 


Lida Golfers at Play 


New York, July 30.—The annual tournament 
and dinner of the Lida Golf Club was held to- 
day at the Huntington Bay Club on Long 
Island, with a large attendance of lumbermen 
and salesmen, including big contingents from 
the Knot Golfers, the New Jersey Lumbermen’s 
Golf Club, and the Westchester Association. 
Golfers from the several localities competed for 
the metropolitan building material dealers cham- 
pionship. Long Island won the tournament last 
year, but the visitors were confident of upset- 
ting this result, and the outcome was awaited 
with much enthusiasm. Four foursomes repre- 
senting the four organizations, set out across 
the greens at 12:30 p. m. Dinner was served 
at 7 p. m. at the clubhouse, when prizes were 
to be awarded. The tournament takes the place 
of the annual outirig of the Long Island Deal- 
ers’ Association. 


Picnic Attracts St. Louis Hoo-Hoo 


Sr. Louts, Mo., July 29.—Saturday, July 26, 
there was one of the largest gatherings of lum- 
bermen in this district in recent years. The 
St. Louis Hoo-Hoo annual picnic at Ferguson, 


Mo., attracted about eighteen hundred. All. 


lumber companies in the St. Louis area were 
represented. 

The afternoon was taken up with sports. 
Among these the most popular was horseshoe 
pitching. F. A. Biller and A. J. Ballmen, both 
of the Bay Bros. Lumber Co., emerged vic- 
torious from the doubles, and, in the play-off 
for final honors, Mr. Biller won by .a very 
close margin. 


Dancing was the feature of the evening, and. 


when the call went out for the fox-trot con- 
test the entrants just flocked. Popular verdict 
gave the terpsichorean crowns to Mr. and Mrs. 
H. G. Brinkmier, son and daughter-in-law of 
H. O. Brinkmier, secretary-treasurer of the 
Ball Lumber Co. ; 


Planning for Hoo-Hoo Annual 


Toronto, OnT., July 28.—Arrangements are 
rapidly being completed for the thirty-ninth 
Hoo-Hoo annual, to be held at the Royal York 
Hotel in this city, Sept. 15 and 16. An un- 
usually large attendance is expected, and local 
committees are planning to make this an out- 
standing event in the history of the order. A 
feature of the meeting will be a wood promo- 
tion luncheon under the auspices of the Toronto 
Hoo-Hoo Club, to discuss closer co-operation 
between Hoo-Hoo and all associations in the 
lumber industry, in promoting an increased 
use of wood. Elaborate plans are being made 
for the entertainment of visitors. 

A meeting of the chairmen of standing com- 
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mittees of Toronto Hoo-Hoo, in connection 
with the convention, was held in Toronto on 
July 24. The meeting dealt with a number of 
routine matters, and appointed the full mem- 
bership of each committee. 


Baltimore Sales Club Elects 


BattimorE, Mp., July 28—The Baltimore 
Lumber Sales Club (Inc.), which is made up 
of representatives of the big southern and West 
Coast mills, has organized for the ensuing year 
by electing W. C. Harrison, president; J. Henry 
Kraft, vice president; and Arthur V. Charshee, 
secretary-treasurer. He was chosen for his fifth 
consecutive term. Mr, Charshee does not re- 
gard this as so much of an honor as it may 
seem, saying he was picked to continue on the 
job because no one else would have it on 
account of the great amount of work involved. 
The club several times a year holds dinners, 
which serve as a means of bringing together 
different divisions of the trade, and in this way 
does much to improve the-relations between 
these divisions, promoting confidence and mak- 
ing for united action on matters of general in- 
terest to the trade. 


Expect Early 


Cotumsus, Ga., July 29.—That lumber de- 
mand and prices have hit bottom, and that 
marked improvement in the market may be ex- 
pected by early fall, was the consensus of mem- 
bers of the Roofer Manufacturers’: Club, of 
Alabama and Georgia, and cf wholesalers at- 
tending its meeting here Tuesday. H. Dixon 
Smith, Chas. B. King, Leon Clancey, C. R. 
Mason, D. G. Bland, C. H. Rawson and others 
expressed the belief that there will be improve- 
ment as early as September, if producers con- 
tinue to hold production within demand, and 
maintain reasonable prices. 


Market Getting Into Stronger Hands 


Mr. King stated that, as he sees it, many of 
the small producers have gone broke and have 
been practically eliminated during the recent 
months of depression in the industry, and that 
stocks are now in stronger hands. In this opin- 
ion others concurred. He directed attention to 
the fact that statistics show, however, their 
stocks are much larger than they were at this 
time last year, and declared that producers are 
still facing a buyer’s market. 

Members of the club expressed satisfaction 
with the large order for 1,500 cars placed here 
three months ago by a group of wholesalers, 
represented at a meeting of the club, which 
order was apportioned out among mills. They 
report having shipped their allotment of cars 
and practically all report having sold a num- 
ber of cars since to the same wholesalers. Mr. 
Rawson, representing Frost & Davis, stated that 
his company had taken all of the cars appor- 
tioned to it, and had bought about 650 cars 
since. 


Must Seek Lower Rail Rates 


At the club business session, the committee 
named some months ago to secure a reduction 
of freight rates from the Southeast, if possible, 
in order that roofer producers may compete 
with Douglas fir, coming from the West Coast 
to eastern markets by water, stated that the fir 
business is giving more trouble now than eyer, 
or at least as much. It was urged that all mem- 
bers of the club work with railroad representa- 
tives, with a view to obtaining fairer rates. This 
was considered one of the most important objec- 
tives of the club. The work of the committee 
is to be continued. President D. G. Bland and 
Secretary W. R. Melton are members. 

Expressions indicated that club members are 
still curtailing production and are turning back 
many orders because they are offered at un- 
satisfactory prices. Speakers asserted that most 
of the mills in this section are running at only 
about 25 percent of their capacity. Little diffi- 


Knot Golfers’ July Tournament 


New York, July 28—E. D. R. Creveling, 
George Finch and Joseph E. Masterson were 
winners of sweepstakes at the July tournament 
of Knot Golfers, held last Tuesday at the Rock- 
wood Hall Country Club. Samuel Feldman 
and LeRoy Carnright carried off the honors 
in Class A; Mr. Creveling and R. E. Browne, 
in Class B; and Mr. Finch and Frederick J. 
Bruce, in Class C. The field of players was 
smaller than usual, because of the excessive 
heat. Mr. Creveling’s 88 was the day’s low 
score. 





California Firm Changes Offices 


San Francisco, CAuir., July 28.—Announce- 
ment has been made of the removal of the 
San Francisco office of the Clover Valley Lum- 
ber Co., and that of H. B. Hewes, to room 811 
Newhall Building, 260 California Street, San 
Franciscc. The offices formerly were located 
in the Crocker First National Bank Building. 
The main office and the sales office of the 
Clover Valley Lumber Co. will remain at Loyal- 
ton, Calif. 


Improvement 


culty is experienced in selling all that is being 
produced at this time it was stated. 

In view of the upward trend of the market, 
the membership committee, of which H. Dixon 
Smith is chairman, acting with President Bland 
and Secretary Melton, will again begin push- 
ing the membership campaign. The Knox Lum- 
ber Co., of Thomasville, Ga., was added to the 
membership at the meeting on Tuesday. The 
next meeting was scheduled to be held here on 
Tuesday, Sept. 9. The session was presided 
over by President Bland, Leon Clancey acting 
as secretary in the absence of W. R. Melton. 
The meeting was concluded with a luncheon at 
the Ralston at 1:30, and a number of members 
of the club remained in the city during the 
afternoon for the baseball game between Colum- 
bus and Jacksonville, Fla. 

Wm. T. Divers, of the Norfolk & Western 
Railway, who has to do largely with lumber 
shipments from this section, stated that last 
week the lumber movement over his road was 
the best in months. 


Attending the luncheon session were: 

D, G. Bland, of the D. G. Bland Lumber 
Co.; Leon Clancey, of the Clancey Lumber 
Co.; C. B. King, of the King Lumber Co.; 
D. J. King and A. B. King, of the King Lum- 
ber & Oil Co.; J. R. Robertson, International 
Harvester Co.; H. E. Hammock, Warner 
Lumber Co.; Gerald Sanders, Alexander Bros, 
Lumber Co.; W. F. Hightower, AMERICAN 
LUMBERMAN; M, Bracey and W. N. Bracey, 
Bracey Lumber Co.; R. W. Campbell, Camp- 
bell Lumber Co.; J. C. Preacher, Home Rubber 
Co.; A. W. Gragg, Gragg Lumber Co.; H. 
Gower, C. and W. C. Railway Co.; E. J. 
Sykes, N. C. and St. L. Railway; C. R. Mason, 
Mason Lumber Co.; J. R. Moore, jr., Moore 
Lumber Co.; H. Dixon Smith and T. M. Teal, 
H. Dixon Smith (Inc.); C. H. Rawson, Frost 
& Davis Lumber Co.; A. C,. Alexander, Alex- 
ander Bros. Lumber Co.; Wm. T. Divers, Nor- 
folk & Western Railway; A. H. Watson, Man- 
hattan Rubber Co.; C. L. Lunsford, Lunsford 
Lumber Co., B. G. Betts, Betts & Son Lumber 
Co.; Jack Saye, Flint Lumber Co.; and H. 8. 
Shepherd, Montgomery, Ala. 





Protests Russian Spruce Imports 


PorTLAND, OreE., July 26.—Spruce manufac- 
turers are much concerned over the invasion 
of Russian spruce from the White Sea region, 
and the Portland Chamber of Commerce has 
joined the list of protestants against this com- 
petition. Messages received here from Moscow 


today indicated that trade reprisals will be 


made if the United States places obstacles in 
the way of movements of pulp and lumber from 
Russia. 











Every Building 
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This policy your permanent record of material and workmanship entering 
into the comteuction of your building It is also a record of the contractor, sub- 
contractors and architect, together with thee releases. 

Preserve this with your deed, it is evidence of the value of your 


improvermata which represent by tar the largest proportion of YOUR TOTAL 
INVESTMENT. 











COVERING 





This Policy Certifies the Hidden Value 
¢ » of Your Property. + + 
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Insures Materials 
and Construction 


This is one way to win the confidence of your 
customers and guarantee them full value for 
their money. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 

Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
future. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 











AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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BUY GRADE MARKED 
AND TRADE MARKED 


YARD AND SHED STOCK 
LATH AND SHINGLES 


We season lumber 

to the moisture 

content you re- 
quire. 





JACKSON & TINDLE, Inc. | 


Mills at Pellston and Munising, Mich. 


MICHIGAN HARDWOODS 


Good, Well Assorted Stock 


DRY PINE and HEMLOCK 
Prompt Shipments. 
Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
1 17 

















The Biggest Card in the Business World 


The skill and care exercised in engraving 
a Wiggins plate has made the 


Wiggins Peerless 
Patent Book Form Card 


the choice of a long list of America’s biggest card users. 
If you admit the value of a proper card representation we 
would like to send you tab of specimens. Ask for it; de- 
tach the cards one by one and observe their clean cut 
edges, their general excellence and the protection afford- 
ed by being encased in convenient book form style. 


The John B. Wiggins Co. 


Established 1857 
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Fix Your Credit Rees | 
in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only ' 
guess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


The American Credit-Indemnity Co. 
OF NEW YORK 
































511 Locust St. 220So0.State St. 537 Mer. Exch. Bldg, 
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Hardwood Activity Increases 


Many Small Orders Being Received 


MEMPHIS, TENN., July 29.—Slight improve- 
ment in the southern hardwood market was 
reported from a sufficient number of sources 
this week to indicate that business is better 
than it has been for a month. The chief de- 
mand has been coming from furniture factories, 
and the gum woods are being called for. Or- 
ders are pretty well scattered out, and are not, 
on the whole, very large, but they are orders. 
None of the mills are expecting big things, of 
course, until general business conditions both 
nationally and internationally show an improve- 
ment. Automobile and building lines are ap- 
parently dead. Oak for flooring is being bought 
scarcely at all. Interior trim likewise is slow. 
But at that, yard business is better than auto- 
mobile business. Foreign buying continues 
light, due as in the last few weeks to the squab- 
ble over shipping rates. Consignment lumber 
is causing some hesitancy on the part of both 
United Kingdom and Continental consumers. 

Prices have changed very little in late weeks, 
the little buying that has been done having 
had the effect of stabilizing existing figures 
rather than causing any change. 


Small Arkansas Mills Curtail 


Warren, ArK., July 28.—There is less ac- 
tivity at large planing mills and oak flooring 
plants than at any time in the last ten years. 
Some plants are operating one or two days a 
week in an effort to hold their employees and 
enable them to “get by.” Oak flooring stocks 
are well assorted, for the most part, but a 
few items of red oak are in limited supply. 
Prices are holding firm at recent levels. Early 
releases are looked for on orders that have been 
held up for several weeks, especially from radio 
manufacturers, who are stepping up their pro- 
duction for fall trade, while automotive concerns 
and body builders are expected soon to begin 
taking stock again, at least in limited quanti- 
ties. 

Small operators are either closed down, or 
are trying to run a day or two each week. They 
have no demand for rough dry stock, and orders 
for railroad material are few. The G. R. Blan- 
kenship Lumber Co., of this city, announces it 
will close down indefinitely this week. Several 
other smaller operators in this vicinity have 
already closed. The C. O. Guy Lumber Co., 
with headquarters in Pine Bluff, reports the 
sale of 500,000 feet of 4/ and 5/4 cottonwood 
at $25, mill basis; it is to be used largely for 
box and crating lumber. This concern operates 
three small mills in southeastern Arkansas, all 
of which are running on reduced time. 


Inquiries Are More Plentiful 


Cincinnati, Onto, July 28.—Even the con- 
servatives say that thir week they can see dis- 
tinct signs of a change for the better, in the 
volume of inquiry reccived by producers and 
wholesalers from various parts of the coun- 
try. A leading producer who returned this 
week from the East said that wholesalers there 
are placing orders because they fear a short- 
age of stocks whén the business revival comes, 
and want to get in before prices take an up- 
ward turn. 

Appalachian producers and wholesalers are 
receiving inquiry for the general list, but prin- 
cipally for plain white and red oak, poplar, 
maple and chestnut. Already the curtailment 
of production by mills in West Virginia, Ken- 
tucky and Tennessee is resulting in a shortage 
of items of white oak, and 4/ to 8/4 thick- 
nesses of plain are stiffening in price. Certain 
poplar items also are tightening for a similar 
reason. Activity in chestnut is attributed in 
part to the campaign calling attention to chest- 


nut and its availability for various uses which 
is being carried on by David G, White, trade 
extension manager of Appalachian Hardwood 
Club. Furniture factories and radio Cabinet 
producers are placing orders for chestnut be. 
cause of this campaign. Export trade is dylj 
with prices unsatisfactory. 

Retail dealers report that July business 
showed a gain over June, and in August they 
expect to do much better. Delayed home 
building shows marked indications of getting 
under way, now that money is cheap and 
plentiful and building associations are eager 
to make loans. More interest is shown in pine 
and cypress lumber. 


Certain Industries More Active 


Burrato, N. Y., July 29.—The hardwood 
trade is in fair volume for the season, and 
sales have been a little larger lately at some 
of the yards. The report is made that a bet- 
ter feeling prevails, and that some lines of 
industry are more active. It is stated, how- 
ever, that there is much room for improvement, 
The hot weather and vacation period have 
tended to keep down buying, but it is generally 
felt that trade will show gradual improvement 
from now on. 

Mixer & Co. will hold a salesmen’s confer- 
ence on Aug. 1 and 2 at the Wellington Hotel, 
Albany, N. Y. All the company’s salesmen 
will be present, including representatives from 
the South. 

The Brigger Coal Co. has succeeded to the 
business of the J]. H. Bowman Lumber Co, 
West Hamilton, Ont. 

Athur E. McLean, president Hugh McLean 
Lumber Co., and S. B. Bond, secretary 
Bathurst Lumber Co., Bathurst, N. B., were 
here last week. 


Market Unstable; Some Big Lots Sold 


LouIsvILLE, Ky., July 28.—With the ther- 
mometer riding high at 105 this afternoon, it 
is natural that hardwood men are not feeling 
very brisk. By August the market is expected 
to be much better, but right now inquiries are 
scarce and prices weak. Demand is coming 
from the furniture trade largely. Some low 
grades are being sold to box and crating plants. 
Some houses have not seen a new order from 
an automobile plant in some time. Flooring 
trade is quiet. Planing mills have been taking 
mixed cars, chiefly of FAS, and strong on 
oak. Some gum was sold during the week, 
one big house booking three orders, of 100,000, 
300,000 and 400,000 feet and a few other scat- 
tered orders. Another big house reported that 
it had secured virtually no business, was not 
even getting inquiries, and that where it had 
priced items at what were considered extremely 
low figures, salesmen reported that they had 
been undersold. There is no real stability to 
the market. Some concerns are trying to force 
lumber on people who do not need it. 

Prices of inch stocks at Louisville are: 
Poplar FAS, southern, $78 to $80; Appala- 
chian, $88@90; saps and selects, southern, $55; 
Appalachian, $46@48; No. 2-A, southern, $30 
@32; Appalachian, $34@36; No. 2-B, $23@25. 
Walnut; FAS, $235; selects, $155@160; No. 
1-C, $85@90; No. 2, $35@38. Plain sap 
gum, FAS, $48@50; No. 1, $34@36; quartered 
sap, FAS, $60; No. 1 common, $40@42; red 
gum, FAS, $90; No. 1-C, $46@48; quartered, 
$2 higher. Ash, FAS, $70@75; No. 1, $45@48. 
Cottonwood, FAS, $45; No. 1, $32@33. South- 
ern red oak, plain, FAS, $60@65; No. 1, 
$44@46; southern white, plain, FAS, $80@85; 
No. 1-C, $45@50. Appalachian red oak, plain, 
FAS, $74; No. 1-C, $45@50; Appalachian 


white oak, plain, FAS, $90; No. 1, $52@55; 
(Continued on Page 69) 


For Current Market Prices on Hardwoods See Pages 66 and 67 
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The Camp Inspectors 


In those old days they used to stay till spring had thawed the snow; 
There wasn’t anywhere to stray or any way to go. 

When town was twenty miles or more they stuck and stood the gaff, 
But now they quit when they get sore at someone's look or laff. 
There’s railroads here and railroads there and highways of cement ; 
In those old days you used to swear, but stayed the place you went. 
But now they do not like the looks of someone in the mob, 

Perhaps the foreman’s or the cook’s, and hunt another job. 


The work they used to kick about, and call the grub a crime, 
And yet they always stuck it out, but now they want their time. 
Their time is mighty little, too, it don’t accumulate : 

The way your wages used to do before you pulled your freight. 
There’s only forty rods to hike to find a local train, 

And if the coffee they don’t like they’re up and off again. 

You see more fellows by the track than ever in the camp; 

You used to be a lumberjack but now you're just a tramp. 


Oh, I’m not sayin’ which is best, the old way or the new, 

But in the old days in the West at least you had a crew. 

But nowadays the morning brings a lot of strangers in 

Who never know the lay of things or where the woods begin. 
Once there were men I worked beside and knew from year to year, 
But now they never do stay tied, each day they disappear. 

We get the sawlawgs out somehow and bank them at the bends— 
But all you make is timber now, you never make no friends. 


Between Trains 


Muskecon, Micu.—The Michigan Congress 
of Parents and Teachers was held in the old 
home town this year, and, as the six or seven 
months of high school that constitutes our col- 
lege education was had right here, we were 
asked to come over and show the assembled 
educators and fathers and mothers how much 
a child needs that we didn’t get. We were 
much less interested in what we had to say 
than what the man ahead of us had to say, be- 
cause he was talking about the evils of blind 
and block booking and the need of some sort 
of censorship of moving pictures. 

The parents of our day thought that dime 
novels were pretty terrible. We never read 
one, but we guess they were. At ten to twelve 
we were too much interested in Milton and 
Shakespeare and Tennyson to find time to read 
Deadwood Dick, so we escaped being a bandit, 
at least of that particular type. We don’t know 
whether the dime novels of those days were 
bad for a boy or not, but we do know this— 
that they were Sunday school lessons compared 
with what the kids sop up at the movies. 

It’s a queer thing, but a mother will select a 
child’s diet, that is its physical diet, with the 
extremest care, and then let him or her pike off 
to the movies without even inquiring what pic- 
ture the child is going to see. It may be “The 
Party Girl” or “The Cockeyed World” for all 
Mother knows, or apparently cares. Not long 
ago a questionnaire was circulated among 6,000 
Chicago school children, asking them what kind 
of pictures they liked best. The boys ran 
pretty strong to crime and murder, but one 
little girl replied that she liked the “passion- 
ate” ones best, because after she and her boy 
friend left the theater, then he “got hot.” 

_ The production of moving pictures has fallen 
into the hands of men whose consciences, if any 
have them, could be enlarged 1,000,000 times 
and still be invisible, and the result is that 
probably not more than 20 percent of the pic- 
tures are fit for a child to see. And, if not 
fit for a child, of course not fit for an adult. 

But you say, “Ah, but there are books also 
with crime and sex in them.” Undoubtedly 
true, and undoubtedly there is need for censor- 
ship there, also. But there is this important 
difference between a book and picture: The 
reader of a book must visualize.the thing for 
himself; the picture does it for him. The mo- 
ron may not have much imagination, but he 
has good eyes, and, like his brother the ape, 
he is a good imitator. Even if things were 


equal, the moron is not 
much of a _ reader of 
books, but he is a good 
patron of the movies. If 
you doubt it, listen to the 
laughter here and there 
when a dirty joke is 
sprung in a talkie or in 
the stage-show. 

The child, of course, is 
not a moron, but it has a 
mind in process of devel- 
opment, and the movie 
feeds it the picturization 
of things it would not be 
able to comprehend in a 
book until it was old 
enough to comprehend 
them without material 
damage. Much more 
might be said, but per- 
haps it is enough to say 
this: Unless the fathers 
and mothers of America 
get behind the Brookhart 
bill in the Senate or the 
Hudson bill in the House 
to do away with blind 
and block booking and 
ownership of theaters by producing companies, 
they must not complain when the children they 
hoped would bring them happiness bring them 
only grief instead. 


We See b’ the Papers 


_Germany will be under a dictatorship until 
Sept. 14. 


You don’t have to tell anybody in an office 
what that is. 


A dictatorship is a straw boss while the big 
boss is away. 

The Sons of the Wild Jackasses sounds like 
a good name for a lodge. 

Senator Moses may find that he started some- 
thing he didn’t expect. 

After all, the real jackass is the man who 
monkeys with a jackass. 

The weather seems to be the only thing that 
gets up to 100 these days. 


The filling stations still lead, but the Tom 
Thumb golf courses are gaining on them. 


However, the tree-sitting record is still held 
by the fellow that the tree-sitters resemble. 


We know a woman who gets $40 a week, 
and yet hasn’t a job. Her husband has the 
job. 

All at once people don’t want to buy cars; 
pretty soon people will want to buy cars all at 
once. 

We wish we could hire a typhoon for a maid. 
We are always reading about one sweeping 
some place. “4, 

The trouble with the stock market is that 


just when it has turned the corner it turns an- 
other corner. 


A lot of people are in favor of curtailing pro- 
duction, but it must be somebody else’s produc- 
tion, you understand. 


“I had my success,” says Al Capone. The 
more we read about successes the more we 
hope we shall never be successful. 


The approximate tie between the Cubs and 
the Dodgers is about as pleasant as the approxi- 
mate tie between some married couples. 


According to Secretary Hyde, the new tariff 
will increase the farmer’s annual income $150 
and his outcome $48, leaving him $102 better 
off. Well, if that’s all, the Government would 
have been ahead if it had just handed the 
farmer the money. 
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HEART COMMON 
REDWOOD 


in 4% 4—5 x5—6 x6 
up to 20 ft. long 
Makes Dandy Posts 


for Swings, Bird Houses, 
Columns and Newels 








Redwood is nature’s treated wood 
and then, too, it’s fire resisting. 


For anything in Redwood— 
suppose you think of us first? 
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Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 











CENTURY, FLORIDA 





Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘*Logging’’ will tell 
you how. An_ invaluable 
reference book for logging 
superintendents, timber LOGGING 
owners, etc. By Ralph C. Bryant 


Cloth, Postpaid $4.50. 


American Lumberman 4725; 2esrbo™ 


St., Chicago 


WARREN AXE & TOOL CO. 


WARREN, PA. 


hovers Panams-Pactc GRAND PRIZE 
—— re 


International Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 
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The Aristocrat of Southern Woods 
—the material that 
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ness to dealers. 
genuine Long Leaf— 
the strongest and most 
durable lumber. 


Wier Long Leaf 
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Mills: Wiergate, Texas 
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We Grade it Right and Ship it Quickly. 
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Let us prove it on your next order. 
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Manufacturers 


Short Leaf Pine and Hardwoods 





Ocean Freight 
Brokers 





C.B. Richard & Co. 


29 Broadway, NEW YORK 


Special department handling export lumber shipments 


Established 1847 


Foreign Forwarders, 
Customs Brokers. We 
handle all classes of 
am, collect invokes 
a discount draft. 
Commercial Credits 
for exports & imports 














CHARLES ESPLIN, president, treasurer 
and general manager of the Rock Island Sash 
& Door Works, Rock Island, Ill., died on Mon- 
day evening, July 28, in a sanitarium at Jack- 
sonville, Ill., following a long illness after a 
nervous breakdown. He had been confined to 
his home for a number of months and was 
removed to the sanitarium a short time ago. 
Mr. Esplin was born in Ottawa, Ont., Sept. 
7, 1866. He went to Rock Island in 1910 to 
assume the management of the sash and door 
plant, having been associated with the Weyer- 
haeuser and Denkmann interests for several 
years. Following the death of \F.. C. Denk- 
mann he was elected president of the company. 
Charley Esplin was a notable personality in 
the lumber world, an extremely sagacious 
business man, with a reputation for shrewd, 
bold and sometimes spectacular moves which 
even his competitors were compelled to ad- 
mire. A big, powerful, genial man, he was 
one of those picturesque figures which made 
the lumber world of yesterday such a fas- 
cinating story, and he was one of the last of 
those characters. Mr. Esplin was a veteran 
of the Spanish American war, having served 
as lieutenant with an Oregon National guard 


unit. His widow and a son, Charles, survive. 
Private funeral services were held at the 
home on Wednesday afternoon, Dr. William 


G. Oglevee, pastor of the South Park Presby- 
terian church officiating. 


THOMAS H. RICE, 
leader in Wisconsin 


aged 66, for 30 years a 
railroad building and 
lumbering, died at St. Joseph hospital in Mil- 
waukee, on July 22. He had suffered from a 
heart ailment for several years, and physi- 
cians said that his death was hastened by the 
intense heat of July 20. A native Milwau- 
keean, Mr. Rice began his business career with 
the Milwaukee Railroad in 1884 when he was 
appointed assistant to D. E. Wason, tie and 
timber agent. He succeeded Mr. Wason in 
1888. From 1893 to 1896 Mr. Rice was at 
Marinette, Wis., where he was manager of the 
Northern Supply Co., the lumbering subsidiary 
of the old Wisconsin & Michigan railway 
which had its headquarters in Marinette. Re- 
turning to Milwaukee in 1896 Mr. Rice was 
active in various important Milwaukee indus- 
trial and commercial groups. He is survived 
by two sisters, Miss Mary C. Rice, with whom 
he lived, and Mrs. John T. O’Hearn of Milwau- 
kee, and a brother, M. J. Rice of Milwaukee, 
formerly associated with the Kinberly-Clark 
corporation. Mr. Rice was a member of St. 
John’s Cathedral parish and the Catholic 
Knights of Wisconsin. 


WILLIAM VAN AGTHOVEN, aged 69, vet- 
eran cooperage dealer and manufacturer, 
church worker and philanthropist, of Cincin- 
nati, Ohio, was buried last week from the lit- 
tle Dutch Reform Church in Rice street in 
that city. Mr. Van Agthoven was the last 
survivor of four sons of Anthony Van Ag- 
thoven, a Dutch cooper who went to Cin- 
cinnati in 1844 from Holland. He was well 
known to the lumber and stave trade as a 
buyer of barrel and box stock. He was a 
bachelor who had lived all his life in Cin- 
cinnati, 62 years of which were passed in a 
humble frame residence in Rice street where 
he passed away, though he is said to have 
left a fortune of more than a million. Shortly 
before he died Mr. Van Agthoven made dona- 
tions of about $40,000 to charities and orphan- 
ages connected with his church. Before his 
death Mr. Van Agthoven made provision for a 
group of old employees who are to inherit and 
earry on his business. 


WILLIAM HILDEBRAND, founder of the 
Hildebrand Lumber & Supply Co., of Sheboy- 
gan, Wis., died at his home there recently 
after a short illness. Mr. Hildebrand was a 
native of Sheboygan County, having been born 
in Mosel, June 12, 1857. After leaving school 
he worked for a short time at one of the She- 
boygan furniture factories, and at the age of 
17 became an apprentice at the carpenter 
trade. In 1884 he formed a partnership with 
Robert C. Ebenreiter and engaged in genvral 
building contracting. He continued in the 
partnership until 1912 when he and his sons 
organized the Hildebrand Lumber & Supply 
Co., one of the leading concerns of its kind 
in the district. He is survived by his wife, 
three sons: Louis, William C. and Arthur J. 
Hildebrand, and two daughters: Mrs. Joe 
Houmes and Mrs. Arthur Lutze, all of She- 
boygan. 


MRS. PHILIP A. RYAN, wife of the presi- 
dent of the Philip A. Ryan Lumber Co., of 
Memphis, Tenn., died at her home, 1094 Mc- 
Lemore Ave., in that city on July 24, follow- 
ing an extended illness. Mrs. Ryan was born 
near Blair, Neb., and moved to Memphis from 
Chicago about 22 years ago, having been a 
resident of that city ever since. A woman of 








kind and charitable disposition, Mrs. Ryan had 
won a host of friends who will mourn her 
passing. Besides her husband she leaves three 
children: Mrs. Harry E. Scott, of Indianapolis 
Ind.; Mrs, G. A. Roussel, of Memphis, and 
James J. Ryan, of Chicago. There are algo 
three sisters: Mrs. Thomas McGovern, of 
Omaha, Mrs. Walter Bullis, of Chicago, and 
Mrs. Frank Reed, of Chicago, eight grand. 
children and several nephews and nieces. Mr. 
Ryan is well known in the lumber industry 
and his many friends learn of his bereave- 
ment with profound sorrow. 


GBORGE PETRIE, one of the best known 
figures in the furniture industry, and wel] 
known to hardwood lumbermen, died from a 
heart attack while swimming in Lake Michi- 
gan at South Haven, Mich., on Sunday, July 
27. Mr. Petrie was 61 years old. He wag 
president of the St. John’s Table Co., of 
Cadillac, Mich., and his home was in that city 
Better known among lumbermen and Chicago- 
ans as head of the American Furniture Mart 
of this city, Mr. Petrie spent much of his 
time here and made his headquarters at the 
Lake Shore Athletic Club. He was president 
of the Furniture Manufacturers’ Association 
of America, and sometimes spoke at meetings 
of the hardwood associations on matters per- 
taining to the demands of the furniture in- 
dustry. Mr. Petrie leaves four sons. 


J. EDWARD HUNTTING, president the 
East Hampton Lumber & Coal Co. and for 
many years a prominent lumber dealer of 
Long Island, died July 24 at his home in East 
Hampton, L. I. He was 65 years old. Al- 
though Mr. Huntting had been in failing health 
for many weeks, he was at his office on the 
day before he died. Death was due to heart 
disease. Mr. Huntting was a direct descend- 
ant of the Rev. Nathaniel Huntting, who set- 
tled at East Hampton in 1699. Mr. Huntting 
was a member of the village board of educa- 
tion for twenty-five years and served severu) 
terms as village trustee. He is survived by 
his wife, formerly Miss Sadie Davis of Bell- 
port, L. IL., a daughter, Mrs. Arthur Kitchen, 
of Clearwater, Fla., and a son, Edward T., of 
cast Hampton. 


PATRICK J. BYRNE, 76 years old, who had 
been in the lumber business in Kansas City, 
Mo., 55 years, died Monday, July 28. Mr 
Byrne started in the lumber business in 1871 
at Louisburg, Kan., and in 1875 became affili- 
ated with the Chicago Lumber Co. in Kansas 
City. In 1890 he organized the P. J. Byrne 
Lumber Co., of which he remained head until 
his retirement about a year ago. A branch 
was established at Merriam, Kan., in 1910. 
Mr. Byrne leaves a son, Kenneth James Byrne, 
a brother, George R. Byrne, and four sisters: 





Mrs. Charles Schlichter, of Madison, Wis., 
Mrs. George Merrill, of Ashland, Wis., Mrs. 
William O’Dell, of Portland, Ore., and Miss 


Isabelle Byrne, of Madison,. Wis. 





J. F. FERGUSON, 72 years old, well known 
lumberman, died in Minneapolis July 23. Mr. 
Ferguson was born in Unity, Me., and moved 
to South Dakota when 21 years old, entering 
the retail lumber business. In 1896 he went 
to Minneapolis and became associated with 
the Coffin Box & Lumber Co., of which he was 
president at the time of his death. Mr. Fer- 
guson held memberships in Joppa Lodge, 
A. F. & A. M., Scottish Rites, Zion Command- 
ery, Knights Templar, and Zurah Temple of 
the Shrine, in Minneapolis. He is survived by 
his widow and a son, Donald T. Ferguson, of 
Minneapolis; a sister, Mrs. Weber J. Hunt, 
Holyoke, Mass., and a half brother, Dumont 
Higgins of Thorndike, Me. 


CHAUNCEY T. LAMB, well known Chicago 
lumberman, died suddenly at Great Falls, 
Mont., on Saturday, July 26, following a para- 
lytic stroke. Mr. Lamb was vice president and 
director of Warren-Lamb Lumber Co., Rapid 
City, S. D., and interested in various other 
business enterprises in Montana and South 
Dakota. Funeral services were held on Mon- 
day at the Lamb home in Hinsdale, with in- 
terment at Bronswood Cemetery. Mr. Lamb 
was 60 years old and is survived by a widow, 
three sons and a daughter. He was a member 
of the Union League Club of Chicago and 
other local clubs. 


HENRY P. GARDINER, aged 61, pioneer 
Duluth, Minn., lumberman, collapsed at the 
Enger golf course in Duluth last Thursday, 
July 24, and died a few minutes after being 
taken to a hospital. Death was due to heart 
disease, the coroner said. Mr. Gardiner had 
just left the first tee after driving his ball. 
took a few steps forward and collapsed. He 
had been a resident of Duluth for more than 
35 years, and was widely known in the lum- 


(Continued on Page 61) 
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Business Changes 


ALABAMA. Birmingham—Stringfellow Lumber 
Co., retail operations handled under name of War- 
rior River Lumber Co., Rickwood Park, sold entire 
operation to W. E. Herrin, contractor and builder, 
formerly associated with H. J. Tillia in firm of 
Herren & Tillia Construction Co.; business will be 
continued largely as supply yard for his building 
business. 

Birmingham- -Empire Lumber Co.’s yard stock 
will be offered for sale under court decree, 

CALIFORNIA. Boyes Springs—Boyes Sprinza 
Lumber Co, changing name to Sonoma Valley 
Lumber Co. 

San Francisco—Kent Lumber Co, succeeded by 
Klamath Pine Distributors (Inc.), 

IDAHO. Pine Creek—Harold Downs, sawmill, 
sold to Grover Gibbs, 

ILLINOIS. Chicago—Smith Wood Products (Inc.) 
succeeded by Wilco Products Co. 

Chicago—Avondale Sash & Door Co. sold to 
Charles A. Hohmeier Lumber Co, which will con- 
tinue operation as branch under the old name, 

INDIANA. Benham—Weber & Brooks succeeded 
by Weber & Pohiman, 

IOWA, Rutland—c. H. Clifton & Son succeeded 
by Rutland Lumber Co, 

MINNESOTA, Center City, Chisago City, Lind 
strom and Shafer—Andrews, Carlson & Glader Co. 
succeeded by Interstate Lumber Co. of Stillwater, 
Minn. 

Duluth—Charles V. Pierson and Anton Pierson, 
formerly with Duluth Builders’ Supply Co., are 
now associated with Walter T. Wright in the 
Wright Lumber Co. 

NEW JERSEY. Camden—Hitchner & Holines 
Co. succeeded by Holmes & Brown (Inc.). 

NEW YORK, Mineola—Nassau-Suffolk Lumber 
& Supply Corporation moving executive officers to 
Sterling Place, Amityville, L. I. 

NORTH CAROLINA, Gastonia—Charles CC. Wal 
lace succeeded by Charles C, Wallace Lumber Co. 

OHIO. Bradner, Rising Sun and Wayne—Stiger 
Lumber & Coal Co. succeeded by Kelsey & Free 
man Lumber Co. of Toledo, 

OREGON. Goshen—4J. E, Warren sawiniil, 
leased to C. E. Lindquist who will operate under 
name of Goshen Electric Lumber Co, 

PENNSYLVANIA. Lansdale—Dubois Lumber & 
Coal Co.; A, EB, Stitzinger sold interest. 

TENNESSEE, Memphis—J. W. Holesapple sold 
interest in Chas, B. Carothers (Inc.). 

TEXAS. Comfort-—-Ed. Steves & Son succeeded 
by Alex Brinkmann, 

Ropesville—Foxworth-Galbraith Lumber Co. gold 
to Higginbotham-Bartlett Co. 

WASHINGTON. Everett—Irving-Dougherty Co. 
reported to have sold shingle mill equipment to 
Tsutukawa & Co. 

Monroe—George Wagner sold sawmill equipment 
to Frank Wagner, 

Yakima—Yakima Sash & Door to. sold to Nile 
Creek Lumber Co. 


New Mills and Equipment 


ALABAMA, Tuscaloosa—Bush-Cooper Lumber 
Co. plans rebuilding planing mill recently de- 
stroyed by fire. 

GEORGIA. Millen—Turner Lumber Co, will re- 
build its recently burned hardwood sawmill. 

Valdosta—Consumers Veneer Co. has. selected 
site and purchased machinery for a new mill to be 
located here; initial investment will exceed $40,000, 
it is reported. H. H. Rhymes, jr., and J. M. 
Clark, of Charlotte, N. C., executive officers. 

LOUISIANA, Shreveport—Ben James, 832 Lin- 
den Ave., is having plans made for rebuilding 
sash and door factory recently burned, 

OKLAHOMA. Pauls Valley—W. A. Lewis Lum- 
ber Co, will open retail yard; erecting building on 
8. Chickasaw St. 

OREGON. Horton—Horton Lumber Co. will re- 
build sawmill. 

WASHINGTON. Spokane—W. H. Powell and 
others are erecting a match block unit on E. Mis- 
sion St., to cost about $50,000. 


Incorporations 


_ DELAWARE. W ilmington—Wood Preserving 
Corporation, incorporated; capital, $20,000,000; 
main offices for corporate purposes, Wilmington; 
to deal in timber and wood. 

_ FLORIDA, Sanford—Zachary Veneer Co. increas- 
ing capital from $50,000 to $250,000. 

_ ILLINOIS. Camp Point—Liggett Lumber Co., 
incorporated; capital, $25,000; old concern, 

Kirkwood—Central Feed & Produce Co., incor- 
Berets; capital, $10,000; lumber, hardware and 
eed. 

IOWA. Burlington—Yarmouth Lumber Co., in- 
corporated; capital, $20,000, 

LOUISIANA. New Orleans—Schill Lumber Co., 
incorporated; capital, $3,500; 740 S. Claiborne, Old 
concern, 

New Orleans—King Creek Lumber Co., incorpo- 
rated; capital, $200,000; Hibernia Bldg.; old con- 
cern; includes branch at Trinity, Tex. 

MICHIGAN. Detroit—National Stair & Cabinet 
Co., increasing capital from $2,000 to $5,000. 





Detroit—Ritter Cigar Box Co,, incorporated; cap- 
ital, $100,000; old concern, 

MISSOURI, Kansas City—W. P. Weawell Lum- 
ber Co., incorporated; capital, $100,000; John 
Hatcher, 311 Brush Creek Bivd, 

OHIO. 
corporated, 

OREGON, Coquille—Coquille Lumber Co., in- 
corporated; capital, $40,000. 

Portland—Evergreen Lumber Co, 
capital, $3,000, 

PENNSLYVANIA. Philadelphia—J. G. Robin- 
son, incorporated; capital, $5,000; lumber, build- 
ing materials, etc.; address R. B. Landrum, 6338 
Homer St. 

Washington—Sims Lumber Co., 
capital, $25,000; old concern. 

TEXAS. Henrietta—Henrietta Lumber Co., in- 
corporated; capital, $15,000. 

San Angelo—Armstrong 3ros, Lumber Co., in- 
corporated; capital, $100,000. 


Cleveland—Perfection Lumber Co., in- 


, incorporated; 


incorporated; 


New Ventures 


FLORIDA, Bucks Siding (P. O. Sumatra)—Mc- 
Creary-Alford of Drewry, Ala., recently began op- 
eration here, 


IDAHO. Pine Creek——-Harold Gibbs has started 
a sawmill, 


ILLINOIS. Elgin—J. E. Huffman has begun 
manufacture of wood products. 


INDIANA, Danville—tTrotter & 
started manufacturing lawn chairs. 


KENTUCKY, Owensboro—Automatic Door Cor- 
poration, new industry headed by Robert Brodie, 
to make garage doors. 


MICHIGAN, Clarenceville—F'armington Lumber 
& Coal Co, opening local yard; headquarters, Farm 
ington. 

NEW HAMPSHIRE, Manchester—Stedbins Sash, 
Door & Lumber Co., recently began business. 


NEW JERSEY. Camden—Holmes & Brown 
(Ine.) opening millwork plant and wholesale and 
retail flooring business, 


OKLAHOMA, Oklahoma City-—R. J, Smith has 
started a retail lumber business. 

W oodward—United Sash & Door Co. recently be 
gan business, 


OHIO. Cincinnati—P. V. Shoe Walnut Co, has 
established a lumber yard in North Norwood with 
downtown offices at Lincoln Inn Court Bldg. 


OREGON. Klamath Falls—Charles K. Spauld- 
ing Logging Co, has started manufacturing sash, 
doors and trim. 

Portland—Zoss Wood Mfg. Co. has begun busl- 
ness under management of John Scheweberger. 

Portland—yY. J. Morton Lumber Co. opening in 
the Failing Bldg., under management of Y. J. 
Morton, 

TEXAS. Christoval—South Texas Lumber Co, 
opening retail yard; headquarters, Houston, 

Seminole—Shepperson-Dyers Lumber Co. opening 
retail lumber business, 

WISCONSIN. Brillon-—Strasburg Lumber & Fuel 
Co. recently began retail lumber business. 


Redifer have 


Casualties 


ALABAMA, Union Grove—Sawmill of Bracey 
Lumber Co. near here destroyed with 200,000 feet 
of lumber by fire. 


ARIZONA. San Simon—A. B. Hulsey, lumber 
yard and store, loss by fire estimated at $30,000. 


INDIANA. Terre Haute—P. C, Mace sawmill 
destroyed by fire; loss, $25,000. 


KENTUCKY, Newport—-Fred Voss Lumber Co., 
loss by fire, $25,000; retail yard, planing mill and 
lumber stock destroyed. 


MAINE, Keegan—Madawaska Lumber Mill de- 
stroyed by fire; loss estimated at avout $500,000; 
office, Van Buren, 


OHIO. Cincinnati—Mowbray & Robinson Lum- 
ber Co., loss by fire in shed and stock of hard- 
woods, $10,000. 

Cincinnati—Cincinnati Veneer Co., loss by fire, 
$10,000. 


ORBGON. yrand Ronde—L. M. Kramer saw- 
mill destroyed by fire, loss, $10,000. 

Klamath Falls—Ewana Box Co., loss by fire in 
lumber yard. 

Klamath Falls—Lumber yard of Big Lake Box 
Co., loss by fire. 

Latham—Anderson & Middleton mill destroyed 
by fire with loss of between $120,000 and $200,000, 
with only small insurance. 

VIRGINIA, Norfolk—Huddleston Mahogany Co., 
loss by fire, $100,000; sawmill, boiler and engine- 
room seriously damaged. 

WASHINGTON, Glenwood—Mt, Adams Pine Co., 
loss by fire in sawmill, $23,000, 

Hobart—Woods & Iverson, loss by fire in saw- 
mill, $100,000. 

Seattle—Lieber Logging Co., loss by fire at op- 
eration near Dewatto on Hood Canal, $2,500. 

WEST VIRGINIA. Herndon—Guyon Lumber Co., 
loss by fire, $500,000; planing mill, warehouse, kins 
and two lumber sheds with stock of about 
1,000,000 feet of oak and maple flooring destroyed. 


or STRENGTH 
DURABILITY 
and RESILIENCY 
SPECIFY 


Calcasieu 


LONG LEAF 


ine Timbers 


The Calcasieu district of Louisiana has 
been famous for its immense stands of vir- 
gin growth Long Leaf Yellow Pine timber 
for many years. 


Buyers of structural timbers, railroad and 
car material know that stock bearing the 
“Industrial—Calcasieu” brand is unex- 
celled. Play it safe in the future and send 
us your specifications. 


All Shed and Yard 
Stock Marked: 


“INDUSTRIAL” 


INDUSTRIAL 


LUMBER CO., INc. 
ELIZABETH, LOUISIANA 
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CI PACIFIC COAST Co 








Jiffy Service” for 
Eastern Buyers 


Our new plant is specially equipped 
to manufacture Old Growth Yellow Fir 
finish, mouldings and other items in Fir 
Uppers. In addition to modern ma- 
chines, we also have a battery of the 
latest improved type of Moore Dry 
Kilns which dry our lumber to a 
definite, uniform moisture content. 


Eastern dealers will appreciate our 
“jiffy service” on straight or mixed cars 
over all transcontinental railroads. In 
addition to Fir items, you can 


Include Plywood 
In Mixed Cars. 


Take advantage of our excellent 
facilities om your future orders. 


WASHINGTON 


VENEER 
COMPANY 


Olympia Washington 









WHITE RIVER 
LUMBER COMPANY 


For Mixed Cars of 


YARD and SHED STOCK 


Including Bevel Siding, 
Mouldings, Lath, 
Shingles 


ENUMCLAW, WASHINGTON 











Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes lumber and 
log measurements, shipping weights, 
structura] timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 
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News Notes from Amd ri 


Tacoma, Wash. 


July 26.—All local mills are operating on 
the curtailed schedule generally adopted by 
the industry in the Northwest. The Ship 
Lumber Mill Co. and the Defiance Lumber 
Co. remain shut down, while the plants of 
the Puget Sound Lumber Co. and Tidewater 
Mill Co., both of which were destroyed by 
fire early in the year, have not yet been re- 
built. The Columbia Box & Veneer Co., at 
Puyallup, has resumed operations on full 
time after a shutdown of two weeks, which 
was decided on to allow the firm to reduce 
its stock of manufactured products. 

Cooler weather during the last few days 
has reduced the fire hazard in the Tacoma 
district, but conditions are still bad. Only 
one fire of importance has been reported, 
from near Eatonville. The State forest su- 
pervisor has closed two more forest districts 
to the public until the danger period is over. 

General discussion of the present industrial 
situation occupied most of the regular ses- 
sion of the Tacoma Lumbermen’s Club yes- 
terday. Vice President A, K. Martin pre- 
sided in the absence of President Roy A. 
Sharp. The only business taken up was a 
motion to invite President W. C. Reugnits, 
of the Four L, to address the club at an 
early meeting on his recent visit to the East. 
This was carried unanimously. The wood 
products show, which will be given in Sep- 
tember by the Four L organization and the 
Tacoma Lumbermen’s Club, will be the finest 
ever held in the Northwest, according to 
Hugh M. Cobbett, chairman of the Four L 
wood promotion committee, who is in charge 
of the arrangements. 

Furniture manufacturers from all parts of 
the country are gathered at Tacoma this 
week for the annual Northwest furniture ex- 
position and market. The exposition is held 
at the Milwaukee dock. The furniture mak- 
ers are one of the largest groups of manu- 
facturers using lumber, and local lumbermen 
are keenly interested in the success of the 
exposition. 

Complete plans for the tenth annual golf 
tournament of the Tacoma Lumbermen’s 
Club, to which lumbermen in all parts of 
the country are invited, were announced yes- 
terday by the committee in charge of ar- 
rangements. Fifteen events are scheduled 
and the tournament will be held Aug. 8 at 
the links of the Tacoma Country & Golf Club. 
The principal contests will be for the North- 
west Lumbermen’s championship, the winner 
of which takes the club’s challenge cup with 
the lowest gross score; the handicap cham- 
pionship for the J. H. Bloedel challenge cup, 
the lowest net score winning, and special 
events for players in classes A, Band C. The 
four man district team championship will be 
played during the afternoon, the two teams 
having the lowest gross medal score during 
the morning round competing in match play. 
Prizes for the different events have been 
donated by Roy A. Sharp, Karl B. Kellogg, 
Jack Buchanan, W. Yale Henry, Ernest Dolge, 
Paul Johns, A. H. Landram, John E. Manley, 
Lee L. Doud, J. G. Newbegin, Frost Snyder, 
J. G. Dickson, E. W. Demarest, Ralph Dick- 
man, Phil Garland, Fred Karlen and Corydon 
Wagner. Interest in the tournament is keen, 
and the entry list is expected to break all 
previous records. 

A protest by the Tacoma lumbermen made 
this week caused the Pierce County port con.- 
mission to withdraw its tariff advancing the 
rates on wood products when handled over 
the port docks here. The commission had 
already filed a tariff increasing the wharfage 
rates on lumber, logs, piling, poles and cants 
from 30 to 50 cents a thousand feet when 
taken from the docks, and from 15 to 25 cents 
when taken overside from barges. The lath 
rate was also to be raised. The lumbermen 
met with the commission last Monday and 
showed that the present time is not favorable 
for any such advance. Private docks which 
had also filed tariffs raising the rates are 
expected to withdraw them. 

The Tacoma Chamber of Commerce is sup- 


porting the attempt of the West Coast Lum. 
bermen’s Association to exclude convict-made 
Russian lumber from the United States, The 
trustees of the chamber voted to this effect 
last Tuesday. 

W. Yale Henry reported he had taken up 
with the State highway department the in- 
creasing use of wood substitutes in bridge 
construction. The club maintains that wood 
is as safe as other materials, while the State 
Officials hold the contrary. The matter wil] 
be carried further with the co-operation of 
the West Coast Lumbermen’s Association. 

Ernest Dolge, prominent Tacoma manufac. 
turer, who celebrated his 50th birthday yes. 
terday, was the recipient of many congraty- 
lations and “set up” the cigars. 


Portland, Ore. 


July 26.—As a result of the reduction in, 
freight rates to Europe, a large number of 
parcel orders for lumber were reported here 
during the week for European delivery. Ac- 
tivity was also reported in intercoastal book- 
ings, presumably as a result of a drop in a 
freight rate a few days ago. Exporters re- 
port that Oriental business is still very quiet, 
and that there has been no change in the 
Australian trade. California business con- 
tinues quiet. The market as a whole may 
be regarded as somewhat improved, with 
prospects more encouraging. 

From the Inland Empire pine belt come 
reports that business has shown some gain 
during the last ten days. Spruce. business 
remains quiet. No decision has been reached 
yet as to how soon the plant of the Portland 
Spruce Mills here will resume operations, 

A big time is planned at Longview, Wash., 
on Aug. 8 and 9, the dates fixed for the 
annual Rolleo. Portland is expected to send 
a large delegation to the festival. 


Vancouver, B. C. 


July 26.—The British Columbia log market 
is feeling the effects of the Continent-wide 
depression which exists in the lumber in- 
dustry. During the last sixty days stocks have 
accumulated, and are heavier than they have 
been for several years. A surplus exists in 
all species except hemlock. Douglas fir logs 
are selling at $2 to $2.50 less than list. 
Approximately 50 percent of operations are 
now closed down and will remain so until 
market conditions warrant resumption. If 
the market does not improve in August, it is 
extremely likely that mill curtailment will 
be even more extensive. Shingle mills re- 
port a little pick-up in business offered, but 
the price situation is just as much disor- 
ganized as it was last week. 

British Columbia mills have booked two 
cargoes of ties for British Railways. There 
is also an increased demand from the United 
Kingdom and Continent for both merchant- 
able and clear lumber. Japan has begun 
buying for August shipment. 


Minneapolis, Minn. 


July 30.—With northern pine mills at the 
peak of their production for the year, the 
market is fairly active, considering the 
season, and prices are holding firm. While 
stocks have been in poor assortment at most 
of the mills during the greater part of the 
year, almost any sizes and grades can now 
be supplied on short notice. Box and crating 
interests have come into the market for an 
increased volume of material during the last 
week, but mixed shipments to retail yards, 
for the most part of the rush variety, con- 
tinue to dominate the situation. A consider- 
able amount of northern pine is being util- 
ized for grain doors, but the railroads have 
not been active purchasers for other uses. 

Although this is normally an “off” season 
in the cedar lines, there still is a good de- 
mand for poles from telephone and power 
companies, chiefly in the rural districts. 
Small posts are in little demand, but there 
is some call for the larger sizes. 
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A fair volume of business is being handled 
by the sash and door industry. Prices are 
somewhat unstable, and manufacturers are 
purchasing only enough material to meet 
present needs. Some mills are operating on 
short schedules, but most of them, in the 
Twin City area, are now putting in full time, 
a circumstance that indicates more clearly 
than optimistic predictions that the manu- 
facturers expect increased business in the 
near future. 

An order for 500 new box cars has been 
placed by the Minneapolis & St. Louis rail- 
road with the General American Tank Car 
Co., of Chicago, W. H. Bremmer, receiver for 
the road, announces. The cars will be deliv- 
ered in about ninety days. 

Seventy-five persons attended the annual 
picnic of the Kruse-Lamella Lumber & 
Manufacturing Co., at Rochester, Minn., re- 
cently. 

Ormie C. Lance, secretary Northwestern 
Lumbermen’s Association, is at Fort Snelling, 
Minn., for a tour of duty which will continue 
until Aug. 10. Capt. Lance is in command of 
one of the ten infantry companies at the Fort 
Snelling Citizens Military Training Camp. 
During the latter part of June and nearly all 
of this month the secretary traveled through 
association territory, studying trade condi- 
tions. Upon his return he reported that, while 
conditions are somewhat “spotty,” the retail 
lumber business is fairly good in most sec- 
tions, and compares favorably with that during 
a corresponding time last year. 

v. J. Husted, sales representative in Min- 
neapolis for the Winton Lumber Co., has been 
transferred to The Pas, Manitoba, where he 
becomes assistant manager of The Pas Lum- 
ber Co. (Ltd.), a Winton concern. J. B. 
Stricker has been transferred from The Pas 
to Minneapolis, where he will make his head- 
quarters in directing sales for The Pas Lum- 
ber Co. and the Eagle Lake Spruce Mills (Ltd.), 
of Giscome, B. C. 

Officers, managers and other employees of 
the Botsford Lumber Co., of Winona, Minn., 
will hold their annual picnic at Waseca Lake- 
side Club, Waseca, Minn., Aug. 10. A golf 
tournament will be a feature. 


Shreveport, La. 


July 28.—Demand for southern pine has 
been weaker than ever. Curtailment pro- 
ceeds right along, and yet there is more pro- 
duction than there is demand to cover. Lum- 
ber mills are shutting down, a few at a time, 
every week or so, and more and more labor- 
ers are being thrown out of employment. 
Hardwood orders are hard to secure. 


Warren, Ark. 


July 28.—Better sales of common items 
have been the feature of the Arkansas soft 
pine market this week. Some straight-car 
rush orders have been placed for No. 2 
boards, shiplap and center matched. Prices 
of No. 2 average $17, mill, for 8- and 10-inch, 
and $16 for 6-inch. Flooring continues in 
good demand, with new orders covering 3- 
and 4-inch B&better edge grain as fast as 
it is produced. It is now evident that any 
thing like a normal demand during the next 
three or four months will run the price on 
edge grain flooring several dollars higher 
than present levels. Flat grain flooring is 
in much better supply, though stocks are 
not excessive. Some sales of rough edge 
grain to industrial concerns have been re- 
ported at satisfactory prices. A few orders 
are now coming through for crating and 
box stocks, which have been in light demand 
for several months. 

Orders requiring special cutting are more 
plentiful than usual. One sale reported this 
week for 5/4x12 Bé&better rough included 
3,000 feet of 22- and 24-foot, which brought 
$85, mill basis. Not every mill is able to 
furnish this stock. Another popular item 
is 2x14-inch, 20-foot. Not many mills in this 
district are willing to cut this item. 

Lath have been in better demand than at 


any time since last fall. Several sales of 
straight cars ef No. 1, 4-foot lath were at 
$2.50 to $3, mill basis. Mills expect to clean 
up surplus stocks of lath within the next 
sixty days. 

Operating schedules have been slightly re- 
duced by most large mills. Some mills are 
down to a 40-hour week, while several are 
on a 50-hour basis. Small mills are either 
operating part time or have closed down till 
prices improve. ‘There is little incentive for 
farmers to sell logs at present low prices, 
but some are cutting them. Any big increase 
in the supply of logs will cause a further 
reduction in price, or the mills will withdraw 
from the open market in order to take care 
of their own woods employees. The pro- 
longed drouth has caused many farmers to 
seek employment at the small mills, so more 
surplus labor is available at the lowest price 
since the war. 

The drouth has damaged beyond hope all 
crops except cotton. Some sections of the 
cotton country will place orders as soon as 
a fair cotton crop seems assured. Retail 
stocks are very low in the cotton country. 

A few mills that are operating only one 
to three days a week have posted notices 
that rent of homes will be reduced 66 per- 
cent where the employees do not work more 
than two days a week. Also some mill men 
propose to reduce prices at their commis- 
saries 10 percent or more unless conditions 
improve in the near future. 


Macon, Ga. 


July 28.—Roofer manufacturing is at a 
standstill throughout most of Georgia, with 
little business being received. During the 
last few days, however, there has been a 
little improvement in inquiries. Prices are 
at such a low point that few mills will ac- 
cept orders. Portable mills are busier than 
the larger ones, for the latter are either shut 
down completely or are holding just enough 
men to keep their organizations intact. 

Longleaf pine is going through the dullest 
period in several years, principally because 
railroad orders are not plentiful. Wholesalers 
say that there is every reason to believe that 
the demand will pick up materially during 
the early fall. 

Hardwood mills are operating on short time. 
They are getting some inquiries. Logging 
conditions are not as good as they were, for 
heavy rains have interfered with operations. 


Bogalusa, La. 


July 28.—According to +a reporter of the 
Bogalusa Enterprise, a trip out to the Louis- 
iana State University forestry camp near 
here, and a talk with the professors and 
students, sells one on the importance of 
forestry and _ reforestation. One of the 
students interviewed said: “I believe forestry 
offers a young man a wonderful future. If 
concerns like the Great Southern Lumber 
Co. spend over $100,000 a year to promote 
reforestation, especially when reforestation 
is merely in its infancy, can’t you picture a 
future beyond comparison for the young man 
who really masters such an important sub- 
ject?” 

W. A. Chandler, general superintendent of 
the Great Southern Lumber Co., with M. L. 
Williams, its Memphis salesman, will visit 
that district. 

Three important changes in the sales force 
of the Great Southern Lumber Co. were made 
recently, because of the resignation of C. L. 
Gorton, who was formerly Ohio representa- 
tive, with headquarters at Marion. W. D. 
Parlour, who had charge of the Kentucky 
territory with headquarters at Louisville, 
will succeed Mr. Gorton, but will make his 
headquarters at Toledo; while R. M. Beard, 
formerly in charge of the Pennsylvania ter- 
ritory will succeed Mr. Parlour at Louisville. 
The Bubser Lumber Co., Pottsville, Pa., will 
represent the Great Southern company in 
the territory formerly covered by Mr. Beard. 
Both Mr. Parlour and Mr. Beard were at one 
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CARGO and PARCEL 
SHIPMENTS TO ALL 
FOREIGN MARKETS 

















1125 Henry Building, 
SEATTLE, WASH. 


BRANCHES: 
SAN FRANCISCO, CALIF. 
PORTLAND, ORE. 
CABLE ADDRESS, all offices, FIREXCO 
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Missoula, Mont. 








Factory Lumber 
Both FIR and SPRUCE 


also Fir Battens, Lattice or Mould- 
ings in straight cars or mixed with 
other items of yard stock. 


John D. Collins Lumber Co. 
White Bidg., SEATTLE, WASH. 














ON’T waste time figuring board and surface 
measure. Get “The umber Estimator” 
from the American Lumberman, 431 So. Dear- 
born St. Thousands in use. Postpaid . $10.00 
Send for special circular. 
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Incense Cedar 





Annual Capacity 60,000,000 Feet. 























time connected with the sales department 
here. 

_F. Salmen, of Slidell, with his grand- 
children, Ellarose Salmen Sullivan and Will 
H. Sullivan, is spending the summer in 
Chicago. 

D. T. Cushing, vice president and general 
manager of the Great Southern Lumber Co., 
urges all citizens to visit the Crosby Farms 
at Carrier and Cybur, Miss., which are model 
plants devoted to dairying and poultry rais- 


“ Seattle, Wash. 


July 26.—Last week orders exceeded produc- 
tion by 17 percent, according to summaries 
of mills reporting to the West Coast Lumber- 
men’s Association. Export is very quiet. Sales 
to Japan, normally quiet at this time, are 
smaller than usual; however, trade is expected 
to improve greatly in September. One large 
wholesaler of cedar products declared the mid- 
dle West is the only section of the country 
showing any activity, and this is limited to 
hand to mouth buying. 

The input of logs is negligible. Although 
log stocks are very high, the surplus is ex- 
pected to be absorbed. Cedar logs are not 
selling, and some fear is expressed that those 
in salt water may be attacked by teredos unless 
sold or put in fresh water. Prices on fir and 
hemlock logs remain the same, One logger 
declared that resumption of logging by large 
companies in September is conditional on im- 
proved business conditions. 

Many forest fires have occurred recently, 
but they have been confined to logged-off lands 
and no green timber has been lost. However, 
weather forecasts indicate worse fire weather 
ahead, and no precautions are being over- 
looked. Parts of the national forests have 
already been closed. 

Charles Plant, formerly with the Vancouver 
Lumber Co., Vancouver, B. C., has been ap- 
pointed sales manager of the Bloedel-Stewart 
& Welch (Inc.) mill. 





Henry Sereth, of Calgary, Alta., formerly 
president of the Southern Alberta Lumber 
Co., is a Seattle visitor. He was formerly 
a large intercoastal shipper. 


Arthur Edgecumbe, of Minneapolis, head of 
the Edham Co. (Inc.), stained shingle pro- 
ducer, is in Seattle. He formerly lived in 
Vancouver. He was accompanied by Ed Frost, 
Pacific coast manager for the Edham Co. 


N. J. McCormack, Minneapolis representa- 
tive of the Anacortes Lumber & Box Co., was 
in Seattle today. Mr. McCormack is visiting 
along the Coast. 

John B. Sherwood, son of the late B. D. 
Sherwood, of Walrath & Sherwood Lumber 
Co., Omaha, Neb., was in Seattle last week 
with Mrs. Sherwood on a brief visit to the 
Northwest. They drove from Omaha via Yel- 
lowstone National Park and the Inland Empire, 
through some pretty hot weather. The weather 
here was, of course, “unusual” and they en- 
joyed the side trips here immensely, espe- 
cially when reading of 107 in Omaha. 


Norfolk, Va. 


July 29.—There has been very little activity 
in the North Carolina pine market, and July 


business will be smaller than June. Prices 
remain about the same. Production con- 
tinues to be reduced every week. Some 


surplus lumber is being carried at large mills, 
but small mills have about got rid of all 
stocks except framing, and this is hard to sell. 
There has not been much rain in Virginia, 
but in South Carolina and Georgia rains have 
been very frequent, so that mills wanting to 
operate have been unable to do so. The con- 
sequence is that some items of low grade 
lumber are scarce and stronger. 

There has been a pretty fair demand for 
edge 4/4 No. 2 and better, and it continues 


Boston, Mass. 


July 29.—So many are away on Vacations 
that wholesale offices have a deserted appear. 
ance, and the same is true at retail yards 
The volume of business is somewhat lighter 
than in June, and is not expected to show 
much, if any, improvement in August. (Cop. 
siderable public construction work is under 
way, and there is a fair amount of public 
utility work, but residential building ig gp.: 
normally quiet in most sections of New Eng- 
land. 

The general tone of lumber prices is a pit 
soft. Recent concessions in steamship rates 
from the West Coast have disturbed prices 
considerably, and some recent sales of Doug. 
las fir and western hemlock have been made 
here at modest figures. The conference rate 
is still $11, but $9 and even less is reported 
to have been taken lately. 

Some XXXXX red cedar shingles from Brit- 
ish Columbia have lately been offered here at 
$4.61, for rail delivery. Prices are very ir. 
regular and demand is exceptionally slow. 

Owen Johnson, president Johnson Lumber 
Co. (Inc.), Manchester, N. H., once an impor. 
tant factor in the boxboard trade, stated to 
the news representative of the AMERICAN 
LUMBERMAN that he considers present condi- 
tions in the box lumber market so unsatis- 
factory that he is concentrating on other lum- 
ber lines, particularly kiln dried hard maple 
for heel stock and eastern white pine on grade, 

Efforts to develop Portland, Me., as a lumber 
port are being handicapped by difficulties with 
union longshoremen, who are accused of in- 
excusable delays in unloading lumber cargoes. 
Port Captain Raymond O. Demarest, of the 
Arrow Line, has threatened that that steam- 
ship company will withdraw its ships from 
Portland unless better satisfaction is given 
by dockside labor. In statements for news- 





them? 





Do you know of anything that would aid Business 
any more quickly than to get our folks to thinking 
about homes—their own—and saving money to build 








to hold firm, for band mills have little or no 
competition now from small circular mill 
stock. There has been very little call for 
No. 3 edge, however. No. 2 and better 4/4 
stock widths have not been so active, but more 
lumber could have been sold if offered. There 
is still a persistent call for 4/ and 5/4x12- 
inch No. 2 and better, but mills prefer to hold 
these items to ship in mixed cars at better 
prices than can be obtained otherwise. Good 
circular finish is very scarce, because so many 
mills are shut down. No. 3 4/4 stock widths 
have been very dull. No. 2 and better, 5/4 
and thicker, have been moving fairly well 
and at good prices, because mixed cars and 
quick shipment were desired. More 4/4 mis- 
cuts could be sold. 

Several cargoes of edge 4/4 No. 1 box, kiln 
dried rough, were sold at good prices, but box 
makers taking stock by rail have let up in 
their buying. Some air dried edge box is 
being offered. Most of this is rather narrow, 
and hot weather with intermittent rains has 
tended to stain it, so box makers are not in- 
terested. More dependence will have to be 
placed for some time on kiln dried stock. 
Rough No. 1, 4/4 stock box continues to drag 
along, but 6- and 12-inch dressed are moving 
well and are stronger. There has been only a 
little No. 2 stock box sold. The rest of the 
low grade rough lumber list has been very 
quiet. 

A little flooring, thin ceiling, dressed finish, 
moldings ete. are being ordered. Kiln dried 
roofers continue to drag and are very weak. 
Air dried are somewhat stronger, as 6- and 
12-inch widths are scarce. It is harder now 
to buy 6-inch beaded roofers at $13 f. o. b. 
ears Georgia main line rate, and the price of 
$13.50 will soon obtain. The 12-inch are being 
held at $15.50 to $16, with the usual weight 
guaranty on all roofers. 


paper publication, union representatives ex- 
cused the delay by claiming that the steve- 
dores do not supply enough cantdogs or peavies, 
and wire cable slings for hoisting sling-loads. 

The Woodstock Lumber Co. is. shipping 
Canadian eastern spruce direct this season 
from Burgess Siding, N. B., and Charny, Que. 

The Blanchard Lumber Co.’s mill at Portage 
Lake is again in operation. | 

The Northern Lumber Co., of St. Johnsbury, 
Vt., is maintaining a Boston sales office at 10 
High Street. 


Birmingham, Ala. 


July 28.—The last seven days have been 
less productive of business than any period 
in the last four months, perhaps because ex- 
treme hot weather has retarded building. 
Prices of pine have been holding fairly firm 
among the mills. There have been a few 
reductions in higher grades, but lower grades 
seem to have reached bottom. Some of the 
small mills have resumed the practice of sell- 
ing direct to the yards. Hardwood flooring 
has been selling at low prices. 

The Atchison Lumber Co., Columbiana, 
Ala., manufacturer and retailer, has added a 
cut-up plant. 

The J..T. Card Lumber Co., Mobile, Ala., 
with plant at Chickasaw, has closed down 
its hardwood sawmill. 

J. E. Colvard, for several years Tennessee 
and North Alabama sales representatives of 
the Oden-Elliott Lumber Co., on Aug. 1 takes 
over the same territory for the Stringfellow 
Lumber Co., which has mills in western Ala- 
bama. The latter firm has not covered the 
territory in the past. - ‘ 

Herbert C. Kyser, formerly operating: the 
Highland Lumber & Construction Co.:Bes- 
semer, Ala., has disposed of the preperties 
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panies. STO 
of the latter firm. He has purchased an 
interest in the Crotwell Bros. Lumber Co., 
retailer in Bessemer, and will look after the 
industrial trade in that section. 

Reports from Tuscaloosa indicate that the 
Bush-Cooper Lumber Co., whose planing mill 
purned the latter part of June, will build a 
larger plant within the next few weeks. 


Laurel, Miss. 


July 28.—The curtailment which is being 
carried out by practically all the larger 
southern pine manufacturers seems to be 
showing results. Nearly all mills in this 
section are running only one-half to two- 
thirds capacity and are shipping their cut. 
The market seems somewhat firmer and sales 
managers are fighting for better prices. Much 
less stock is being sold at ridiculous prices. 
The export market is also somewhat 
stronger. During the past week the local 
mills accepted several large export orders for 
shipment during August. 

The hardwood market is 
shape. 

Stewart M. Jones, L. A. McCoy, Jud Terrell 
and. Mr. Causey, of Gilchrist-Fordney Co.; 
Alfred Glasgow, James W. Smith, Otto Hervig 
and Andrew Flanagan, of the Wausau-South- 
ern Lumber Co., and Murray Bissell, of the 
Bissell Alabama Lumber Co., were guests dur- 
ing the past week of W. M. Hunter, of the 
Hunter-Benn Co., Mobile, Ala., on a fishing 
trip to Fort Morgan. Mr. Hunter, prominent 
lumberman and exporter, is always a most 
genial host. 


Spokane, Wash. 


July 26.—At Friday’s. weekly luncheon of 
the Spokane Hoo-Hoo Club, the annual elec- 
tion of officers took place, with the following 
result: Homer Kendall, president Standard 
Lumber Co., becomes president; Dave Brown, 
secretary and treasurer Long Lake Lumber 
Co., vice president; R. M. Bergdahl, of the pine 
department, Weyerhaeuser Sales Co., treasurer; 
A. W. Morris, of the Kinman Morris Co., sec- 
retary. Directors are C. D. Hudson, Western 
Pine Manufacturing Co.; George Rittman, 
McGoldrick Lumber Co.; Reginald Wert, Long 
Lake Lumber Co.; Frank McCarthy, Prender- 
gast Lumber Co. Robert Jones, of Hanks In- 
dustrial Service Co., was recommended for 
appointment as Vicegerent Snark. 

W. W. Powell and associates, of Spokane, 
have started building the first unit of a match 
block manufacturing plant in east Spokane, 
which unit will cost about $50,000. Mr. 
Powell is constructing this plant so as to 
use some of his timber holdings, which com- 
prise several million feet of Idaho white pine, 
near Pritchard, Idaho. Nine miles of logging 
railroad has been constructed from Pritchard 
to the site of the sawmill, which will operate 
under the name of Mountain Lumber Co. The 
white pine and other lumber obtained from 
mixed woods will be shipped in the rough to 
Spokane for further manufacture. 

Mr. Powell in 1919 had the first match block 
plant in Spokane, In 1921 he started the 
W. W. Powell Co. (Ltd.), with headquarters 
at Nelson, B. C., which company also special- 
izes in Idaho white pine. 


New York, N. Y. 


July 29.—Inquiry at retail yards in many 
parts of the metropolitan area revealed today 
that there had been very slight improvement 
in demand for Iumber during the last week. 
Most retailers said they did not plan extensive 
buying in the next month, and that they would 
continue to purchase lumber when _ they 
need it. Some of the retailers, when asked 
about their stocks, said they were carrying 
sufficient lumber to meet requirements. Busi- 
ness seems to be better in Westchester County 
than it is in other sections of the district. 
Yards in the heart of Manhattan that depend 
on a specialized trade reported they were doing 
fairly well. Some yards on Long Island re- 
ported their business as “fairly satisfactory,” 
but nearly all of the Long Islanders com- 
Plained that building activities were at a low 
ebb. The pessimists among retailers are out- 
numbered by the optimists. 

Clinton G. Bush, of the Bush Distributing 
Yards (Inc.), says that he recently put in ef- 
fect a general revision of lumber prices at 
the Brooklyn terminal, and that business since 


in fairly good 








then has shown a very satisfactory increase. 
Mr. Bush sees a trend to terminal distribution 
in the fact that 125 yards are now drawing 
their supplies from the Brooklyn headquarters. 

Norman Bonori, Long Island lumber sales- 
man, has just returned from a honeymoon 
spent in Nova Scotia. Mr. Bonori in June took 
Miss Helen Fowler Gray, daughter of F. G. 
Gray, of the Dunbar Box & Lumber Co., as 
his bride. 

A. J. Krauss, president Krauss Bros. Lumber 
Co., has left for Seattle. He spent a few days 
at the local offices of the firm after his re- 
turn from a trip abroad. 

George O. Swanson has taken up his duties 
as assistant to Charles J. Harris, local repre- 
sentative of the Winton Lumber Co. 

George R. Latham, of Latham Bros., one 
of the leading retail lumber firms on Long 
Island, is telling his friends of an experience 
with burglars that he underwent last Mon- 
day night. Mr. Latham feigned sleep for 
fifteen minutes in his home on Fairview 
Avenue, East Williston, Long Island, while 
the intruders ransacked the house. Mr. 
Latham says he did not dare to open his eyes 
for fear of being shot. 


Kansas City, Mo. 


July 29.—Demand for lumber last week 
slumped off a little, though there was a 
larger inquiry. It is considered a hopeful 
sign that buyers invariably are more in- 
sistent upon immediate shipments of orders. 
Reports gathered by the Federal Reserve 
bank show that stocks in the hands of re- 
tailers in this section are about 20 percent 
under last year’s at the same date, and they 
were considered quite a bit under normal at 
that time. Local reports indicate that sub- 
urban building is comparatively better than 
city building from a lumber standpoint. 

Harry A. Gorsuch, who was for eighteen 
years secretary of the Southwestern Lumber- 
men’s Association, is leaving Kansas City 
shortly to make his home in Los Angeles, 
for the benefit of Mrs. Gorsuch’s health. Mr. 
Gorsuch resigned from the Southwestern six- 
teen years ago. 

L. V.. Graham, newly appointed general 
sales manager for the Pickering companies, 
arrived here last week from Oakland, Calif., 
to assume his new duties. 





Supplies Lumber for WEAF 


New York, July 28.—The Nassau Suffolk 
Lumber & Supply Corporation—through Her- 
bert H. Tinkham, president—has just announced 
receipt of contract award from Skinner & Cook, 
contractors, for lumber and other building ma- 
terials to be used in construction of a large 
addition to-the Radio Corporation of America’s 
broadcasting station, WEAF, at Bellmore, Long 
Island. The contract is one of the largest of 
its kind awarded in the Long Island territory 
this year. Materials will be delivered as con- 
struction demands. 


OBITUARY 


(Continued from Page 56) 


ber trade in northern Minnesota. He is sur- 
vived by his wife, a daughter in Chicago and 
a son, Lloyd, in Duluth. 


ELTON JAY BROUSE, a well known lum- 
ber dealer of Wadsworth, Ohio, died recently 
at the age of 57 after an illness of several 
months. He was born in Illinois in 1873. He 
leaves his wife and a daughter. Mr. Brouse 
was engaged in dealing in hardwoods and 
operated a hardwood sawmill in Wadsworth 
for 25 years. 


JOHN SINCLAIR, long a resident of Still- 
water, Minn., and a prominent lumberman, 
died at Belden, Minn., where he was visiting, 
on July 23. Born in Canada in 1852, Mr. Sin- 
clair went to Stillwater in 1870, where -he 
worked on the river, later beginning logging 
operations for himself. He is survived by a 
widow and two brothers. 


JAMES E. LUND, 67, who was employed at 
the United States Forest Products Laboratory 
at Madison, Wis., for 15 years until his re- 
tirement a year ago, died at a hospital there 
of angina pectoris. He had been ill two weeks. 
ae » survived by his daughter, Mrs, R. F. 

orris. . 
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i be Sawmills 
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Drugstores |= 5m 


You can buy almost anything in a drug- 
store but you can’t from a sawmill. Each 
mill has its limitations or specialty. 


Over a period of 18 years we have built 
up a relationship with the West Coast 
mills which enables us to supply any re- 
quirement. We are familiar with what 
each can furnish to the best advantage. 

Avail yourself of this experience. Order 
from “Sullivan”. You will like the service 
and the prices are right. 


Straight or mixed cars of FIR—HEM- 
LOCK — SPRUCE—CEDAR Rough or 
Finish lumber, Shingles, Doors, Frames, 
Millwork, Timbers, Plywood Panels. 


ESTABLISHED 
912 


UMBER CO. 


PORTLAND, OREGON 
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OUR SPECIALTIES 


5/4x 4 Vertical Grain Porch Flooring 
Vertical or Mixed Grain Finish 
Vertical Grain Stepping | 


MOULDINGS — Factory Stock 


All made from the finest of 


Old Growth Douglas Fir 


of soft texture, dried in strictly modern dry kilns. 


ROYALS, PERFECTIONS, XXXXX Red CedarShingles 
Mills: Raymond, Washington 


WILLAPA LUMBER CO. 
Sales Office: Failing Bldg., PORTLAND, ORE. 




















When You 
Need FIR 


Long Dimension 
Plank, Timbers and 
Long Joists 


WRITE OR WIRE, 


The Griswold Lumber Co." 


Failing Bldg... PORTLAND, ORE. 





Quality 


Griswold-Grier Lumber Co. 


SALES AGENTS: Evergreen Lumber Company. 


























62 


AMERICAN LUMBERMAN 





August 2, 1939 





—_—___ 





CHICAGO | 











CRONWALL & COMPANY 


Incorporated 


Lumber Company Financing 





Represent owners of 


PACIFIC COAST 
TIMBERLANDS 


For Sale on Attractive Terms 





231 South La Salle Street 
Continental Illinois Bank Building 
CHICAGO 







































Guard Against Credit Losses 

it Don’t let them eat up 
zp BOCK ra your hard-earned profits. 
ee ee Exercise caution in grant- 
, : ing credit and use the 
f credit ratings and reports 
By of Clancy’s Red 
, Book Service as 

your guide. 

Order this 
service on trial 
for 80 days 
Without Cost or 
Obligation. 

Let our Col- 
lection Depart- 
ment collect 
your past due 
accounts for 
you. We can 
give you service 
that will please 
and the cost will be rea- 
sonable. 


LUMBERMEN’S CREDIT ASSOCIATION 
608 S. Dearborn St., Chicago 
35 S. William St., New York City 





GILBERT NELSON & CO. 


Public Accountants 
if SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 

















—SAWS= 


Their Care and Treatment 


By H. W. DURHAM 

This book will serve as a reliable guide for those who wish 
to know the art of saw fitting, or who wish to learn the prop- 
er methods of sharpening and keeping saws in order. 

During twenty-five years the author visited a large num- 
ber of sawmills, investigating the methods used in saw- 
sharpening shops, and much useful information obtained is 
embodied in this work. 

This book is bound in cloth, stamped in gold, and con- 
tains 269 pages with index. 


Price, delivered, $1.65 
American Lumberman 
431 So. Dearborn Street, Chicago, Ill. 














YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 








R. S. Crow, of the George M. Coale Lumber 
Co., Chicago, returned Tuesday from a vacation 
trip to Asheville, N. C. 


F. H,. Schneider, of the Rideout Lumber Co., 
Wausau, Wis., was in Chicago on Friday of 
last week, and called at local lumber offices. 


J. E. Hunter, of Chicago, vice president of 
the Chicago Lumber Sales Co., left Wednes- 
day on a week’s vacation motor tour of vari- 
ous places in northern Michigan. 


Frank D. Lee, of the Crane Creek Lumber 
Co., Willow Ranch, Calif., has been in Chicago 
for a week or so, calling on numerous friends 
in the trade; he is a former resident of this 
city. 

E. R. Ross, of Chicago, secretary of the 
Marsh & Truman Lumber Co., made a flying 
trip—a real one, by airplane—to Kansas City, 
Mo., on Thursday and Friday of last week, on 
business. 


P. D. Flanner, of the Flanner Co., Black- 
well, Wis., was in Chicago three days this week 
to call on customers and other friends in local 
lumber circles and to confer with Shook Bros., 
his firm’s representatives in this territory. 


Harry Montgomery, of Baxter & Montgom- 
ery (Inc.), Chicago, returned to the city 
Wednesday from Ash Grove, Mo., where he 
had gone to spend a week with his family, who 
have been staying there with relatives during 
the summer. 


J. W. Ball, of the Gulf Red Cypress Co., 
Chicago, returned Saturday from a motor trip 
through eastern Canada. He was gone about 
a month, and said that most of the lumbermen 
of that territory reported a volume of business 
that, while low, is yet fairly steady. 


E. V. Ingels, of New York, assistant control- 
ler of the Southern Pacific Lines, was in Chi- 
cago Tuesday, on his way to Kansas City, Mo., 
and took advantage of the opportunity to call 
on some of his old friends in the local lumber 
trade. He formerly was auditor for the Pick- 
ering Lumber Co. at Kansas City. 


Zelnicker in St. Louis, a name that has be- 
come familiar to buyers of used machinery all 
over the country, recently issued bulletin No. 
408, describing two unusual bargains—one, a 
20-ton Brownhoist locomotive crane, the other 
a 50- 60-ton Industrial Works double drum 
wrecking crane. Zelnicker supplies railroad and 
contractors’ equipment, machinery, rails, oil en- 
gines, tanks and steel sheet piling, issuing bul- 
letins from time to time, describing unusual 
bargains in equipment of this character. 


A. E. McLean, of Little Rock, Ark., presi- 
dent of the Hugh McLean Lumber Co., was in 
Chicago on Friday of last week, on his way 
to the company’s general offices in Buffalo, 
N. Y. While here he conferred with E. T. 
Bond, his firm’s Chicago sales representative. 
Mr. McLean said that, with industrial and re- 
tail stocks everywhere at such abnormally low 
levels, the expected pick-up in general business 
is certain to cause everyone to order a little 
more lumber, and the great number of small 
orders will total such a demand for lumber as 
to materially raise prices. This hardwood man- 
ufacturer believes the improvement will take 
place before the first of the year, and perhaps 
in late autumn. 


The Bert E. Cook Lumber Co., 19 South La 
Salle Street, has been appointed exclusive sales 
representative in Chicago territory for the 
Sumter Lumber Co., of Electric Mills, Miss. 
This official announcement was authorized from 
the headquarters of the company at Electric 


Mills this week. The Sumter Lumber Co. is 
known far and wide for its famous “Nearwhite” 
soft-textured, shortleaf yellow pine lumber, and 
in appointing the Bert E. Cook Lumber Co. as 
its exclusive representative in Chicago territory 
it has secured the services of an outstanding 
commission lumber concern which is constantly 
increasing the number of high grade manufac- 
turers for whose products it has the sale in 
this territory. 


_ Kurt Stoehr, of Chicago, treasurer of the 
Oconto Co., returned last Saturday from a 
pleasant vacation of ten days spent at White 
Lake, near Whitehall, Mich. He reported that 
both the fishing and the golfing were good. He 
spent two days in Grand Rapids, calling on 
numerous friends in the trade and in the furni- 
ture industry, and enjoyed a game of golf with 
Adrian Van Keulen, of the Van Keulen & Win- 
chester Lumber Co., hardwood manufacturer 
and wholesaler of that city, “which unfortu- 
nately he won,” the Chicagoan said. Mr. Stoehr 
found the Grand Rapids furniture men facing 
the future with confidence, bred partly of the 
unexpected success of the summer exposition at 
the American Furniture Mart in Chicago early 
in July; the furniture manufacturers are ex- 
pecting a fair business for the last half of this 
year, the lumberman reported. 


Lumbering Progress in the South 


A. Fletcher Marsh, of Chicago, vice presi- 
dent of the Marsh & Truman Lumber Co., re- 
turned home Sunday from a week spent visiting 
a number of the mills in the southern part of 
Mississippi and Louisiana. He was particularly 
struck, he said, with the rapid progress being 
made in the construction of the Bonne-Carre 
spillway, twenty-eight miles upriver from New 
Orleans, La., to protect that city from the rav- 
ages of future Mississippi River floods. 

The production at the small mills he visited 
is greatly curtailed, he said, “and if the large 
mills would co-operate in the same way it would 
not be long before over-production in the South 
would be a thing of the past.” 

Another thing that attracted the attention of 
the Chicago lumberman in Mississippi was, he 
remarked, “the State’s lack of foresight shown 
by not co-operating 100 percent with lumber- 
men to insure reproduction of the forest land, 
much of which is no good for anything else but 
forest reproduction. Instead of taking advan- 
tage of its natural resources, the State is now 
in a position where it must levy a sales tax 
on a great many things. The only way to 
properly express it is to speak of ‘Mississippi's 
crime.’ When will they wake up?” 


(saa eaaataaaaa: 


Visits West Coast Mills 


W. J. Cook, of Chicago, eastern manager for 
the Henry D. Davis Lumber Co., returned Mon- 
day from five weeks spent at the company’s 
headquarters at Portland, Ore., and in a general 
tour of numerous large lumber mills in Oregon 
and Washington. He reported that although 
practically every operator has a surplus of com- 
mon lumber such is not the case where clear 
stocks are concerned. 

“They are quite generally cleaned up,” he 
said, “and on account of the small number of 
mills running it would be pretty difficult to get 
any quantity of special clears.” 

Mr. Cook was accompanied on the trip by 
his wife, and they visited many of their rela- 
tives and old friends in Portland and Seattle, 
their home for many years, and at other places. 
He said that he was kept “on the go” 
most of the time, visiting the large number of 
mills at which he stopped in the two States, 
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ked with pleasure about the optimism 
and he lumbermen in the Pacific Northwest. 
OT certainly will take my hat off to them for 
their ability to smile in the face of such dis- 
couraging conditions, he said, and added, You 
know, many of the lumbermen here in the East, 
even including many who are representing some 
of those out there, are inclined to go around 
with a sort of down-in-the-mouth, tail-between- 
their-legs expression. And when you get out 
there you can’t help being struck by the dif- 
te Vhen he returned to Chicago he found that, 
although the railroad and car material business 
in which his firm specializes is still slow, there 
is a little more inquiry from the railroads just 
at the present time. “Tt is true,” he -conceded, 
“that the prices quoted are low, but I person- 
ally think they have reached the bottom, and 
we can look for better prices in the near future. 


Named Field TX Representative 


CINCINNATI, Oulo, July 28.—The Appala- 
chian Hardwood Club’s trade extension activi- 
ties are being enlarged, with the addition to the 
staff of Edward R. Linn, a former valuation 
engineer for the Internal Revenue Bureau at 
Washington, D. C., David G. White, the club’s 
trade extension manager, has announced. The 
success of past TX work is given as the rea- 
son for the expansion policy of which this 
move is the most recent outgrowth. 

Mr. Linn reported for 
duty July 15, and is 
now in the midst of a 
short but intensive pe- 
riod of training at some 
of the Appalachian 
mills, for the purpose of 





EDWARD R. LINN, 
Cincinnati, Ohio; 
Field Representative 
for Appalachian 
Hardwood Club 





familiarizing himself 
with the most modern 
methods of lumber man- 
ufacture as they are 
practiced by the mem- 
ber mills. That com- 
pleted, he will devote 
his time to making [== — 

available both practical ©by Bachrach 
and scientific information about Appalachian 
woods to specifying buyers in the northeastern 
part of the country, including architects, con- 
tractors and engineers, and also to millwork 
concerns and woodworking factories wherever 
his council is needed. 

The new field representative is well qualified 
for his task, for he has had both practical and 
theoretical training. A graduate of Ohio State 
University, he also graduated from the Yale 
School of Forestry, with a degree of Master 
of Forestry. His practical knowledge of the 
field comes from a rather varied experience. 
He has had engineering experience with the 
Chicago & Eastern Illinois Railroad. He built 
the New Hampshire State Forest Nursery. He 
operated a hardwood mill and pulp job in Ver- 
mont. Later he served the Brown Co. as’ for- 
ester, in the United States and Canada, and in 
this position he not only handled surveying, 
Mapping, cruising and technical forestry work, 
but also purchased timber tracts, and did joint 
mspéction work with the Quebec Forest Serv- 
ice; subsequently, as secretary-treasurer of a 
subsidiary company in Canada, he obtained con- 
siderable accounting and business training. His 
work as a forest valuation engineer for the Gov- 
ernment gave him additional specific knowledge 
on eastern hardwoods. 

Commenting upon the appointment of another 
member to the Appalachian club’s technical 
staff Mr. White indicated that it is amply jus- 
tified by past-results and by the increased in- 
terest the lumbermen are taking in such activi- 








ties. Nowadays, he says, lumber manufactur- 
ers and others in the industry are interested 
in marketing their products on a more scientific 
basis, through increased service to the consu- 
mer. They are willing to support this pro- 
gram, for they have seen that it pays real divi- 
dends in increased lumber sales. 
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Reorganize Poultry Equipment Firm 

Tieton, Inp., July 28—E. T. Abendroth, 
who recently resigned his position as manager 
of the H. D. Hudson Manufacturing Co.’s 
plants at Minneapolis, Minn., has associated 
himself with the reorganized Oakes Manufac- 
turing Co. (Inc.) here as vice president and 
assistant treasurer of the company, and super- 
intendent of both the local plant and the one 
at Crawfordsville, fifty miles away. 

Mr. Abendroth, together with W. A. Za- 
loudek, of Chicago, and Hunt-Helm-Ferris & 
Co. (Inc.), of Harvard, Ill., purchased the in- 
terests of L. R. Oakes and Thomas A. Allen 
in the Oakes company. Besides him, the other 
officers in the company as reorganized are: 
President, W. A. Zaloudek; secretary-treasurer, 
B. B. Bell, of Harvard, Ill.; and assistant sec- 
retary and sales manager, George A. Spencer. 
Mr. Bell is vice president and general manager 
of Hunt-Helm-Ferris & Co. (Inc.), and will 
continue in that capacity while lending his as- 
sistance to the Oakes organization. 

At the local factory, under the management 
of Mr. Abendroth, who has had many years 
of experience in such production work, a com- 
plete line of the Hunt-Helm-Ferris “Star” poul- 
try equipment, which many lumber retailers 
stock as a specialty for their country trade, 
will be manufactured. At the Harvard office 
a new catalog of the entire line is being pre- 
pared, and will be ready for distribution about 
Sept. 1, officials of the company announce. 





Advocates Home Finance Plan 


CuarLotte, N. C., July 28—Victor W. 
Wheeler, secretary of the Carolina Retail Lum- 
ber & Building Material Dealers’ Association, 
has transmitted to A. C. Dixon, president of 
the National Lumber Manufacturers’ Associa- 
tion, copy of a resolution passed at the recent 
meeting of the Carolina dealers at Isle of 
Palms. This resolution asks manufacturers and 
distributers of building materials to give seri- 
ous and immediate consideration to a movement 
to make available sufficient funds for financing 
homes on a partial payment plan. The reso- 
lution reads as follows: 


WHEREAS, The merchandising of lumber and 
other building materials has undergone a 
great evolution within the last few years, 
brought about primarily by advanced methods 
used in merchandising other products which 
are secondary to those used in home buiid- 
ing; and 

WHEREAS, Instalment-plan buying has come 
to stay, and adjustment is being constantly 
made by manufacturers and merchandisers 
of other lines which are in direct competition 
with our product to expand the plan: and 
since instalment building increases with the 
economic growth of the country; and since 
figures prepared by the Standard Statistics 
Co. of New York indicate that 75 percent of 
automobile sales are made in this manner, 
and likewise those of many other commodi- 
ties; and 


WHEREAS, Today the urgent need in the field 
of home building is machinery available to 
the local dealer for financing the handling 
of such sales; be it 

Resolved, That we, the members of the Caro- 
lina Retail Lumber & Building Material Deal- 
ers’ Association in eighth semiannual con- 
vention assembled at the Isle of Palms, South 
Carolina, July 16 and 17, 1930, ask the manu- 
facturers and distributors of those products 
which enter into the erection of homes to 
give serious and immediate consideration to 
the initiation of a movement for the crea- 
tion of a sufficient fund, quickly available, 
for the financing of homes on a partial pay- 
ment plan. 





Yy y yj 
One of the best selling 
specialties in retail 
lumber 
Brown’s Supercedar 
Closet Lining appeals to 
women, because every wom- 


an wishes every closet in 
her home were cedar lined. 


Supercedar is made of 
“Tennessee” Aromatic Red 
Cedar. It is the oil in the 
red heart of this tree that 
gives off the aroma and the 
aroma is what suffocates the 
moth. 


The more heartwood, the 
more oil; the more oil the 
Y more aroma; the more 
77, ~+aroma the surer the protec- 
Yj tion for woolens, silks, furs, 
feathers, etc. 


Supercedar is guaranteed 
90% or more red heart- [7 
wood, 100% oil content. It V7 
costs so little more than in- 
ferior grades that the dif- 
ference is negligible. It is 
a good seller, 


























wr "MEMPHIS f 
WORLDS LARGEST MANUFACTURER 
OF TENNESSEE AROMATIC RED CEDAR. 








Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 


Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 
Denver 


San Francisco 


No. 1 
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THE RIGHT PRICE 
IS NEVER TOO HIGH* 











‘The Cost of Materials 


4 


; ‘The Cost of Doing Business 


a 


A Fair Profit 


The Right Price 


The price of Natalbany Protected Lumber 
is based on this simple rule. If it costs a few 
cents more per thousand feet it is because 
its quality demands the additional charge. 
The right price is never too high. . . espe- 
cially when you buy so excellent a product 
as Natalbany Lumber. 


NATALBANY 


LUMBER COMPANY, LTD. 
~ SALES BBE OFFICE 


HAMMOND, 4A LOUISIANA 









"MEMBER SOUTHERN PINE ASSOCIATION 
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This Week’s 


Lumber Prices 








Following are f. o. b. mill sales prices as reported from Kansas City, Mo., 


Flooring Pinish, All 10-20’ 

” G. B&Better Rough: 
1a 16-20" 4.70 ES ands os 38.07 
No. 1, 6-20’..... 51.25 OS eee 38.27 
No. 2, 6-20’..... 35.00 1x5 and 10”.. 39.71 
1x3” F.G.— By ax6, 10&12”. - 00 

"a , ” /4x ae 
B&Br, 10M SLOT B&better Surfaced: 
No. 3, 6-20 18.25 ; + ees eoeece Fee 
x4” E.G.— a Seereces aati 
BEBtr, 19,30" oi 1x5 and 10” 49.02 

» 6-2 ° coli Te 4, 
ix4” F.G.— eee 5/4x4, 6&8” .. 60.74 
BEBEr, 10,2 + oe 5/4x5, 10612". 69.76 
oOo. ’ -“ ore -~* x 
No. 2, 10-20’.... 21.22 6&8” 7 ey 62.25 
C Surfaced 

Ceiling DN sais ereigin oa 40.00 
%&% x4” 10-20’— 1x6” Tres Tee 40.00 
pane betteeee 27 4 Casing and Base 
PO RE wee esece ON Dd. 

, - B&better: 

No. ee 17.10 pena es 51.58 
Drop Sidirg 5 and 10” ... 54.30 

1x6”, 10-20’— Jambs 

"F saa 36.82 B&better: 

a eae 33.18 1%, 1% & 2x4 
EO i ae ) speed 74.50 





SOUTHERN PINE 


for the week ended July 26: 


Fencing, 518, No. 1 Dimension 
10-20’ $1S1E 
No, 1— Short- Long- 
1x4” ee Pe 32.62 leaf leaf 
1x6” 0.2.00. $4.03 | oy 4 107, .21,21 24.21 
No. 2— 12’. .20.79 23.10 
1x4” i dice aaa 15.42 16’. .21.68 25.23 
1x6” ........ 16.06 18&20’..24.26 28.24 
No. 3— 


9 ” , 9 
Se oo ae ks seep | OS Os SE ee ee 
BO dais 6-32 11.92 . 18. : 
: 16’. .18.73 22.07 
18&20’..21.68 24.10 


2x 8”, 10°. ,26.21 ..... 
12’. .19.61 23.09 


Boards, S18 or S28 
No. 1 (all 10-20’): 


ae eee 32.16 16’. .20.21 24.59 
oot « OR 3 18&20’. .23.84 27.55 

> ” , 
. , 2x10”, 10%. 125.50 ..... 
ye ag vals etek 12’. .25.29 80.00 
pittteees 16’..26.11 31.66 
so » lhe le Laps] 18&20’. 26.22 ..... 
No. 3 (all 6-20’): 2x12”, 10’..30.00 ..... 
PS. cect ees 14.00 12’. .29.80 36.50 
ee 13.17 16’. .31.97 44.13 
1x12” 5022: 13.8 18x20’. .35.06 43.50 











No. 2 Shortleaf Shiplap 
Dimension S1S1E No. 1 (all 10-20’): 
2 ee 18.96 BU) std coecninte 57 
eer 18.63 No. 2 (10-207): 
ee 19.93 1 res. 17.08 
TORE 6 cise 20.96 SO axercee 17.64 
2x 6”, 10’...... ve Bas ecules PE 
+a wie alk at ito” pe REN 14.50 
veeteee 15. Longleaf Timbers 
2GRIG os. sas 16.56 No. 1 Sq. B&s. 
oe een 16.50 —- Sor and 
| eae 6.71 Under: 
saole ns 17:46 gee. terrenets oes 
BN 9 65-05 ub 17.90 12” oP. CER 40.95 
2x10”, | Ser 18.17 Plaster Lath 
Bi e++++- Ti 4 Na: 1,° "st"... . mae 
18H30’. . 3. . 19.18 Car Material 
‘ " i (All 1x4 & 6”y: 
2x12 ’ 12 Se B&Btr.; 9-and- 
eee 23.63 RD, sweSicseny Ge 
LOI bocce 27.78 No. 2 random .. 20.50 
No. 3 Dimension , Car Sills 
S48 sq. E&S— 
EE ne 14.85 Up to 9”, 34- idk 38.23 
Se sh rerrqgune 10.67 . 87-38’ . 37.25 








NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period June 1 to 
30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge, 4/4— 
DE crcledetacthasennsetumecs Dantak $43.60 
ae ere en, ee 27.65 
a ee eT ae oie 20.15 
ee re er te oe ea 17.50 
No.1 No. 2 
roy ot apl 1 box box 
Pa: wevsadinwan neree © ce 
ES © cw eer ee 12:90 phi cate 
2 ees 44.70 $34.55 $24.65 $16.60 
NE” ewes cea 46.00 pa seas 6rece 
ME ‘ove waumawe 44.00 34.80 25.70 20.40 
De <seeweceme 48.65 36.50 26.10 21.25 
BO ° cewlemecbed 61.75 40.60 28.00 21.05 
Edge, B&better— 
RES BER 4 eS CCS Sos ap ant oo aS ee $47.00 
NN ca ssa SERS ae ae eee de 61.65 
EE 5:2. ¢bahdinaitesaeitne Seed cae cee 66.70 
ME | ‘nideaisee a aa ate acauseosn na manele baa 50.80 
Bark Strips— 
patter eth hase Ow we EOL OAS be okie RD $27.25 
i Relic rn cmcianl eh alive wc ta aan aes tains 14.00 
sath 2%” 3” & 
_ Plooring— Wide Wider 
oe ee OEE ee $39.90 $38.40 
No. 1 common, }#” ....., 35.90 34.80 
No. 2 common, }#” «..... 26.10 24.76 
ba, 3%” 
Se ee aa 9.50 38.85 
Bé&better, bark strip soak See $32.10 
Box bark SUPI9G, GFOMNOE. cccccisccce «.. 15.40 
No. 2 *Air 
Roofers dressed dried 
4 REN + ee Ere $25.50 $14.75 
> eee Se ca kee oe 27.20 15.50 
MT “e+e: 6 eeaeeeeel 25.90 15.25 
MG’ | ocpabiabeeie seed 27.40 17.15 


*F. o. b. Macon. Ga. 


WISCONSIN HEMLOCK 


Following are f. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, s1sS— 
10,12 414’ 16’ 





1x ar cece ees $25.50 $26.50 $27.50 
ME: os sscnnyneneune 29.00 °30.00 *81-60 
AE, ---<<sccngyess - 80.00 81.00 82.50 
BRS s+ rsssnupeaneess 32.50 33.50 35.00 
OR ee peter 33.50 34.50 36.00 


For shiplap or floori a 
Prices on Ke f’ Bg oring, add 60 cents to 


No. 1 mentee Dimension, sislE— 

oe 4° 8’ 10’ 12’ 14’ 

x 4” --- $30.00 $30.00 $30.00 $30.00 $31.00 
-.. 28.00 -00 29.00 29.00 31.00 

ax 8°... 29. ‘ ; 31.00 

x10” ... 29.00 32.00 33.00 32.00 


= 33.00 
“4 - - 29.00 33.00 83.00 838.00 383.00 
r No. 
of Noe 2 dimension, deduct $2.50 from price 





INLAND EMPIRE PINES 


Portland, Ore., July 30.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, July 30. Reports of prices shown 
on $28 include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manu- 
facturers’ Association lumber price list of 
July 15, 1926. Prices of selects and random 
length larch and fir include sales of specified 
length stock with the prices reduced to the 
random length basis by using the sorting 
charges from the same list. Averages include 
both direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all length, regardless of whether random or 





specified lengths are called for. Quotations 
follow: 
Pondosa Pine 
INCH SBLECTS AND COMMON, S2S— 
” ” ” ” 
C selects RL..... $42.21 $39.88 $49.66 $69.17 
D selects RL..... 29.57 28.50 35.71 55.50 
: Se So Se aeeeee my swee . GREG 
No. 2 com. AL.... 21.23 21.39 21.50 26.08 
No. 3 com. AL.... 16.46 16.50 16.59 16.62 


Suop, 5/4 AND 6/4, S2S— 
No. 1, $25.50; No. 2, $15.50; No. 3, $10.50 
SELECTS $2S, 5/4 anp 6/4, 4” AND WIDER— 


C selects RL...$53.19 D select RL...$39.:00 
ee, Ss BE Ga hb his owen: cn eke e8ks 32.38 
No. 4 Common, S2S RW RL... ......... 10.46 
Idaho White Pine 
INCH SELECTS AND COMMON, S2S— 
6” 8” 10” 12° 
C selects RL..... ek ae Oe 
D selects RL..... 40.70 $41.47 51.39 $82. 13 
No. 1 com. AL.... 44.89 44.62 50.65 74.67 
No. 2 com. AL.... 33.14 32.79 33.11 41.14 
No. 3 com. AL.... 21.44 22.52 22.97 27.72 
SeLects S2S, 5/4 anp 6/4, 4” AND WIDER— 
C select, RL...$84.00 D select, RL...$71.00; 
Larch and Fir 
Wo. 1 dimension, 2x 6” 10’ .....-...r00 $17.22 
No. 1 dimension, 2x10” 16% ......... vee 27.00 
No. 3 dimension, S2S RL 1x8”.......-:.. 15.40 
Vert. gr. flooring C&btr. 4” RL........ 36.84 


Drop siding or rustic, C&better, 6” RL.. 24.98 





ARKANSAS SOFT PINE: 


Following are average sales prices reported 
to the St., John Statistical Service, these f: 0. b. 
mill figures being based on shortleaf weights, 
obtained by Arkansas soft pine mills during 
the week ended July 26: 


Flooring rf 
1x3” 1x4” 
Bdge grain—Bé&better .......... $61.75 $58.00 
Flat Grain —Seetter je ate eae 38,00 36.50 
ee ae pai e 31.50 
No ee arias rg 23.50 
Siding and Partition 
Boston partition, B&better, 1x4”........ $33.25 
Drop Siding, B&better, 1x6”............. 37.50 
Finish and Moldings 
Pinioh, Bapetior, TsGEIS oo occ sccoens $55.75 
Finish, B&better, 5/4x5x10” ee oa kteta oat 68.50 
Case and base, 1x5x8” PS a SS Pee. 57.25 


Discount on moldings, 1%” and under.. 44% 
1%” and over... 40% 


Boards and Shiplap 


Boards & ~~’. a" No. Ba SE 60 se ieee of $30.50 
ee DEG. BRIE kn 0 6.b wiics'e 0 0'o Debian dg 17.25 
Dimension 
eT, Be Oe OG a Be es ot cds cede $20.75 

mre 0 BGs GR Be a ook cies wea t as 21.75 
2) ge ee ern eee 27.50 
No. -3,.. 2 4", She OO FO o.ikc ov oeveebes 18.50 
ee ee Se OE oo tas basa ree 24.75 
Lath 
Pe Be ee oe Me ches cess vo ee $2.65 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white eng boards, D&M, shiplap, drop 
siding and ceili 


4” ” 


Inch. 4 10” 12” 
D&btr., 6-16’. $47.00 $51.00 $51.00 $67.00 $82.00 


1& 

btr.,* 6-16". 46.00 50.00 50.00 62.00 177.00 
No. 1, 6-16’.. 45.00 49.00 48.00 

No. 2, 8-167.. 40.50 38.50 
No. ; 8-20’.. 31.50 33.00 


No. 4-20’.. 30.00 32.00 32.50 32.50 32.50 
5”&6/4— 4"&wdr. 4, 6&8” 10” 12” 

D&btr., 6-16’ ....$66.00 $68.00 $71.00 $81.00 
No. 1&b tr., 6-16". 60.00 62.00 65.00 75.00 


No. 1, 6-16’ ..... 58.00 60.00 63.00 73.00 

Troe! Sri in ne 2, 4-inch, add $6; 6-inch, 
add $9; 8- ing gy ' $6; 10-inch, add $8; 12:inch, 
add $6; N » 8 and 16-inch, add $7.5 
12-inch, Nea seh $4. 

Furnished eae a 

Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1.and 
better and No. 1, add for 16-foot, $5; for,other 
lenigths including 18- and 20-foot, $2. In No: 
a for 18- and (20 foot $2; other lengths, $1. 


Bevel siding, %-i odd lengths, 8- to 20- 
Hw as but not sear "20 percent shorter than 
D&bdtr., ‘inch. 3. 00~=«é#BB,, 4-inch.......$18.00 
6-in 31.00 6-inch........ 21.00 


Spruce and pine lath, 4-foot; No. 1,: $7! 1453. No. 
2, $6.45. 
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DOUGLAS FIR 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., July 29.—F. o. b. mill prices 
on actual sales of fir, July 25, 26 and 28, di- 
rect only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Flooring 


B B&btr. Cc D 
ee See ie ey $35.50 $36.50 $23.75 : 
ae ei 37.00 avos 
BPGe” «vdeses ainda ty 40.00 

Plat Grain Flooring 
as a at a a eae 19.75 17.25 
ee seers ‘ 25.50 24.00 
Mixed Grain Plooring 
De wah weaken wk : eae $14.50 
"Ceiling 
— —_ Se weed 20.00 14.50 
1x4” .. over 21.25 17.00 
‘Drop Siding, 1x6” 
SE da ae ae es rr 25.00 21.25 
Ry? wales 24.00 22.50 err 
SD bia awd a bie eee 14.00 
Pinish, Kiln ‘pried ‘ana Surfaced 
1x6” 1x8” 1x12” 
POROOD sick cdrccsnens $39.00 $36.00 $52.00 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
> err e $38. 50 $13.75 $14.25 $17.50 
Oe Eee 50 8.75 8.50 10.25 
Ty SA eee 7 75 6.75 6.75 : 
Dimension 
12’ 14 16’ 18’ 20’ 22x24’ 26-32’ 
No. 1, 2” thick— 
4”.$13.75 $14.00 $15.25 $16.00 $15.25 
6”. 13.00 13.25 15.25 14.75 15.00 $16. 50 $19.7 
8”. 13.75 13.25 15.00 15.75 15.50 + 00 20. 00 
10”. 14.50 15.00 15.50 15.25 15.25 18.25 21.25 
2x4”, 8’, $14.00; 10’, $14.00; 2x6”, 10’,$12.25 
Random— 2x4” 2x6” 2x8" 2x10° 23x12° 
SS saa $9.25 $8.75 $9.50 we 00 $11.25 
a Bi tces, Bee 5.00 nats wean 
No. 1 Common Timbers 
3z3 to 4x12” to 20’ surfaced .......... $17.75 
Se 60 32EEE” tO 60, POMBE bose ccvcccss 17.50 
5x5 to 12x12” to 40’, surfaced ......... 17.25 
Fir Lath 
SR a Nn eee err re $2.75 
B&better, Flat Grain Car Siding, 9 or 18’ 
ST cath wick St taht ah ad tk dad Ac Sel seston or iow ae At $31.00 
AR ee eee ee ee ee 





RED CEDAR SHINGLES 


Seattle, Wash., July 30.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


Pirst Grades, ptandesd Stock, re Cars 
Extra stars, 


yeti Oe. $1.60@ 2.35 
ee a ae 1.85@ 2.20 
eS FR err ererrcr eo: 2.40@ 3.25 
Hurekas, slash grain...........0. 2.75 2.95 
areal ae rata ebiae r 3.60 4.25 
De, 26°, BM BORER, cccc vole csen 7.25@ 8.00 
Dimension, 6/2, De bes aadiee aed ae 2.35@ 2.50 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2.......$1.65@2.35 $1.70@2.35 
Extra clears ......... 1.90@ 2.20 1,95 @2.30 
SE ER tes ory ewe 2.60 @3.25 2.60 @ 3.25 
PORES 2c nesedrvserc¢ Oa 

Perfection® ....cecees. 3.55 @ 4.25 4.10@4,25 


Royals, 24”, A grade.. 7.75@8.50 
Dimensions, 5/2. Pvens 2.40@2.90 
Pirst Grades, Rite-Grade Inspected Stock 


i Ce Cis. sno peaenwes aeeaee $1.70@1.85 
Extra clears: 


Tem premium COALS... .-cccscocs 2.40@3.00 

50% premium clears............. 2.200 2.80 
SARAH (5/8 perfects)... ...ccccces 2.75 @3.25 
Eurekas (75% vertical grain)...... 3.50 
De Gaticcketbteee baay aadk 3.75 @4.25 
EE <ie.b ay Wee eee hee ds Lees Cee 7.60@8.50 


Second Grades, Standard Stock 


Straight aitned with 
cedar lumber 


Common stars, 6/2..... }. 0591. 26 $1.00@1.25 
Common stars, 5/2..... ie 1.50 1.10@1.50 
Common clears ....... 2.00 . 65@2. 00 
a a PE keen eebea 50 
No. 2 perfections...... 2.25@2.50 . 2502. 50 
Mixed with 
fir lumber 
NE) PE Pee $1.10@1.25 
SEN SIRE Perr rer pee: kT 
ET ane ae a cote laid thet woah ts Ot 1.60@2.00 
ENC rr - 2.60 


British Columbia Stock, Seattle Market 


DC woos p aba eres Oss UR alee eae here $3.00 
RR ee ey ee er eee 2 2 3.75 
EN RE FE ee, 4.00 
Es ait ch bd eGo - Cop ete nacen ed persia ee 8.25 





CALIFORNIA PINES 


San Francisco, Calif., July 26.—The follow- 
ing average wholesale prices f. o. b. mills, 
those on commons covering 1-inch stock only, 
were reported by the California White & Sugar 
Pine Manufacturers’ Association for the 
period ended July 22: 


California White Pine 


No. 1&2- No. 3 
All widths— elr. C gel. D sel. elr. 
Se See $62.30 $59.80 $47.15 $30.90 
7 Ce en 56.30 58.50 41.85 42.20 
Me eames ane 62.90 49.75 33.60 41.65 
ge EPR 72.15 57.35 43.40 55.10 
California Sugar Pine 
oe eee $93.95 $80.30 er $40.30 
* Se eek 86.45 74.75 $57.25 56.60 
| Sr or ae 85.60 63.15 46.15 56.20 
Dee Gade aankore 97.05 77.15 we ieoei 73.30 
White Pine Shop Mixed Pines 
Inch common...$21.50 Com.— No.2 No.3 
No. 1, 5/4xa.w. 28.05 6” ....$28.10 aatat 
No. 2, 6/4xa.w. 20.85 BS” ..06 Bee $27.25 
Panel, C&better AO. ccc Bee 16.45 
Se SO i cso 63.20 BE” stam. weOee 16.75 
Sugar Pine Shop Box— 
Inch common.. .$29.75 SS fee nee $20.20 
No. 1, 5/4xa.w. 36.15 Bev. Siding, %x6”— 
No. 2, 6/4xa.w. 25.85 Ba&better i 35 
ee = =—S (ikl OR Nee ce econ 32.80 
No. 2&btr. dimen., Lath— 
Be BE Wicees $13.70 : . 
Australian = 1 ceovceeeces $2.95 
“= oe 1.60 
ae ee OS cadekos coats 
B74 xaW. 1.1. babs «No. 1 dim, 
Si >. arr 45.15 SO grrr A $18.20 
fs er 58.45 wa dar 17.10 





OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 
$2x2%” Yx1%” %x2” %x1%” 
Ist qtd. wht...$111.00 $101.00 $93.00 $68.00 
Ist qtd. red... 81.00 79.00 73.00 68.00 
2nd qtd. wht... 81.00 70.00 58.00 55.00 
2nd qtd. red... 71.00 64.00 58.00 56.00 
Ist pln. wht... 86.00 68.00 66.00 53.00 
lst pln. red... 76.00 68.00 63.00 57.00 
2nd pln. wht... 69.00 61.00 48.00 47.00 
2nd pln. red... 64.00 61.00 49.00 47.00 


ee Te, scenes 47.00 46.00 35.00 34.00 
si eee 47.00 46.00 35.00 34.00 
PON: “Sacks 29.00 28.00 18.00 18.00 

%x2” %x1\%” 
ee $98.50 $98.50 
Ee aaa 96.50 96.50 
SE Ns 5 nd 2d @ vate aa oe ooo Wie 78.50 76.50 
I la NS bila binidbe eee ble ee 78.50 75.50 
ow nies saa cow's oS ee ote 73.50 73.50 
A a 68.50 68.50 
I I os ac it 9 dak ao ern be sak 66.50 65.50 
SP NS os 6 2 ase wiKwcaie aeie's 63.50 63.50 
ee ES 5, G.6 Gis bho e bib ee wed ane oc 44.50 41.50 
ae ke eS S wire ae aie 44.50 42.50 
EES a SE reese ae eee nee 23.50 23.50 


Wew York delivered prices may be obtained 
by adding to the above: For }#-inch stock, $3; 
for %-inch, $1.50; for %-inch. $2. 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of maple flooring, as reported to the 
Maple Flooring Manufacturers’ Association, 
averaged as follows f. o. b. cars flooring mill 
basis during the week ended July 26: 


First 


Second 
NT Sd Sis ati uae $82.43 


$70.25 


Third 
$47.68 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 





FAS No. 1 & sel. 


SEO: tpbacaeecdandaw sweet $115.00 $ 90.00 
BFS cbweddsecccsevccetec 120.0 95.00 
SPO werevctdecsat nae tubs 125.00 100.00 
SJE ccccccccccecensosece 130.00 105.00 
BOG -cacccdoccevscstecees 150.00 125.00 
TB/4 coccccccvcccccvccces 160.00 135.00 





WEST COAST SPRUCE 


[Special telegram to American LumsBermMan] 
Portland, Ore., July 29.—The following are 
prices for mixed carlots prevailing today: 





Finish— Factory stock— 
Sa”. «sceods $63.00 4/4 ...$27.00@32.00 
1x4—-10” .... 49.00 5/4 ... 31.00@33.00 

a? siding— 6/4 ... 36.00@40.00 
%x4 - $25.00 8/4 ... 36.00@40.00 


%x6”, Flat gr. 27.50 


Zath ..% 3.00 
Vert. gr. 28.50 Green box 16.66@18.00 





NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b. Wausau, Wis.: 
AsH— 

FAS Sel. No.1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 45.00 $ 39.00 $ 22.09 
5/4 ... 75.00 65.00 60.00 41.00 22,99 
6/4 ... 90.00 75.00 60.00 41.00 22.99 
8/4 ... 100.00 85.00 70.00 45.00 22.99 
BrrcH— 


4/4 ... 90.00 70.00 44.00 30.00 21,99 


5/4 ... 93.00 73.00 50.00 36.00 21.09 
6/4 ... *96.00 *76.00 58.60 38.00 21,99 
8/4 ... 100.00 80.00 70.00 45.00 23.00 


10/4 ... 110.00 100.00 90.00 60.00 
12/4 ... 115.00 105.00 95.00 60.00 
16/4 ... 160.00 145.00 130.00 eves 
3/4 ... 76.00 61.00 34.00 24.00 
5/8 ... 79.00 64.00 38.00 24.00 


*Straight cars of 6/4: FAS, $93; select, on 

For 10-inch & wdr., add $30; 8- inch & war, 
add $15; for 5 inch & wdr., 8-foot & Ilgr, 
add $2. 

Price of No. 2 and better, 4- and 6-foot 
lengths, $32. For select red, add $16. 

Rough birch, 6- to 16-foot, 1x4 inch, two face 
clear, $80; one and two face clear, $65; 1x6b- 
inch, two face clear, $90; one and two face 
clear, $70; run of pile, $68. 


Sort MaPLE— 
4/4 ... 65.00 55.00 42.00 26.00 20.00 
5/4 ... 70.00 60.00 48.00 33.00 21.00 
6/4 ... 82.00 72.00 60.00 35.00 21.00 
8/4 ... 87.00 77.00 67.00 39.00 21.00 


Sort ELM— 


FAS No. 1&Sel. No.2 No.3 


sy OT 55.00 40.00 25.00 22.00 

. CE OTE 60.00 45.00 28.00 24.00 

. 5 EEE Eee 60.00 45.00 28.00 23.00 

4, Eee eee 65.00 50.00 36.00 23.00 
i ACE TET 80.00 65.00 40.00 eee 
BEEe Sa Seentsees 85.00 70.00 45.00 


Rock ELM— 
FAS Sel. No.1 No.2 No.3 
4/4 ... 80.00 as 55.00 27.00 19.00 
6/4 ... 85.00 err 60.00 30.00 20.00 


6/4 ... 90.00 nee 65.00 30.00 *20.00 
8/4 ... 95.00 ewe 75.00 38.00 *25.00 
10/4 ... 105.00 eves y 00 562.00 eeee 
12/4 ... 115.00 ee 00 57.00 *%30.00 


*Bridge plank, add ‘$4 we Ne. 3 price, 
Basswoop— 


4/4 ... 70.00 60.00 46.00 26.00 20.00 
OFe wx Fee 62.00 52.00 28.00 23.00 
6/4 ... 75.00 65.00 54.00 32.00 23.00 
8/4 ... 83.00 73.00 58.00 34.00 24.00 
10/4 ... 90.00 80.00 65.00 465.00 ewes 
12/4 ... 100.00 90.00 75.00 665.00 eeee 
Keystock, s* $72, or on grades, FAS, $82; 


No. 1, $53! 5/4, $78, or on grades, FAS, 88; 
No. 1: 68 

One and two face clear, 6- to 16-foot, 1x4- 
inch, $65; 1x5-inch, $70. 


Rep OaK— 


4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 .., 95.00 75.00 65.00 40:00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 60.00 21.00 


HarD MAPLE— 
4/4 ...$ 70.00 $ 60.00 $ 47.00 $ 36.00 $ 15.00 


5/4... 85.00 65.00 50.00 38.00 19.00 
6/4 ... 90.00 70.00 55.00 386.00 19.00 
8/4... 95.00 75.00 65.00 37.00 21.00 


10/4 ... 115.00 95.00 80.00 50.00 anit 
12/4 ... 130.00 110.00 95.00 52.00 eniee 
16/4 ... 175.00 155.00 136.00 aare eens 
Harp MapPLeE RovuGcH F.Loorina STock— 
No.1 No.2 No.3A 
com. com. com. 


ee a ee ee ee $45.00 $35.00 $25.00 
i ‘wits cae ecae news See he 48.00 88.00 28.00 
i: pemiedeaeasenede oboe Pe ee 38.00 28.00 
eave No. 2 and 
better 
Se ol clawedeev kde ween seuneas iid . -$38.00 
o/4 eaenreane eee ae ae cbevere ~. 47.00 
FAS Sel. No.1 No.2 No.8 


6/4 .....$70,00 $60.00 $50.00 $35.00 $22.00 


Regular stock contains 50 percent or more 
14 and 16 foot, and the following percentages 
of 10-inch and wider, 4/4, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 
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*25.00 


*30.00 


20.00 
23.00 
23.00 
24.00 


bat! 


t, ix4- 


16.00 
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= E ES OF SOUTHERN HARDWOODS 
Following were sales prices of southern hardwoods received during the week ended July 22, Chicago basis: 
4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GuM— — oy , 
( 7AS... 92.75 ae =¢=—S—( seh ons 91.50 Qtd, No. 
_. Ng: > eeceleepore 51.50 56.50@ 64.50 60.00 7 ae ee ai ee OEP: Fe 
an No: 1 & Pln. FAS... 59.50@ 71.25 80.00@ 92.75 87.00@ 93.25 ............ 
, OOM ois Gd dk) sccncgderete ket eenestes No. 1&sel. 48.50@ 62.00 .........005 25 62.50@ 76.25 
i hcg SES. SF 42> Meee bbwred ten sts aweneeuk Faon-eankpees a. Bei < SES || eek oR Glee ee eT eRe ecco uan caer 
aah MIxeD OAK— 
Sard. FAS RP ee 66.25 | eres ri rey oe. weer... 4640 (-.. wsatebanbeablDesuwaate wwe. 61.75 
No. 1&sel. 44.00@ 48.50 47.75 49.00@ 51.00 51.25@ 52.75 No. 2 & sd. 
Pin. , ee OF eee ee COae « ~. t:.) matevesanaee WOTKRT oc bh eeiccsmeces SR ee AGREED 06s 6s «bee 
No. 1&sel. 35.75@ 46.00 41.75 eT Ee ne ete ee neers PoPpLAR— 
No. 2.. ae as See... kk oe ee ae 25.00 Pin. Saps & 
No. 8.2... 20.00 $$ = =—=§«»_— = cevevccesene senretcrrveee ereresrerens ls, ate acts 50.50@ 58.00 61.50 i! Dna TTS rer 
GuM— a) a ae Saeee PO Wed Bee Se Bowen oe eee 
Pata. eee SSBF ete vemeceees eeereeroeres ee ee ee a OS ee ee Dees er 
No. . 14s]. ...ccccsccrcs 2 i ee Se eS ee ee an. Serer err, Vey x SH) (00 Estee aa eet eee eee 
Pin. FAS... 41.50 wah ket cassis cevese ive alee kee eke tutes 
i take Se | GAPS aHHRETS See REE ET ers “SER KOREEDE SS PAD niccnws EE OTe eee eT ies 
TUPSLO— wen Nc A Rs ee Ot No. 1&sel... 47.00@ 53.50 54.25@ 66.25 61.25@ 71.25 65.50 
pg gt SeAGE CEOS MUOREY SREAK Ss amma 1.’ Bea ear No. 2.2.04. SRF fC. weanbedzadiw waswadhael? 4s waeteeeies 
Pin. FAS... 41.00@ 47.25) ........++%. 51.50 60.75 Sort MAaPLE— 
No. 1&sel. 34.50@ 41.50 .....:...... 41.50 50.75 Ma Bo xcvis eb ) 6 weevi heen S68 fae “eee 
ie 6 cu: SEER i heudaes vows! - songs Me eeyen e meeeRNew Seti a: 
— N Burdieowee! eeCenrevdeson  c8gnebeaave Saw: | 5 ae iies tee 
Word. PAS...121.50@132.50 130,75@133.00 130.75@138.00 150.00@155.75  qonon eee 1 
4 GigE Bib sanyies Tee |) . x a) Hebadae buen ate eae are Ye 7 
on pi pe a . ee pBth a iP og See Le 127.75 is | ee MTS . OV Lekedbedth obo bone teeen seh kab e sete 
y, Sse 5 on FR Saree ee 66.75@ 72.00 82.75 MAGNOLIA— 
Se ee eee Visit Ry cies No. 1&sel... 40.50 AD NORD 23 n <n6ia wnisvd sock ecanes Ds 
Sd. wormy ......++-.-- Seed Hog, Siseeee ceed chee WU Sa Calas diac. ae silanes TEES inn, nuvintntieddnwdabhslanoalaaal = 
CHESTNUT— DO AS 
APPALACHIAN HARDWOOD a ea 75@ 80 90@ 95 seem yes UGL FIR 
: No. 1 com 45@ 50 54@ 59 60@ 6 CHICAGO, July 30.—Distributers of Doug- 
Clncinnati, Ce, Say. Se-Avernee ged No. 3 com. ... 22@ 23 22@ 23 22@ 23 las fir in this territory report practically no 
sale prices, carloads, Cincinnati base, on Ap- ar ae ye Se 30@ 33 34@ 37 38@ 40 change in the market situation, as regards 
palachian “soft texture” hardwoods: No ve Be hy ? either price or sales volume, and few if any 
= wormy ..... 33@ 37 35@ 38 40@ 42 are willing to predict any betterment during 
Pus Wares Osx 25 130@135 PorpLar— <j © tind ° August. Both the retail and industrial trade 
FAS .0+0+ 20000 7 So te 83 Panel & No. 1, are low and decidedly spotty, with no notice- 
No. 1 com.é&sel. 55@ @ 8 4@ 56 13” & wdr..140 150 160 able price changes reported. There are of 
No. 2 com. ... 38@ 40 16@ 4 . @ 5 FRE. 2s0x00 ---100@105 115@120 125@130 . course. numerous instances of low prices, but 
No. 3 com. 26@ 28 28@ se a = Saps & sel.... 75@ 8 —- +4 ty ed the mills are balking at selling their pro- 
Sd. wormy ... 43@ 45 57@ 62 63@ No. 1 .......-. 50@ 55 55@ 0@ ducts..at such figures, preferring rather to 
O.. BA. 20000 . 87@ 40 42@ 45 45@ 48 | 
PLAIN RED OAK— a eae 26@ 29 29@ 32 30@ 84 , close down almost entirely. 
FAS ........+- 90@ 95 110@115 120@126 ype : ae¢ cmarememningioty ; 
No. 1 com.&sel. 50@ 53 57@ 60 62@ 66 FAS 18@ 82 85@ 90. 93@ 95 : KANSAS CITY, MO., July 29.—Douglas fir 
No. 2 com. ... 36@ 38 38@ 40 40@ 45 No. 1 com.&sel. 50@ 55 65@ 70 73@ 75 demand. in this market is light, and prices 
No. 3 com. ... 26@ 28 29@ 32 30@ 32 No. 2 com. ... 40@ 43 483@ 46 45@ 47 continue-very weak. Mostly the orders are 





This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 29 


NORTHERN PINE 


CHICAGO, July 30.—Industrial plants are 
looked to for the bulk of the business in 
northern pine, although retailers are coming 
through with occasional orders, but both 
together total a volume that is far below 
normal, and at prices that have as yet shown 
no tendency to improve. Some distributers 
report scattering examples of encouragement, 
but are quite chary of accepting such as in- 
dicative of a general pick-up of trade. 





BUFFALO, N. Y., July 29.—Northern pine is 
holding firm, and is reported to be in stronger 
position than most other woods. Industrial 
demand is not as active as it sometimes is 
at this season, but there is a fair sale for 
lower grades, which hold steady in price. 
Favorable weather has brought about a large 
yield in various crops this summer, which 
give a stimulus to the sale of box and crating 


stock. 
EASTERN SPRUCE 


BOSTON, MASS., July 29.—Demand for 
eastern spruce frames is slow. Some sellers 
are quite urgent. Prices are easier than in 
June, Summer trade in random lengths is gen- 
erally quiet, and this month business is de- 
cidedly slack. Boards are dull. Lath trade 
is almost stagnant, in spite of the very mod- 
est prices. Quotations: Dimension, 8-foot to 
20-foot, 8-inch and under, $38@39; 9-inch, $39 
@40; 10-inch, $40@41; 12-inch, $42@43. Ran- 
dom, 2x3- and 4-inch, $29@30; 2x6- and 7-inch, 
$30@31; 2x8-inch, $34@35.50; 2x10-inch, $38 
@39. Boards, covering, 5-inch and up, 8-foot 
and up, D1S, merchantable, $32.50@33; 
matched, clipped 8- to 16-foot, random widths, 
$34@35; matched, random length, 1x6- and 
7-inch, $35. Furring, 1x2-inch, $29@30. Lath, 
1%-inch, $3.75; 15-inch, $4. 


HARDWOODS 


CHICAGO, July 30.—The hardwood situa- 
tion seems somewhat improved, aided by 
some reports of a little more activity from 
auto body manufacturers and especially by 
the renewal of hope among the furniture 
manufacturers which resulted from the un- 
expectedly favorable summer exposition at 
the American Furniture Mart here. There is 
more inquiry from retailers, too, several dis- 
tributers report. The total of all this has 
not resulted in any noticeable advance in 
either price or volume of business, but to date 
rather in a better attitude, or “feeling,” in 
the market. 


BUFFALO, N. Y., July 29.—Hardwood de- 
mand is reported slightly improved, although, 
on account of the season, business is not 
brisk. More encouraging reports are re- 
ceived from some woodworking lines, so that 
wholesalers feel that the next turn in the 
trade will be for the better. The buying is 
confined to small lots in most cases and cov- 
ers a number of woods. Prices are on a 
strongly competitive basis, and profit mar- 
gins are not satisfactory. 








ST. LOUIS, MO., July 28. 
ing up in hardwoods. 
tically unchanged. 


No one is stock- 
Prices remain prac- 


CINCINNATI, OHIO, July 28.—Wholesalers 
of southern hardwood felt more confident this 
week of an early upturn in business. Buying 
was confined to hand-to-mouth lots, mostly 
of mixed items of sap gum and red or white 
plain oak. General inquiry was improved, 
however. Retail yards were getting ready 
to place orders, dealers asserted. Prices gen- 
erally were steadier. 


from country yards, and call for well mixed 
cars and quick shipment. City yards are 
doing some buying, mostly’ of boards and 
flooring. . 


NEW YORK, July 29.—Prices are a shade 
stronger than they were a little earlier in 
the month. Demand has not improved mate- 
rially in the last week, and wholesalers re- 
port that large orders are scarce. The harbor 
situation is satisfactory. 


BALTIMORE, MD., July 28.—The market 
for fir is less active than it has been. Prices 
have been low, and some further marking down 
may be looked for as a result of the cut made 
last Saturday in ocean rates by the confer- 
ence: lines,.. Independent lines under various 
guises: have.been making all sorts of con- 


cessions, 
CYPRESS 


CINCINNATI, OHIO, July. 28.—Sash and 
door factories and planing. mills were taking 
small lots of cypress this week, buying being 
a little more active than it was last week, 
on account of price’ weakness in yellow 
cypress. Dealers were looking for a better 
movement next month, as the inquiry was 
growing more brisk, both from yards and 
industrial buyers. Stocks here are low, 


ST. LOUIS, MO., July 28.—This July will 
probably go down in history of cypress’ sales 
in this district as the poorest month on 


record, 
HEMLOCK 


NEW YORK, July 29.—Demand for hemlock 
is just about as it has been all summer, with 
an almost normal demand from regular cus- 
tomers, whose needs are never great at any 
time. Retailers report little new business de- 
veloping. There are no burdensome stocks. 


BOSTON, MASS., July 29.—Hemlock items, 
whether produced in the East, North or West, 
are selling very slowly. Sellers are urgent 
and a buyer with an actual order to place, 
even though the quantity wanted is quite mod- 
est, is able to get an attractive price. East- 
ern .clipped boards, stock lengths, are offered 
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IF YOU MAKE 
WINDOW FRAMES 


you are losing money 
if you have not installed 
a 1930 Model 
IMPROVED PHILLIPS 
WINDOW FRAME MACHINE 


This machine has been truly called 
“the best all-round window frame ma- 
chine on the market today.” It is 
more than a machine—it is a complete 
window frame making plant. It does 
all the work—cutting pockets, mortis- 
ing pulley holes, and all saw table 
work. It saves time, labor, money and 
space. Install one of these machines 
and get all the profits that are due to 
you. 


Write for specifications and proof 






ATLAS JFACTURING 
§ or ORLANDO 


| Florida, USA. 





























A New Book 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction, 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 
2%”"x5%”, vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. CHICAGO, ILL 




















at $30, and northern clipped can be had at 
$29@30. The top price for eastern and north- 
ern random boards is now $28. Western hem- 
lock is freely offered c. i. f. at $12.50 less than 
quotations on Page 11% of Atlantic coast 
differentials, and some sellers will take less, 
particularly those who have secured a con- 
cession of $2 or so on the cargo rate. 


REDWOOD 


CHICAGO, July 30.—Redwood in this terri- 
tory is sharing the fate of other forest pro- 
ducts, with small demand from both retail 
yards and industrial plants. Distributers are 
“sitting tight,” awaiting the expected im- 
provement in business conditions. 


WESTERN PINES 


CHICAGO, July 30.—A fair industrial de- 
mand for Idaho white pine and California 
white pine, at prices showing no material 
change in recent weeks, is reported by large 
distributers, but Pondosa pine is low in both 
demand and prices, and sellers here differ 
widely as to the probable fate of this wood 
in the coming weeks and months. Retail and 
industrial stocks alike are very low. 


BUFFALO, N. Y., July 29.—The prices on 
California sugar pine have been reduced $1 
to $2.50, on shop and better grades, during 
the last week. This is the first reduction of 
any importance since last April. Quotations 
on some items of California white pine are 
reported to be showing weakness. Demand 
for these woods is not at all active, but some 
dealers are making additions to their stocks. 
Better trade is looked for during the coming 
month, because retail stocks are low. 


KANSAS CITY, MO.,. July 29.—Western 
pines business is slow, industrial consumers 
buying only actual and immediate require- 
ments and retailers showing very little in- 
terest. One California mill reported orders 
last week less than 20 percent of what is con- 
sidered a normal volume. Naturally prices 
are very weak. 


NDW YORK, July 29.—Although stocks 
of Pondosa and Idaho pines are badly broken, 
and some of the main items are scarce, prices 
are none too strong. Idaho seems to be selling 
better than Pondosa, and Idaho prices are not 
quite so uncertain. Demand for Inland Em- 
pire stock is light. 


SOUTHERN PINE 


CHICAGO, July 30.—With industrial and 
retail stocks of southen pine almost at the 
vanishing point, the small and widely scat- 
tered demand for this lumber is an indica- 
tion of the extreme caution with which 
retail lumbermen and the factories are oper- 
ating. Yards large and small are buying 
only to fit immediate needs, which to date 
have shown no tendency to increase. Prices 
apparently have reached the bottom, the 
minimum acceptable, so there is little more 
talk of further skidding in this regard. 


CINCINNATI, OHIO, July 28.—Conditions 
look better in southern pine. The undertone 
of the wholesale market showed distinct im- 
provement. General inquiry from retail 
yards, contractors and others in the trade 
gave promise of real activity thirty days 
hence. Southern mills advanced prices $1 
on 1x6-inch No. 2 sheathing and No. 2 center 
matched. Easier money is causing more 
activity in home building. Local prices were 
steady to firm. 


ST. LOUIS, MO., July 28.—Some additional 
shopping around for southern pine is being 
done here, but large sales are few. Prices 
are almost what buyers care to name. 





KANSAS CITY, MO., July 29.—Demand for 
southern pine was a little off last week. Most 
of the loss was in the middle West, orders 
having come largely from the South and 
East. A good volume of flooring business is 
being placed by the eastern States,.and cer- 
tain- mills are reported oversold on some 
flooring items. Orders from retailers con- 
tinue to run to well mixed cars and, because 


—— 
of conditions at the mills, are becoming 
more difficult to fill, Demand for upper 
grades is reported to be comparatively better 
than that for commons. There is a little un- 
settlement in prices. _ 


NEW YORK, July 29.—Southern pine mills 
are not offering a great amount of lumber 
and receipts of late have not been heavy, The 
wholesale trade, which is not brisk, is ham. 
pered severely by competition. 


BOSTON, MASS., July 29.—Southern Dine 
trade in the Northeast is decidedly dull. Re. 
tailers are carrying moderate stocks and doing 
little buying. Prices are not noticeably easier 
but they surely are not strengthening. Roof. 
ers are still cheap, although there are fewer 
transit offerings. For 8-inch air dried the 
range is $24@25.50. The full current range 
on both shortleaf and longleaf 1x4-inch floor- 
ing: Bé&better rift, $68@78; C rift, $53@63; 
B&better flat, $44@51. B&better partition, 
11/16-inch, is offered $43@46.50. 


SHINGLES AND. LATH 


KANSAS CITY, MO., July 29.—The’ shingle 
market is slow and prices appear to be at 
bottom. Clears are offered as low as $1.80, 
and stars at $1.65, while XXXXX stock is 
$2.50. The demand for cedar siding is very 
slack, and most buyers are satisfied with 
small quantities. Demand for lath also has 
slackened, and prices are weak. 


NEW YORK, July 29.—Prices of eastern 
spruce lath are $4.50 for cargo shipments and 
25 cents more for rail. Wholesalers are well 
supplied to meet present demand, but are 
adding to their stocks from time to time. 
Mills are not offering many lath. All grades 
of West Coast shingles are plentiful, and 
prices uncertain. 


CLAPBOARDS 


BOSTON, MASS., July 29.—The clapboard 
trade is very dull. Retail yards are carrying 
light stocks. Although stocks of eastern 
spruce and native white pine clapboards in 
first hands are light, quotations are no longer 
firm. Some clapboards from the West Coast 
are offered at quite modest prices. 


BOXBOARDS 


BOSTON, MASS., July 29.—The demand for 
boxboards is somewhat spotty. Consumers 
in several lines are taking a fair amount of 
box lumber, but the majority are placing lit- 
tle new business, and the amount of boxboards 
being ordered forward on old contracts is not 
up to schedule. Stocks of boxboards in first 
hands have increased during the last quarter, 
in spite of some curtailment of production, 
and the surplus has had a bearish effect on 
prices. Rough edge white pine inch box- 
boards, log run, are $22.50@25. 


Hymeneal 


WEST - DILLENCOURT.—Ronald Smith 
West, son of Mr. and Mrs. James C. West, of 
Cincinnati, Ohio, was married on July 26 at 
the Knox Presbyterian Church in Hyde Park, 
Cincinnati, to Miss Margaret Dillencourt, 
daughter of Mr. and Mrs. John William Dil- 
lencourt, also of that city. The ceremony was 
performed by Rev. Herbert Hexlep, pastor of 
the church, in the presence of members of 
the families and a few intimate friends. The 
brother of the groom, James Holden West, 
acted as best man and the bride’s sister, Miss 
Jane Louise Dillencourt, as bridesmaid. A re- 
ception and dinner at the Mariemont Inn fol- 
lowed immediately after the service, Mrs. Dil- 
lencourt and Mrs. ‘James C. West receiving 
with the bridal pair in the quaint garden ad- 
joining the terrace and porch, where the 
bride’s table was placed. The young couple 
are enjoying a honeymoon trip in the East, 
and after Sept. 1 will be at home in their 
apartment on Duncan Avenue, Hyde Park. 
Mr. West is a graduate in law of Cincinnati 
University, class of 1929, and is a member of 
Phi Delta Phi, a law fraternity; also of Pi 
Kappa Alpha. His father is well known in 
lumber circles as the head of the J. C. West 
Wholesale Lumber Co., of Cincinnati, and is 
also associated with the hardwood trade. The 
son is at present in the advertising business. 
His bride graduated from Miami University 
@ year ago and is a member of Delta Delta 
Delta sorority. 
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Hardwood Activity Increases 


(Continued from Page 54) 


white oak quartered, FAS, $125@130; No. 1-C, 
$70@75; sound wormy oak, $30@32. . 

The Wood Mosaic Co. has started work on 
a large addition to its Highland Park, or Louis- 


-yille, plant, to create needed room for the New 


Albany plant, which is being merged in. Part 
of the New Albany plant will be located in 
space already available, but the big flooring 
plant needed additional space. The addition will 
be 80x197 feet. 

During the very steady dry and hot weather, 
lumber on sticks in Kentucky, especially around 
Louisville, is getting unusual air drying. Kilns 
are able to dry much quicker than usual, as 
lumber is much lower in moisture content than 
it is normally. 





Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies may be obtained from R. E. Burn- 
ham, patent and trade-mark attorney, Continental 
Trust Building, Washington, D. C., at 20 cents 
each. State number of patent and name of in- 
ventor when ordering: 


1,751,816. 
Bellevue, Pa. 

1,751,905. Lumberman’s log grab. 
ton, Kane, Pa. 

1.752.156. Power scraping machine. 
Endorf, Wheatland, Iowa, 
Bit for boring long holes. 
Muhlhoff, Remscheid, Germany. 

1,752,487. Sawing machine, Charles I. 
Chicago, assignor to Western Blectric Co. 

1,752,541. Inserted-tooth saw. Elijah C. Orr, 
Seattle. Wash., assignor to Orr Saw Tooth Grinder 
Co., same place. 

1,752,586. Saw blade. 
holm, Sweden. 

1,753,000. Wood preservation. 
Edgewood Arsenal, Md. 

1,753,103... Recessing tool. 
Rockford, IIl., 
same place. 

1,755,401. Automatic boring machine. 
Koehl, Carl Palkowiski, 
Angeles, Calif. 

1,755,415. Saw filing stand. 
mire, Ponce de Leon, Fla. 


Routing machine. Samuel Hunter, 
Cyrus L. But- 
Alfred H. 

Eduard 


Hoag, 


Erik A. Bolinder, Stock- 
Harold W. Walker, 


John H. Abramson, 
assignor to Greenlee Bros. & Co., 


John W. 
and Stefan Wagner, Los 


Robert J. Stiffle- 


1,755,717. Saw. Karl Wagner, Reutlingen, Ger- 
many. 

1,755,894. Jointer attachment for portable saw- 
ing ‘machines. Daniel F. Printz, Reading, Pa., 
assignor to Ephrata Manufacturing Co., Ephrata, 
Pa. 

1,756,057. Timber handling device. Charles E. 
Doty, Mount Vernon, and Otto G. Desch, New 
York, N. Y. 

1,756,121. Support for portable power saws. 


Theron L. Hedgpeth, Berkeley, Calif. 


1,756,281. Method of drying or treating timber 
and the like. Frank W. Cherrington, Toledo, Ohio. 

1,756,287. Wood sawing machine. Perry G, Fresh- 
water, and Orville G, Fishel, Newton, Iowa. 
_.1,756.296. Window frame machine. Sern Madsen, 
Clinton, Iowa, assignor to Curtis Companies (Inc.), 
same place. 

1,756,399. Saw sharpening device. 
Stowell, Vancouver, B. C. 

1,756,453. Method of treating trees and appara- 
tus therefor. Paul H. Davey and Homer L. Jacobs, 
Kent, Ohio, and James A, Davey, Sound Beach, 
Conn.; said Jacobs assignor to Davey Tree Ex- 
pert Co., Kent, Ohio. 


Jonathan R. 


1,756,477. Process of seasoning logs. Orlo A. 
Bartholomew, Kansas City, Mo. 
'@@eaeaeanaeaeanaaanaeaeaease 
Timb d Pri 
imber Bond Prices 
Bid Asked 
Algoma Lumber Co. 6s 1937..... cocce 96 98 
-Bloedel Donovan Lumber Mills 6% 

WO NE ore ee ee 98 
Brown Co, 6%s 1946...... yeexwnes «roo OO 95 
W. P. Brown & Sons Lumber Co. 5% % 

. Pee TI sick thi oodhe wie isoakae nee 97% 98% 
Carlisle Lumber Co. 6s 1937.........- 94% 98 
Connor Lumber & Land 6s 1941....:.. 95 97% 
Dierks Lumber & Coal Co. 6s 1941.... 95 98 
W. F. Ingham ist 6s 1936...... scoccoe OOH 4 =—98H 
Lamar Lumber Co. 68 1934........+.. 97 100 
McGowin-Foshee Lumber 6s 1938...... 93% 97 
Clayton & Anson Mark 6s 1931....... 99% 100% 
Munising Paper Co. Die Bee cacsctacs 91 94 
Oregon White ‘Cedar Co. 6s 1933...... 98 100 
Owen Oregon Lumber 5%s 1940....... 88 92% 
Trask Timber Ca. 66 1986 ....ccccccecs 96 98 
Virginia Hardwood Lumber Co. 6s 1941 93 96 
Western Timber Co. 6s 1988...:..... + 938% 97% 


Note: The above securities maturing within two 
years are offered on a 5% per cent basis, bid 6% 
per cent basis or better. 


(Quoted by Baker, Fentress & Co.) 





TRANSPORTATION 


Revising Transit Rates 


MILWAUKEE, WISs., July 28.—A more uniform 
application of the transit freight rates on 
lumber logs, and forest products in Wiscon- 
sin and northern Michigan is now being 
worked out by the Wisconsin subcommittee 
of the western trunk lines, according to in- 
formation here. The rate is applicable 
where manufacturers in the territory use the 
through rate of timber products and hold 
the logs and timber for manufacturing, and 
then ship the finished article. The changes, 
it is announced, are to be reflected in a new 
tariff supplement to be published later. Meet- 
ings on the revised rates have been held in 
the office of E. A. Lakl, of the Milwaukee 
road. 











Cancels South to Canada Increase 


WASHINGTON, D. C., July 29.—Division 3 of 
the Interstate Commerce Commission, in a de- 
cision in Investigation & Suspension Docket 
No. 3444 made public today, finds that the 
carriers concerned have failed to justify pro- 
posed increased rates on lumber in carloads 
from points in the South to Montreal, Que., 
and intermediate destinations on the New 
York Central railroad in Canada. The sus- 
pended schedules are ordered canceled, and the 
proceeding discontinued. 

Protests against the proposed increases were 
filed by the Southern Cypress Manufacturers’ 
Association, North Carolina Pine Association, 
Southern Hardwood Traffic Association, Cana- 
dian Wirebound Boxes (Ltd.), and Rutherford 
Lumber Co. (Ltd.). 


The carriers contended that the commission 
lacked authority to prevent the cancellation 
of joint international rates and that, if the 
proposed schedules be found not justified, 
higher combination rates will become effective. 


Division 3 points out that, although respond- 
ents state they are canceling certain joint 
rates, “as a matter of fact they are endeavor- 
ing to substitute certain higher joint interna- 
tional rates. On the question of the commis- 
sion’s jurisdiction, the following is quoted 
from one of many prior decisions: 

“It is true that we can not require the es- 
tablishment or maintenance of joint rates be- 
tween the United States and Canada. But in 
this case joint rates are now in effect, and 
there is no proposal to withdraw them save 
for the purpose of substituting other and 
higher rates of the same character. If we 
find in an appropriate proceeding that in- 
creases in such joint rates proposed in sched- 
ules published and filed with us have not been 
justified, it is not only within our power but 
it is our duty to require the schedules to be 
canceled.” 


Suspend Louisiana-Arkansas Increase 


WASHINGTON, D. C., July 28.—The Interstate 
Commerce Commission has suspended until 
Feb. 29, 1931, the operation of schedules in 
Supplement No. 21 to Agent J. F. Johanson’s 
tariff, I. C. C. No. 2133, which propose to in- 
crease rates on lumber and articles taking 
the same rates from certain Yazoo & Mis- 
sissippi Valley railroad stations in Louisiana, 
to stations in Arkansas on the Rock Island 
System. For example, the present ‘rate from 
Shreveport, La., to El Dorado, Ark., is 15% 
cents per 100 pounds, and the proposed rate 
21 cents. 

*SELLASLGL@EL@GG™SijiG 


Week’s Loadings of Revenue Freight 


A report of the car service bureau of the 
American Railway Association shows that rev- 
enue freight loadings for the week ended July 
19, 1930, amounted to 928,256 cars, as follows: 
Forest products, 42,158 cars (a gain of 2,483 
cars over the week immediately before); 
grain, 64,156 cars; livestock, 22,351 cars; coal, 
136,771 cars; coke, 8,512 cars; ore, 62,009 cars; 
merchandise, 233,131 cars; and miscellaneous, 
359,168 cars. 











DRY KILNS: 
KLAMATH FALLS, 





Shaw Bertram Lbr. Co. 


Manufacturers of 


OLD GROWTH, SOFT TEXTURE 
CALIFORNIA WHITE PINE 


(TRADE NAME) 
Daily Capacity 350,000 ft. 


PLANING MILL 
OREGON 
























Here’s the Place to Get 
Any Quantity of Finest Quality 


Northern Hardwoods 


Our large tracts of virgin growth 
timber and modern manufacturing 
facilities insure you a dependable 
source of supply Let us prove it. 


MANISTIQUE, MICHIGAN. 
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Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 
75 cents a lime for three consecutive weeks. 
90 cents a line for four consecutive weeks. 
length make one 
signature. 


Heading 
No display except the heading can be ad- 
mitted. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be 7. 
under heading Too Late to Classify. 
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Wanted—Salesmen 


























WANTED 


Salesman to handle established trade northern 
hardwoods, location small town western New York 
state, must have general hardwood sales experience, 
good personality and habits, age 30 to 35 pre- 
ferred. Good opportunity for man with proper 
experience and willing to work. Advise experience, 
references and salary required first letter. All cor- 
respondence confidential. 
Address ‘‘K. 6,’" care American Lumberman. 





WANTED 
calling on 
specialty coal 
mining company with an 
ritory: Michigan, Ohio 
lumber dealers handle 
proposition to the 

Address ‘“‘K. 27,” 


Salesman now 
side line a 


dealers to take as a 
produced by a large 
established trade. Ter- 
and Indiana. As most 
coal this should be a good 
right man. Commission basis. 
care American Lumberman. 





WANTED: HIGH CLASS SALESMEN 


wholesale firm to represent us in restricted terri- 
tory to the Industrial, Railroad and Contracting 
trade for the sale of JOINTITE lumber. This prod- 
uct just recently on market, an opportunity for 
thoroughly reliable representative to make good 
connection is offered provided references are satis- 
factory. Apply 

J. K. GRUNER LUMBER COMPANY, St. Louis, Mo, 


OR 








WANTED—SALESMAN 

in selling lumber and creosoted ‘wood 
Give experience and education. 

“K. 16,” care American Lumberman, 


Experienced 
products. 
Address 





CAR MATERIAL SALESMAN WANTED 


Western mill would like to secure exclusive rep- 
resentative in Chicago to call on railroads and in- 
dustrial users of fir and hemlock. Will consider 
only high grade man with car material experi- 
ence, 
Address “K.21,” 


eare American Lumberman. 


OWING TO OUR COMPANY CUTTING OUT 


Am open for position of logging superintendent, 
Have had thorough experience, qualified for hard 
job and can give satisfaction. 
dle men and get results. First 
class references, 


Address ‘‘H. 24,” care American Lumberman. 


EXPERIENCED BAND SAW FILER 


Wants position, saw mill or factory. Best refer. 
ences, 1442 CHARDON ROAD, Cleveland, Ohio. 


EXPERIENCED HARDWOOD SALESMAN 


Wants job as sales manager or traveling salesman 
in C, F. A. territory. Southern or Northern hard- 
Ag ART FORTIER, 1540 Ferry Park, Detroit, 
Mich, 


Go any place. 











RETAIL YARD MANAGER 


Advanced education and clerical ability. Fully 
trained in details and always diligent and effective 
in management—without debts or character liabil- 
ities. Capable man desiring important yard, 
Address ‘‘K. 24,” care American Lumberman. 





HARDWOOD LUMBERMAN 
Thoroughly experienced, middle 
intendent and yard foreman, 
responsible organization, 

Address “‘K. 28,” care 


aged, mill super- 
wants position with 
available at once. 
American Lumberman. 


DETAILER AND STOCK BILLER 20 YEARS 
thoroughly experienced, 
Address ‘‘K.29,"" care 





American Lumberman. 





OFFICE SALESMAN OR REPRESENTATIVE 
17 years lumber experience; 10 years selling by 
mail Yellow Pine, ete., for crating to Industrial 
Trade throughout United States. Thoroughly fa- 
miliar with this trade. 

Address ‘K.30,” care American Lumberman. 





THE GREATEST MARKET PLACE 
FOR PEOPLE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Seller. 
Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman, 


Send your advertisement to the 
AMERICAN LUMBERMAN 
Greatest Lumber Newspaper on Earth. 


Address 431 South Dearborn Street, 
Chicago, Illinois. 


| | Wanted—Employees 


WANTED 


An experienced hardware man who can organize 

and put on cleanup cash sales of hardware and 

lumber stocks. 
Address “K. 




















1,” care American Lumberman. 





WANTED 


Superintendent and Salesman for plywood plant in 
South Carolina producing box and furniture veneer. 
Must be able to invest from two to five thousand 
dollars each in business and furnish satisfactory 
references. Location ideal, good town, ample tim- 
ber supply, excellent proposition for two good 
men who want to line up right in business with 
a future. Inquiries confidential. 
Address “K. 8,’’ care American Lumberman. 


WANTED 


An experienced yellow pine salesman for central 
Ohio territory, one who is willing to work and 
can assure results. Give references, as well as 
past experience, when replying. 

Address “H. 28,"" care American Lumberman. 








SALESMEN WANTED 
ATTRACTIVE PROPOSITION 
Sell to contractors and builders lumber, 
and hardware. On commission. If 
address, 
CHICAGO & RIVERDALE LUMBER CoO. 
Riverdale, Chicago, Ill. 


millwork 
interested 





DO YOU WANT EMPLOYMENT? 
Write an advertisement; send it to the 
paper that reaches the people. we can help 


ou. 
. AMERICAN LUMBERMAN, 
481 S. Dearborn S8t.,. Chicago, IIL 





LARGE MANUFACTURER PONDOSA PINE 
AND FIR 


Has available territories for commission represen- 
tation. St. Louis, Birmingham, Louisville, Syra- 
cuse, Portsmouth, Ohio, Virginia and West Vir- 
ginia. 

—_ 


Address care American Lumberman. 





WANTED SALESMAN 


An attractive proposition is offered to a few high- 
grade men. See PAGE 2 for complete details. 


Wanted—Employment 


SALES MANAGER OR ASSISTANT 
SALESMAN OR BUYER 


20 years’ experience—practical all around common 
sense lumberman willing consider productive ad- 
vantageous proposition. Successfully represented 
large manufacturer in Chicago and suburbs 11 
years; Cleveland 4; Milwaukee, 2% and Western 
Michigan, 6 months, Previously at mills. Accus- 
tomed handling big buyers as well as small. 
Thoroughly conversant with all Southern Products, 
also Inland Empire, and West Coast—especially 
California. References unquestionable. 
Address ‘‘W, 210,” care American Lumberman. 





























WANTED POSITION AS MANAGER 


In retail yard. 25 years’ experience. Known to be 
good salesman and buyer. Guarantee good results. 
Will start for reasonable salary and advance when 
good results are shown. 

Address “H, 32,” care American Lumberman. 





WANTED POSITION 


As Manager or Superintendent of plant manufac- 

turing automobile parts, or Dimension plant, with 

or without saw mill. Years of experience. ™ 
Address “K. 7,’ care American Lumberman. 





POSITION WANTED 


As a second man or as a truck driver for a lumber 
company. By a single man 33 years old, of good 
character and ability. 

Address “K. 14,” care American Lumberman. 





ATTENTION EXECUTIVES 


Wanted by young man of unusual ability, position 
with live, growing concern, as buyer, estimator, 
and assistant to the manager. 

Address ‘“‘H. 34,” care American Lumberman. 


MANAGER OR SUPERINTENDENT 


Desires new connection with going concern; 14 
years’ experience in all departments, logging, man- 
ufacturing and construction. Technical education. 
Good reference. 

Address ‘‘K. 





17,"" care American Lumberman., 


HARDWOOD LUMBER SALESMAN 


wants to cover Carolina-Virginia furniture trade 
for some good wholesaler or manufacturer, 
Straight salary or drawing account and commis- 


sion. 
Address ‘“‘H. 8,”" care American Lumberman. 


Wanted--Business Opportunities 


TWO PRINCIPAL EMPLOYEES 


(Vice President and Salesmanager, both Directors) 
of large Pine and Hardwood mill now cut out and 
in liquidation, with wide acquaintance with retail 
and industrial trade, want to contract with two 
to four mills or concentration yards, handling 
principally Yellow Pine, for exclusive sale of out- 
put, Can finance invoices as rendered, but will 
not advance for lumber in pile. We believe this 
represents an excellent opportunity for mills who 
have been selling entire output to wholesalers. 
References exchanged. 


Address “K, 25," care American 


























Lumberman. 





WANTED TO BUY 

Lumber Yard in town about 1,000 
consin. 

Address “‘K. 22,” 


in N. W. Wis- 
care American Lumberman. 


I WANT TO BUY A REAL GOOD LUMBER YARD 


And have the cash. 
“G, 27,"" care American Lumberman, 





Address 





WANTED RETAIL COAL AND LUMBER YARD 
In South Michigan; what have you? 
Address “H, 2,” care American Lumberman. 


Wanted-Timber and Timber Lands 


WANT TO BUY TIMBER TRACT 
500,000 to 2 million feet Oak, in Pennsylvania, 
Maryland or W. Va. Describe fully. Address 

JOHN B. OTTER & SON, 
Wellersburg, Pa. 


WANT TO BUY GOOD TRACT TIE TIMBER 
—describe fully. 
Address “‘H. 6,” 





























care American Lumberman. 


WANT TO BUY 
A medium size tract of good timber. 
Kentucky or Tennessee. 
Address “H. 19,” care American Lumberman. 





Preferably 





WANTED TIMBER SOUTH OR ON THE COAST 


In exchange for high grade income property. 
Address “K,. 26,’ care American Lumberman. 





WANTED POSITION 


By young lumberman in any capacity. 
years’ experience from inspection to sales. 
erences. Available at once. 

Address ‘“‘K, 18,” care American Lumberman. 


Fifteen 
A-1 ref- 





WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 §&, 
Dearborn 8t., Chicago, 


Wanted— ay ' 


Know how to han- : 


q 








